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State of the Nation’s Economy: 
Up 

Business INp—Ex—Rose to 187.2 in 

week ended March 21 from 186.5 
preceding week, according to the 
New York Times. 

Om Srocxs-\Crude petroleum 
total last wee was 273,357,000 
barrels, the Burea@u of Mines re- 
ports, an increase ‘of 909,000 over 
previous week. ‘ 


Store Sates—Reported 16 percent . 


above sales in corresponding week 
last year. / 


Bank Cuearincs—Amounted t 
$18,577,419,000 last week, accora- 
ing to Dun & Bradstreet, an/8.7 
percent increase over like period 
in 1952. 

WasuHer SaLtes—In February were 
up 28 percent over a year earlier, 
according to American Home 
Laundry Manufacturers Assn. 

* * * 


Down 


CorporaTeE Prorits — Totaled $17.1 
billion last year against $18 billion 
in 1951, according to U. S. Chamber 
of Commerce. 

Farm Exports—Declined in 
value last January for the 
seventh consecutive month, Agri- 
culture Department reports. Jan- 
wary exports were 17 percent be- 
low December shipments. 

| Furnirure—February orders 
dropped 27 percent from January 


-and 3 percent from February, 1952. 


FreieHt Loapincs— Fell 2.6 per- 
cent in week ended March 21 below 
same period in 1952. 


VEHICLE OuTPpuT—It is estimated 


' by Automotive News that last 
§ week’s production was 166,708 units, 


'a drop of 4,164 from the 170,872 
units produced the previous week. 

Business Loans— Were off $81 
million to $23,337,000 in latest week- 


_ ly report by Federal Reserve Board. 


Greatest change was a $69 million 
drop in New York City. 


* * * 


General 


Business PLANNING — Expendi- 
tures in 1953 for new plants and 
equipment are estimated at $27 
billion. Motor vehicle and equip- 
ment manufacturers’ budgets are 
expected to amount to $872 million, 
according to Department of Com- 


merce. 











Top Cars 


“New-car registrations for one 
month, plus 36 states for Febru- 
ary: 
























































1953 Pos. Make 1952 Pos. 
1—135,269 Chev. 117,076— 1 
2—128,766 Ford 68,726— 2 
3— 77,744 Plym. 66,562— 3 
4— 52,489 Buick 41,882— 4 
5— 46,574 Pontiac 36,053— 5 
6— 37,374 Dodge 29,918— 6 
i— 36,698 Olds. 28,370— 7 
8— 32,823 Mercury 21,175— 9 
9— 22,264 Nash 16,341—11 
10— 20,129 Chrysler 16,491—10 
1l— 17,169 _Stude. 26,613— 8 
12— 15,787 DeSoto 11,515—12 
13— 14,639 Cadillac 9,102—14 
14— 11,585 Packard 7,825—15 
15— 9,023 Hudson 9,648—13 
16— 17,756 Willys 3,401—18 
17— 4,677 Lincoln 1,833—19 
18— 4,226 Kaiser 4,951—16 
19— 2,170 Henry J 3,871—17 
20— 868 MG 531—21 
21— 493 Austin 632—20 
22— 122 Allstate 180—22 
Total All Makes 
681,411 525,307 







For further details, see page 
40, today’s issue. 
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Dodge Adds Coronet Six— 


DETROIT, APRIL 6, 1953 


Under Chrysler Banner 


je? ae 


Addition of the Coronet Six to Dodge's 1953 cars has been announced by R. C. 
Somerville, sales vice-president. The car will have the same features as the Coronet 


Eight, but will be powered by the Get-Away Six engine. Volume shipments to dealers 
are expected to begin during the second half of this month. Advertised-delivered 
prices on the Coronet Six will be $2,101.50 for the club coupe and $2,128.50 for 
the four-door sedan. Somerville said this will give Dodge two six-cylinder series— 
the Coronet Six and the Meadowbrook Six. The name Meadowbrook Special will be 
discontinued. Prices on the Meadowbrook series are $1,975.50 for the club coupe 
and $2,017.25 for the four-door sedan, the same as they were previously for the 


price-leading Meadowbrook Special. 





er 


Chrysler's ‘New Idea’ Car— 


D'Elegance, Chrysler's latest experimental car which made its bow at the Auto-Lite 
show in New York, is a two-passenger sports car which combines continental lines 
with American standards of comfort, according to A. vanderZee, sales vice-president. 
It has a Chrysler Fire Power V-8 engine and several innovations. (Story on page 49.) 





NLRB Upholds Dismissal 
Of Inefficient Salesmen 


By Bob Sheldon 

Associate Editor 
HRASING his report in caustic 
terms, a National Labor Re- 
lations Board trial examiner last 
week indicated adherence to the 





Frazer, Sorensen 
Still on Payroll 
In Merger Plans 


By Bernie Thomas 
Associate Editor 

yaa its acquisition of Willys- 

Overland has been consum- 

mated, Kaiser-Frazer will become 

the only vehicle producer known to 

employ the services of two vice- 
chairmen. 

By name they are Joseph W. 





C. E. Sorensen 


3. W. Frazer 


Frazer and Charles E. Sorensen. 
The former also serves K-F as a 
consultant and director, while 
Sorensen is a director and con- 
sultant on production for Willys. 

K-F’s tab for the two vice-chair- 
men will be $77,000 a year, plus 
traveling expenses. Sorensen gets 
$52,000 annually, while Frazer, 
under a new contract, has just been 
cut from $75,000 to $25,000 a@ year. 

* 7 


T IS debatable whether K-F could 
put the experience of Frazer 
(Continued on Page 48, Col. 1) 


| principle that an inefficient sales- 
|man could not expect a union to 
protect him from the consequences 
of his bungling. 

Trial Examiner Louis Plost 
upheld the firing of three em- 
ployes of Milwaukee Nash Co., 
who were members of Local 174 
of the Auto Salesmens Union, an 
affiliate of the CIO Optical & In- 
strument Workers. Two of the 
men were berated by Plost for 
their poor work records. 


The case was one of two in- 
volving Milwaukee auto dealerships 
in which NLRB officials saw fit to 
slap down the salesmen’s union. 

7” - ~ 


ON THE other side of the ledger, 
in a week which saw continued 
pressure by union organizers oper- 
ating among both the sales and 
service personnel of dealerships in 
many parts of the country, the 
AFL International Assn. of Ma- 
chinists scored a victory in its 
dispute with a group of California 
dealers. 

In his intermediate report, 

(Continued on Page 47, Col. 1) 
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Firs ~Oue 


ITH the second highest first- 
quarter volume in history and 
best month’s production in two 
years all wrapped up, the auto 
industry let its blistering output 
pace taper off slightly last week. 
However, the tapering for the 
most part was merely a post- 
monthend breather. Schedules 
still indicate the possibility of 
the biggest first-half volume of 
cars and trucks in history. 

Built in U. S. plants last week, 
according to Automotive News esti- 
mates, were 136,170 cars and 30,538 
trucks for a total of 166,708 vehi- 
cles. The previous week’s output 
total of 170,782 units was made up 
of 139,213 cars and 31,569 trucks. 


* * * 


5 Awe week’s production decline 
reflected the temporary aban- 
donment of Saturday assembly at 
Chevrolet and the adverse effect of 
wildcat strikes at Briggs Mfg. on 
Packard operations. Briggs supplies 
Packard with bodies. 


Preliminary tabulations show 
that during the first three months 
of 1953 U. S. plants turned out 
1,519,000 cars and 344,000 trucks 
for a total of 1,863,000 vehicles, or 

| 54 percent more cars and 8 per- 
cent more trucks than were built 
in the same period of 1952. 


| March accounted for the biggest 

chunk of this year’s first-quarter 
volume. During the month, U. S. 
plants built 568,868 cars and 132,- 
029 trucks—a total of 700,897 units. 
It was the best month’s output 
since March, 1951. 


* * * 


- THE first three months of last 

year, U. S. plants made 992,403 
cars and 318,042 trucks—a total 
of 1,310,445 vehicles. The best first- 
quarter output in history was rack- 
ed up in 1951 with 1,615,184 cars 





Production 


Automotive News Estimates 
U. 8. Cars, Trucks 


166,708 170,872 


110,316 





Last 
Week 


Prev. 


. 1952 
Week 


Week 


For complete production totals 
| by makes, see table, page 46. 
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Of 1,863,000 Vehicles 
Second Best in History 


Week’s Total Down Slightly to 166,708 Cars, Trucks; 
Chevrolet Drops Saturday Work Temporarily; 
Supplier Tieups Hit Packard 


and 379,001 trucks for a total of 
1,994,185 units. 

At the end of the first half of 
1951 U. S. plants had produced 
3,106,457 cars and 787,790 trucks 
for a total of 3,894,247 vehicles, 
and the highest volume ever 
posted in the first six months of 
any year. 

This year’s first-half production 
shows every sign of taking over 
alltime high honors. On tap for the 
second quarter, according to a sur- 
vey of various makers plans, are 
1,810,000 cars and 383,000 trucks. 

Monthly projections are as fol- 
lows: April, 600,000 cars and 131,- 
(Continued on Page 46, Col. 3) 


Used-Car Sales 
Are Still Spotty; 
Wholesale Off 


By Sam Sampson 
Staff Writer 

RICES on the variable whole- 

sale used-car market dropped 
off again last week, according to 
AuToMoTive News’ price index, as 
the overall average price fell $32 
to stand at $1,074—the lowest point 
since 1953 models were included in 
the averages. 

Meanwhile, retail sales in- 
creases were reported as still 
spotty, and there are no indi- 
cations as yet of general spring 
upswing in used-car buying. 

At the auctions, operators say 
that more buyers are attending the 
sales, but prices are generally 
holding even—with clean and late- 
model cars bringing good prices, 
and rough or average cars moving 
very slowly and at low prices. 

* 7” = 


[jseo-can buyers at Cleveland 
have apparently caught the 
trading fever, since a report for the 
week ended March 28 showed 
dealers sold 1,735 used cars—the 
second best week so far this year. 
Dealers said sales were “stimu- 
lating,” but added that inventories 
were still large and that used-car 
movement was still sluggish. 

A report from the Detroit 
Automobile Dealers Assn. said 
that 11,906 used cars were sold 
in February—an appreciable gain 
over January. Dealers say, how- 
ever, that the market is still slow, 
and that used cars aren’t moving 
as they should be in the spring. 
The bulletin added that 61 per- 

(Continued on Page 46, Col. 5) 












By William Ullman 
Washington Correspondent 
ASHINGTON.—The automotive 
industry, now in high gear after 
being braked by Government con- 
trols on materiais and production 
for almost two years, still has some 
dilemmas smirking at it from the 
back seat. 

First of all, the industry must 
find some compatible footing with 
the Government about the ques- 
tion of reconversion to war work 
should the U. S. find itself pushed 
into a full-scale war. 

Secondly, the industry must make 


LAg Defense Dilemmas Still Face 


extensive plans, collectively and by 
individual companies, for its pro- 
tection, uninterrupted production 
and reconstruction, should the en- 
emy rain atom bombs on automo- 
tive plant concentrations. 
7 * x 

‘(Hane seems to be unanimity 

among car industry leaders that 
they do not want to experience 
another immediate shutdown and 
delayed reconversion to war pro- 
duction, such as occurred after the 
attack on Pearl Harbor. 


Many top officials believe that 


Auto Makers 


the Government should permit 
auto companies to continue civil- 
ian production of cars, trucks, 
components and parts for 60 to 
90 days after M-Day. 

They contend that inventories of 
materials in pipelines should be 
used and exhausted for civilian ve- 


hicles, rather than be shunted aside 
(Continued on Page 46, Col. 3) 
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Used-Car Auctions 
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Truck Highlights .......... 
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°53 Outlook Pessimistic :.. 


Vehicle Exports Dip 
To Postwar Low 





SHIPMENTS of cars and trucks 
\” to overseas markets are at a 
postwar low, with no sign of im- 
provement in the export situation 
for at least a year, say industry ex- 
port people. 

The ratio of cars and trucks 
exported to total production dur- 
ing the first two months of 1953 
dwindled to 5.3 percent, as against 
8 percent in the same 1952 period. 

Actually, just about as many ve- 
hicles (61,105) are being exported 
from U. S. plants this year as were 
being exported last year (65,526). 
But this year’s overseas shipments 


represent a much smaller share of | 


production. 


* * * 


market levels off, a still stagnant 
export picture may put strong pres- 
sure on their profit structures. 

Traditionally, the auto industry’s 
top 10 percent of production has al- 
ways been aimed at export sales. 
Obviously, profits are strongly re- 
lated to how many units are in 
that top 10 percent. 

There is nothing much new 
about the export situation in 
postwar. It is still stagnant, say 
industry people, because of a 
shortage of dollars overseas, while 
the supply-demand situation has 
remained unhampered moneywise 
in the U. S. 

























































































Army Aids Soap Box Derbyites— 


Camp Gordon, near Augusta, Ga., has offered its runway for the Soap Box Derby 
in July. Discussing plans are (from left) Ronald Scott, general sales manager of 
Darling Motor Co. (Chevrolet), sponsoring dealer; John Scoggins, director of the 
Augusta Soap Box Derby Club; Spear Collins, of the co-sponsoring Augusta Chronicle; 
Brig.-Gen. Charles C. Blanchard, commanding officer of the camp; Capt. John P. 
Westman, public information officer; Louis Pappell, general chairman of the derby, 
and Henry Darling jr., president of the firm. 





DuPont Defense 
Calls Kettering 


Pratt Denies Role 
Of Policy ‘Enforcer’ | 


CHICAGO.—Charles F.. Kettering 
retired research chief of General 
Motors, will step to the witness 
stand tomorrow (Apr. 7) when the 
duPont ant#trust trial will resume 
after a week’s Easter recess. 

Kettering has been called as a de- 
fense witness. 


The trial was adjourned last 
Tuesday after testimony by John 
L. Pratt, retired GM vice-presi- 
dent, who denied Government 
claims that he was an “enforcer” 
of duPont policy at General 
Motors. 

Pratt stated that he knew of no 
conspiracy to favor duPont in buy- 
ing supplies. In his service at GM 
in the 1920s and early ’30s, he added, 
he never felt that the duPont own- 


OME manufacturers are con- | 


..| The best postwar markets for 
a nertiamree ee a S.-made cars and trucks have 


Government Slates 
New Atom Tests 


For Automobiles 


LAS VEGAS, Nev.—Fifty auto- 
mobiles, already battered by one 
atomic explosion, will undergo fur- 
ther detonations here, it was an- 
nounced last week by Harold L. 
Goodwin, civil defense atomic test 
director. 


Goodwin said that exposure to an 


atomic pounding under different 


conditions will give a better basis | 
for evaluating the degree of pro- 
tection afforded car occupants. 





| 


|rarily under a new government, | 


been in this hemisphere — Mexico, 
Venezuela, Cuba, Puerto Rico and 
Brazil. 

* 


UST recently, however, Brazil 


* * 


- 





went out of the market tempo- 


while Mexico has cut its import | 


quotas sharply. 

Industry people say things are 
looking better in Belgium and | 
some of the Far Eastern coun- 
tries, and business in Sweden | 
continues fairly good, 
However, they opine, the overall | 


| export picture is likely to get worse 
| this year before it gets better. 


—BerNIE THOMAS 





Chrysler Corp.'s Evansville (Ind.) plant, which has been building Plymouths since 
1935, recently launched its millionth car under the watchful eyes of L. L. (Tex) Colbert 


| 
Millionth Plymouth Leaves Evansville— | 
| 
| 


(at the wheel), corporation president, and J. P. Mansfield, head of Plymouth. Chrysler 
acquired the plant in 1928 and once produced trucks there. 





By William Ullman 
Washington Correspondent 
Aeron. —Tep Federal 

fiscal officials, on Capitol Hill 
last week to give the Senate Bank- 
ing Committee their ideas about 
consumer credit controls, were 
rather coy about the matter. They 
wouldn’t say “Yes” and they 
wouldn’t say “No.” They did a neat 
job of sidestepping. 

The officials were Federal Re- 
serve Board Chairman William 
McChesney Martin and Elmer P. 
Tuttle, general counsel for the 
Treasury Department, who spoke 
for Secretary of the Treasury 
George Humphrey, unable to be 
present because of illness. 

Tuttle told the committee that 
the Treasury would agree to stand- 

by eredit controls if Congress 
wanted to vote them. 
” * x 


ARTIN said that the FRB 
thinks the Government should 
place its “primary reliance” for 
anti-inflation control on “general 
fiscal and monetary measures.” He 





Voit Plans ‘500’ Awards 


LOS ANGELES.—As a gesture of 
appreciation to the drivers, me- 
chanics and car owners who were 
instrumental in aiding company 
engineers during the development 
phase of the flexible hose, W. J. 
Voit Rubber Corp. will donate 


monetary awards to 16 drivers and | 


mechanics in the 500-mile racing 
classic at Indianapolis May 30. The 
awards will range from $50 to $500. 





U. S. Ducks Credit Issue 


Fiscal Officers Say They'd Accept Controls 
If Congress Votes Them 


agreed, however, that these meas- | 
ures “may need to be supplemented 
by direct controls under certain | 
emergency conditions.” 
Martin said he thought it would 
be best for Congress to enact 
controls at the time an emergency 
arose, but if it wanted to pass 
standby legislation, he would like 
to see credit controls included. 
He was so cautious and general 
in his testimony that Sen. Wal- 
lace Bennett, Utah Republican, 
said he was “on both sides.” 
Martin told the committee he 
would like FRB to have continuing 
credit-control powers under its own 
legislation, but “had no thought of 
using them now.” 
* 





* * 


OTH Tuttle and Martin indi- 

cated they were not overly con- 
cerned over the rapid rise in con- 
sumer credit, largely for install- 
ment buying of automobiles. 


Martin offered the opinion that 
“delinquencies and _ repossessions, 
painful though they may be, will 
operate at some point to correct 
unsound terms and to cause sellers 
and lenders to adopt safer credit 
policies.” 

The Treasury spokesman said 
that “while there has been a sub- 
stantial expansion of consumer 
credit, it may be that this soon 
will be checked by normal busi- 
ness practice.” 

Martin said he felt the “total 
volume of installment credit is 
not excessive” but that some easy 
terms were unsound. 


| ford, who announced that the move 


| tively 


Realistic Road Program 7 


Is Urged by AAA 


MIAMI, Fla.—Expressing concern 
at a critical situation which it said 
“threatens our entire economy,” the 
American Automobile Assn.’s exec- 
utive committee last week urged 
quick action to provide for realistic, 


| adequate programs that will over- 


come a “fast-deteriorating highway 
condition.” 
Tying in its project for better 


Crawford, Wright 





| Share Reins in 


Thompson Shuffle 


CLEVELAND.—In a move aimed 
at strengthening policy and plan- 
ning functions, Frederick C. Craw- 





F. C. Crawford 


ford last week moved up to the post 
of chairman of the board of direc- 
tors of Thompson Products, Inc., 
and John David Wright, formerly 
vice-president and general man- 
ager, succeeded him as president. 

The action was taken by directors 
of the automotive and aircraft 
parts concern here following the 
annual meeting of stockholders, at 
which all members of the board 
were re-elected. 

This rearrangement was made 
upon the recommendation of Craw- 


J. D. Wright 


followed a careful study of organ- 
ization planning to meet the com- 
pany’s recent growth, and was de- 
signed to give the company a full | 
complement of officers. 

Crawford will continue to be ac- 
identified with Thompson 
management at the top policy-mak- 
ing level, while Wright will be 
charged with the administrative 
responsibility. 

Wright joined the company in 
1933 as assistant to the president, 
became secretary in 1937, a director 
in 1939, secretary-treasurer in 1941 
and vice-president in 1943. He was 
vice-president and general manager 
of the Tapco plant in Euclid, O., 
during World War II, and became 
general manager of the company 
in 1949. | 








Chevrolet Now Leads 


Ford by 6,503 Sales 

DETROIT.—Chevrolet in- 
creased its 1958 new-car sales | 
lead over Ford to 6,508, it was 
announced last week by R. L. 
Polk & Co., auto statisticians | 
here, on the basis of 36 states 
reported for February, 

Latest totals show Chevrolet 
with 135,268 cars registered so 
far this year, as against Ford’s 
128,766. A week earlier, Polk re- 
ported that Chevrolet had over- 
taken Ford, but by only 273 cars. 


highways with a fight against 
high-speed vehicles, the commit- 
tee urged designers and manufac- 
turers to hold reserve power to 
“reasonable limits,” and recom- 
mended that makers “modify ad- 
vertising policy to eliminate 
emphasis on great power in- 
creases and high speed potential.” 

The committee said reserve power 
is desirable but warned that unless 
power and speed are de-emphasized, 
there is “real danger of punitive 
legislation such as laws requiring 
speed governors on cars.” 

On the other hand, members also 
urged states to adopt speed regula- 
tions of the uniform vehicle code 
to “end trap breeding grounds” 
where small communities post low- 
speed limits far beyond built-up 
areas. 

Meeting here, the committee 
said traffic demands on highways 
have increased eight-fold in 25 
years, “yet we are only spending 
a fraction more, in terms of to- 
day’s road dollar, on new con- 
struction and maintenance. This 
is further aggravated because not 
enough of the money now avail- 
able is being spent on main 
roads,” the committee reasoned. 
The committee urged that top 
priority be given to the National | 
System of Interstate Highways, | 
pointing out that this limited sys- | 
tem carries a substantial part of 
the nation’s traffic, and re-empha- 
sized its opposition to the indiscrim- 
inate use of tolls as a method of 
financing roads. 

“Toll roads,” the AAA said, “are 
the most expensive of all facilities 
we can build for today’s highway 
users, and they should be looked 
to only as a last resort, when all 
other and less expensive means 
have been studied and found 
wanting.” 

“While there is an urgent need 
for much more money for highway | 
purposes, there is an equal urgency | 
for better utilization of current rev- | 
enue,” the committee said. 


“Today’s demands upon highways 
(See REALISTIC, Page 49, Col. 2) 


ership of GM stock warranted pref- 
erential treatment. : 

He also said he never heard of 
an agreement under which GM 
would stay out of chemical produc- 
tion, as the Government charges. 
He admitted, however, that as a 
former duPont official, he received 
many requests for favors from “old- 
time friends” in the lower echelons 
of duPont officialdom. 

Pratt said he tried to meet such 
requests, but was against granting 
similar aid to top executives because 
such action would set a policy. A 
letter written by Pratt in 1926 to 
Alfred P. Sloan jr., then GM presi- 
dent, taking a stand against meet- 
ing a duPont demand for produc- 
tion information, was read into the 
record. 

Questioned on another 1926 let- 
ter to a GM official, telling about 
sacrifices made by duPont in 1920- 
21 to aid GM, Pratt said he 
doubted that “there would have 
been any General Motors” if the 
duPont company had not helped 
out. 

Among other things, the Govern- 
ment alleged that duPont forced 
GM to go slow on development of 

(See DuPONT, Page 51, Col. 3) 


House Group Sets 


Road Hearings 


WASHINGTON.—A House Public 
Works subcommittee will start 
hearings Apr. 14 on a 14-point 
agenda of highway matters. 

The hearings, it is understood, 
will cover proposals that the 
Federal Government finance super- 
highways through tolls and permit 








| the states to collect the present 2 


cents a gallon Federal tax on gaso- 


line. 





Ban on Sunday Sales 


In Kansas City Upset 

JEFFERSON CITY, Mo.—The 
Missouri Supreme Court has 
knocked out the Kansas City 
ban on Sunday auto sales. 

The court reversed a Jackson 
County circuit court which re- 
cently denied a plea for an in- 
junction to bar City police from 
enforcing the law. 











Jeep in Civilian Garb— 


CJ-3B, a new model of the Universal Jeep now on display in dealer showrooms, 


differs from its predecessor in that it has a 


higher hood profile and revised cowl and 


windshield lines, according to Willys-Overland. Mechanical changes include a new 


| transfer case designed for quieter operation and longer life. The engine has a maxi- 
| mum brake horsepower of 72—a boost of 20 percent over the rating of previous 
| models—at 4,000 revolutions per minute. The factory list price, before taxes, trans- 


(ne tne portation and other charges, is $1,376.90, an increase of $24.77 from the CJ-3A model. 


~~! i / 
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a. them right. Fix them quick 
Sell them fast,” was 

given to the trade more than a 
third of a century ago by Harry 
Moock, then manager of NADA, 
but now retired Plymouth vice- 
president. 

To strive for such a goal in used 
car operations is even more valid 
now than then. The lifeblood of any 
dealer’s business is the used-car de- 
partment. It is a department en- 
tirely under his control. With it a 
dealer reaches a larger market 
than he does for the new cars he 
sells, and it is a feeder for the 
parts and service department. 


With mounting used-car _ in- 
ventories, these old used-car 
truths are coming into sharp 
focus again. The problems of the 
used-car department are always 
intensified with the increased 
production of new cars. So 
dealers are becoming more used- 
car minded and are giving the 
department the major share of 
their attention. 


More dealers are coming to 
realize the fact that used cars 
must be retailed by the dealer who 
takes them in. Those who pre- 
viously depended upon wholesaling 
used cars are finding that the 
market ‘s not dependable and dries 
up when a dealer needs it the most. 
Besides, dealers recognize with in- 
creased expense they need to re- 
trieve for themselves the difference 
between the wholesale and retail 
price. 

Part of the strategy of success- 
fully handling used cars is their 
display. Cars, no matter how care- 
fully reconditioned, cannot be sold 
profitably and in large numbers 
unless properly displayed. The 
recognized importance of proper 
display is probably what has re- 
cently brought many inquiries to 
this column from dealers seeking 
advice in arranging attractive 
used-car lots. 

* * * 


Personalized Services 


I HAVE always assumed that this 
need was pretty well taken care 
of by the factories. Therefore, I 
have never attempted to cover it 
in this column. Factories have been 
energetic and enterprising and are 
particularly active now in offering 
dealers advice on used-car display, 
which includes layouts adopted for 
particular sized locations and sup- 
plies, including electric signs and 


backgrounds. I find that many 
dealers, particularly in multiple- 
dealer cities, don’t like the 


standardized factory treatment of 
their lots. They feel that if one 
dealer in their line group using the 
standardized signs is a poor oper- 
ator, he tears down public confi- 
dence of all other dealers in the 
same line group. 

The advantages or disadvantages 
of the factory recommendation, of 
course, must be decided by every 
individual dealer. Sometime in the 
future factories might go _ into 
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By John 0. Munn 


advice | 





—=—s 


national advertising at their own 
expense to popularize and build 
public acceptance for cars sold un- 
der their standardized used-car em- 
blem. Up until now, however, there 
has been only erratic promotion of 
the line dealers’ used-car activity 
financed by dealers cooperative ad- 
vertising money. 

There are many other places 
for a dealer who wants a person- 
alized used-car lot to obtain ad- 
vice and. recommendations. For 
instance, the neon sign distri- 
butor in your town or nearest 
larger town has had much ex- 
perience and can render a great 
help. The company who handles 
painted billboards in your com- 
munity is also a source of in- 
formation. Firms in these lines 
will give any dealer sketches and 
ideas for laying out a used-car 
lot. 


In a great many cities, there is 
a display advertising company that 
specializes in spectaculars. They 
make a lot of exhibits that manu- 
facturers use at shows. They make 
displays for windows and back- 
grounds for numerous retail 
merchants. They even decorate a 
city or a town. They are a good 
source for advice and recommend- 
ations. 


Probably the best way for any 
dealer who wants a personalized 
used-car lot is to get in his car 
and travel throughout his territory 
and look at lots and talk to dealers. 
This method will be sure to result 
in a modern, attractive used-car 
lot. So, “Display them well” should 
be included with this very vital 
original slogan of this industry of 
“Buy them right. Fix them quick. 
Sell them fast.” 


* * * 


Small Towns Vital 


= conductor gets a lot of 
letters from G.I.’s who are 
looking to the future and planning 
an occupation when they are dis- 
charged from the Service. I, like 
everyone else, would like to be 
helpful to them. Some are looking 
for jobs as retail salesmen. They 
want to know if we run an em- 
ployment agency. This is a task 
too great for me to undertake. Of 
course, I refer them to the classi- 
fied columns of Automotive News. 

But the best advice, I am sure, 
to those who want to start as 

(See MUNN, Page 8, Col. 5) 


NADA Fills 


WASHINGTON.—-Members of | 
NADA’s industry relations commit- 
tee have been announced by Robert 
S. Armacost, pres- 
ident, and Fred 
M. Sutter, com- 
mittee chairman. 
Earlier, Armacost 
had appointed 
members of three 
other key com- 
mittees. 

Besides Sutter, 
the industry rela- 
tions group in- 

- cludes Hix H. 
Geo. M. Beery Green, Atlanta; 
H. E. Warren, Minneapolis; J. J. 
Verschoor, Mitchell, S. D.; Burch 
Greene, Los Angeles; George Ranes, 
Dallas; Burkett Williams, Cleve- 
land; J. H. Cavanaugh, Manchester, 
N. H.; C. R. Waltz, Baltimore; Lee 
Moran, Seattle; William James, San 
Francisco; Floyd Randolph, Lin- 
coln, Neb.; R. C. Quinlevan, Mil- 
waukee; Ralph Perry, Kansas City; 
B. C. Hawn, Waterloo, Ia., and Roy 
Bridges, Birmingham, Ala. 

Also named to the committee 
were David P. Whelchel, of Nash- 
ville, a member of Automotive 
Trade Association Managers, and 
D. C. Barnhart, NADA staff mem- 
ber. 


George M. Berry, of St. Louis, 





a 


Armacost Names Industry Relations Group: 
Other Key Units Are Named 


R. I. Group Retains Leaders— 


Romeo D. Asselin (left) was elected to a second presidential term by the Rhode 
Island Automobile Dealers Assn., and Leo B. Carey (right) was renamed vice-president. 
With them are Laure Lussier (second from left), registrar of the Rhode Island Motor 
Vehicle Department, and Frank J. Kohl, banquet chairman. 
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R.I. Dealers Pushing Drive 


For Relief on 


Sales Tax 


PROVIDENCE.Romeo D.| East Greenwich; C. George De- 


Asselin, of Asselin Chevrolet Co., 
Warren, R. I., who has been elected 
to a second term as president of 
the Rhode Island Automobile 
Dealers Assn., told the more than 
300 members gathered at the 43rd 
annual meeting here that it was 
one of the group’s immediate goals 
to have the 2 percent sales limited 
to the cash difference between a 
new-car purchase and the tradein. 


He announced that efforts are 
now being made in the State 
General Assembly to have a bill 
passed which would do away 
with the present system of 
charging the tax on the full 
purchase price. 

Asselin added that similar legis- 
lation had been enacted in Pennsyl- 
vania and Connecticut. 

Also reelected were Leo B. Carey, 
of Krawchuk & Carey, Inc., West 
Warwick,vice-president; Harold A. 
Lanphear, of Lanphear Motor Car 
Co., Providence, treasurer, and 
Harry Sandager, of Harry San- 
dager, Inc., Cranston, bulletin edi- 
tor. 

Members of the board of di- 
rectors are: 

J. Duncan Suttell, Pawtucket; 
George H. Lumb, Pawtucket; 
Berthelot A. Leclaire, Woon- 
socket; Emile A. Pepin, Woon- 
socket; Frank W. Blaney, Provi- 
dence; Fred G. Halbig, Che- 
pocket; G. Merlyn O’Keefe, 
Providence; Joseph L. Nunes, 
Newport; David F. Fitzgerald, 
Newport; Frank Morrone, Wes- 
terly; George M. Westlake, Nar- 
ragansett; Frank P. Lamb, 
West Warwick; John P. Maurer, 


Committees 






has been reappointed chairman of 
NADA’s employer-employe relations 
committee with the following serv- 
ing as committee members: 

Frank Collard, Waterloo, Ia.; 
Walter M. Duncan, Beckley, W. 
Va.; Joe Gandy, Seattle; Arthur 
Haas, Cleveland; S. M. Marcus, 
Denver, and Foster W. Talbott, 
Baltimore. 

The dealers’ business manage- 
ment committee will be headed by 
Frank Yarnall, NADA director for 
Chicago, with the following mem- 
bers comprising the 1953 commit- 
tee: 

Thomas F. Abbott jr., Fort 
Worth, Tex.; Charles C. Haight, 
Burley, Id.; Martin Johnson, At- 
lanta, and L. M. Stewart, St. 
Louis. 

The association's public relations 
committee will be led by Carl Frib- 
ley, NADA director for New York 

(See NADA, Page 50, Col. 4) 


Montana Dealers 


Convene Nov. 13 
HELENA, Mont.— The Montana 


Automobile Dealers Assn. has 


scheduled its annual convention for 
Nov. 13-14 at the Finlen Hotel in 
Butte, John J. Jewell, secretary- 
treasurer, announced last week. 


Stefano, Barrington, and Ellis 
P. Hawkes jr., Warren. 

At the dinner meeting during the 
group’s conference, Gov. Dennis 
J. Roberts expressed his ap- 
preciation to the Rhode Island 
dealers for “their contribution to 
the welfare of the community.” 


Safety Proposals 
Approved by 


Pa. Dealers 


HARRISBURG, Pa. — (UTPS) — 
Approval was given to proposed 
pedestrian legislation, opposition 
was expressed to raising age of 
operators from 16 to 18 in Pennsyl- 
vania, and plans for the forthcom- 
ing semi-annual inspection period 
opening May 1 were discussed at 
a recent meeting of the safety 
committee of the Pennsylvania 
Automotive Assn. 

Paul Ruch, of City Auto Sales, 
Inc. (Dodge-Plymouth), Clearfield, 
chairman of the committee, pre- 
sided. 

Claude S. Klugh, of Harris- 
burg, is general manager of PAA, 
which represents more than 3,200 
new-car dealers and more than 
1,000 independent repair shop 
operators in the state. 

Sixty dealers attending the ses- 
sion approved legislation for local 
pedestrian traffic regulations after 
hearing reports by T. Elmer Tran- 
seau, director of the Bureau of 
Highway Safety and Max W. 
Schmidt, coordinator of the Gover- 
nor’s Highway Safety Advisory 
Committee. 

Norwood R. Keck, chief of the 
safety responsibility division in the 
Revenue Department, commended 
the state’s new-car dealers for their 
interest in the safety responsibility 
law and its final enactment. 

A motion opposing pending legis- 
lation to raise the minimum age 
limit for drivers to 18 was also 
approved. 


Smaller Cities 
Take Spotlight 
In Show Parade 


Quad-City Dealers 
Open Exhibit Today; 
Canton Under Way 


By Sam Sampson 
Staff Writer 

LANS for the most complete 

auto show in the history of the 
area were announced last week by 
the Quad-City Automobile Dealers 
Assn. (Moline, East Moline and 
Rock Island, Ill., and Davenport, 
Ia.). The show opens today (April 
6), at the Rock Island Armory. 


Several experimental models 
will be shown at the “1953 Auto- 
rama” in addition to 38 models of 
19 makes. Manufacturers are 
showing several cutaway cars and 
mechanical features. 

Eddy Howard and his orchestra 
will head the entertainment list, 
with Johnny Bachemin, pianist, 
dancer and singer, and Sharkey 
Bonano, trumpet player, and his 
“Kings of Dixieland” band. 

Local girls are in competition for 
the title “Miss Autorama of 1953,” 
and the winner will appear each 
night on the bandstand with Eddy 
Howard. 

7 +. * 
2 (O.) City Auto Dealers 

Assn. last week opened the first 

dealer-sponsored show in Ohio 
since 1940. Both dealers and acces- 
sory manufacturers made elaborate 
plans for the event. 

Phil Spitalny and his all-girl 
orchestra and chorus presented 
two-hour shows every day. 

Hanover (N.H.) Lions Club spon- 
sored a two-day show of 1953 cars, 
trucks and farm equipment at the 
Dartmouth College Alumni Gym- 
nasium there, March 28-29. Local 
dealers cooperated in showing the 
exhibits. Randall C. Hill was chair- 
man of the committee putting on 
the show. 

* - * 
N OUTSTANDING show in a 
rural community was reported 
from Richland County (Mansfield), 
O. The four-day show at the 
National Guard hangar at the 
(Continued on Page 50, Col. 1) 


6 Dealer Parleys 
Slated In Tenn. 


NASHVILLE. — The Tennessee 
Automotive Assn. has announced a 
series of regional meetings to in- 
struct members in legislative acts, 
title law problems, and other sub- 
jects of importance to the automo- 
tive field. 

The following meetings are 
scheduled for April and May: Apr. 
28, Country Club, Johnson City; 
Apr. 29, Andrew Johnson Hotel, 
Knoxville; Apr. 30, Patten Hotel, 
Chattanooga; May 5, Richland Golf 
Club, Nashville; May 6, New 
Southern Hotel, Jackson, and May 
7, Peabody Hotel, Memphis. All 
meetings will begin at 6:30 p.m. 





On the House . 





Chrysler's recent price cuts are causing considerable reaction in the 
field, and probably will for some time. The general public is taking 
the attitude that other makers will follow suit; the public doesn’t 





eachets Bill Dover, 


understand that Chrysler's action was to get in line 
competitively, that it was the first postwar cut by 
Chrysler across the board... 
Most auto firms were quick 
planned similar price cuts; some of the other 
makes have started to advertise smartly about 
their present prices . . 
selling to convince the public that other cuts 
aren’t coming in the foreseeable future . 
dates haven’t been set yet for NADA’s 1954 con- 
vention in Miami Beach, but it looks like the 
week of Jan. 10... 
business 
Angeles Examiner, predicts six million persons in 


to deny they 


. But it will take a lot of 


.. Exact 


research chief of Los 


L. A. metropolitan area by 1960, which would require another million 
cars. In 1960, if all autos registered in L. A. area were placed bumper 
to bumper, Dover says, they would extend from L. A. to New York, 
to Seattle, to Mexico City, to Houston and to Chicago—all at the same 
time. Wow, what a traffic problem for our inadequate highways! .. . 
New Jersey association has sent a nifty letter to each legislature 
member, thanking him for his help in defeating bill barring auto 


dealers from writing insurance. 


—Perete Wemuorr, Editor, 
Automotive News 
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Where Do You Stand 
In a Fast Market? 


‘(HE auto news of the day all points in one direction—the 
industry is speeding into one of the most active, hard- 
hitting periods of its history. 


Things are moving. Makers are shifting. Staffs are being 
realigned. The buyers are shopping. Models are changing. 
New and used-car stocks are growing. Dealers will have to 
be fast on their feet. 


We have asked many topnotched, experienced dealers 
what will be the most important factor in keeping dealers 
in the black . . . in keeping their names off the mortality 
lists. : 


Most of them agree on one point. It is not so much— 
although they are important—what line the dealer is han- 
dling, where he is, or how many cars he is handling. 


It is this—Is he keeping current with his financial 
position? 
Does he have a daily report on his desk every morning so 
that he knows where he stands? 


Cost control is becoming all-important. No dealer is going 
to knowingly trade himself out of business. No dealer is 
going to get his used-car lot overstocked to the point where 
his assets are frozen. 


No dealer is going to do these things— unless he does 
them without being aware of what he is doing. 


But the dealer business is no longer a hole-in-the-wall 
operation in which the dealer can count up his money at 
the end of each day and know where he stands. 


Today the dealer business is a complicated operation. And 
many dealers came up from the sales side, knowing little 
about bookkeeping and caring less. 

That goes for many of us — we get mad at anyone who 
wants us to look at figures. 

But the hard fact is that we will have to make the figures 
work for us. If we don’t, the figures will bury us. 








.. 





Auto 
Forum 


“Public interest in the strip 
tease is slackening. It is now 
presented largely to provincial 
audiences.” — Witt FLEMDANN, 
Hamburg, president of the 
German State Artists Assn. 

* * ” 
No Stallin’ 

“We like the way officials of 
General Motors approach 
business problems—directly and 
with the fullest confidence. No 
confusion or faltering here over 
the prospects of a cutback in 
government orders or a slump 
in business occasioned by a 
change in administration.”— 
Ralph Hendershot, financial 
editor, New York World-Tele- 


gram. 
+ * * 


Attention, Parents! 

New York banker, Floyd 
Cramer: 

“You see figures that show 
women in control of the ma- 
jority of the wealth in this 
country. Personally, I’'d like to 
see how much the kids con- 
trol. They’re the most regular 
depositors in our Christmas 
club funds.” 

+. + * 


‘Loose’ From Booze 


“A person who has been drink- 
ing alcoholic beverages gets 
‘loose,’ not ‘tight.’ One gets loose 
in all spheres of activity. The 
reason is that alcohol, contrary 
to popular opinion, is not a stim- 
ulant but a depressant, especial- 
ly to the higher brain centers.” 
—Dr. Robert V. Seliger, execu- 
tive director, National Commit- 
tee on Alcohol Hygiene. 


* * * 


“Racial and religious per- 
secution is a standard resort 
of tyrants, who want to divert 
the attention of people from 
their own poverty and suffer- 
ing.”—BENSON Foro. 

+ ~ * 


Challenge to Manners 


“The motor vehicle,” says Dr. 
Robert E. Stack, director of New 
York University’s Center for 
Safety Education, “is so new to 
our civilization that we have not 
yet developed a code of ethics 
and good manners for it com- 
parable to our behavior in our 
offices and homes.” 

- x * 


American Habit 

“Recreational travel is a dis- 
tinct American habit. Like go- 
ing to the polls or paying 
income taxes, the people of 
this country know that once 
or twice, or for some even 
three times a year, they will 
leave their own corners to 
discover how things are in 
other parts. They have the 
time and money, and the im- 
pulse to spend them usefully.” 
-—-American Automobile Assn. 

* * * 


Note, Boss 

“Management people are under 
more emotional stress than 
workers because of their greater 
responsibilities in connection 
with the plant’s work. 

“But they have more ability to 
stand up against it. And that’s 
one reason why they are in the 
management group.”—Dr. C. D. 
Selby, University of Michigan. 


10 Years Ago... 


The Big Story 


_Rubber Czar William Jeffers told a Senate committee that it is now 
virtually unnecessary to mix natural rubber with synthetic to make 
a tire... 





‘In Fighting Mood .... . 







THe esr 
SALESMAN 
ON YOUR STAFF, 
“DEALER 
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This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


used, if you so request. 


Address Editor, Automotive News, Detroit 26, Mich. 





Hits Insurance Drive 
| What an opportunity for auto- 
|mobile dealers. 

The insurance companies are 
going to gang up on the automobile 
dealers as outlined in your editorial 
in the Automotive News of Feb. 23. 
They are going to see to it that 
we won’t be allowed to write any 
insurance or collect any com- 
missions on insurance. 

The automobile dealers who sell 
the big-line popular cars may not 
get hurt very bad, but to we 
independents such action by 
insurance companies will do a lot 
of harm. 

Automobile dealers are not well 
organized, not even through their 
national association and are willing 
to take too much abuse and too 
much kicking around. Why doesn’t 
your good paper write an editorial 
and advocate that all automobile 
dealers immediately cease to give 
discounts on parts to insurance 
companies, and another way to 


. OPA raised to 50,400 the quota of new cars available for 


rationing in April, compared with 48,300 for March. Hubert Larson, 
OPA’s auto rationing chief, declared, “It is our aim to allow dealers 
so inclined to release practically all remaining new cars during 1943 


to eligible purchasers. . 


. GM’s 1942 sales of $2,250,548,859, of which 


$1,898,195,445 represented war materials, nearly equaled the value of 
total sales of $2,436,800,977 in 1941, the corporation’s peak year. Alfred 


P. Sloan jr., chairman, told stockholders . 


. . Touching the lowest 


figure in 16 years, traffic deaths totaled only 1,600 in February, the 
National Safety Council announced. 


—From the files of Automotive News. 





combat the opposition of insurance 
companies would be for the auto- 
mobile dealers to organize a gi- 
gantic insurance company of their 
own. 

If those Ohio dealers don’t like 
the way they are being treated, 
why don’t they back both move- 
ments and why don’t they organize 
a state wide insurance company 
of their own in the state of Ohio? 

During the war our dealership 
and several others didn’t give in- 
surance companies a discount and 
it didn’t hurt us. Your paper could 
start the ball rolling on both move- 
ments and the discount deal should 
be sponsored by and fought for by 
the NADA.—AN INDEPENDENT AUTO- 
MOBILE DEALER. 

- 7 - 


Directs Our Thinking 


Now that the year-end rush is 
over, we would like to express to 
you our thanks for the mentally 
stimulating and timely articles 
John Munn presents each week in 
AvuToMoTIvE News. 


I always read Automotive News 
from cover to cover on Monday 
evening and then it goes the rounds 
of our department heads. It keeps 
us up to date on what is going on 
in the industry, in addition to 
supplying us with new ideas. 

We like to feel that you have had 
a part in directing our thinking in 
regard to the many problems that 
confront us in this business.—F Rep 
I. Lye, president, Greenwald Auto 
Co. (Ford), New Kensington, Pa. 

= : = 


Pulling Power 
We do appreciate your mention 
of “Executive Pay Plans”. You 
gave us brief mention, near the 
bottom of the page, and did not 
state the price, and in my opinion 
(Continued on Page 43, Col. 3) 
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Serving the worlds constant demand 
Jor better transportation! 


HERE is ample testimony — on 
roads, on farms, in the air 
| gic and on waterways throughout the world — 
to the excellence that has made Auto-Lite 
ail famous for quality and performance. For 
Auto-Lite products are specified as original equip- 
ment on many leading makes of our finest cars, 
trucks, tractors, planes and boats, and are conveniently 
available through dealers and authorized Auto-Lite Service 
Stations around the corner from everywhere. 


This reputation of Auto-Lite for precision manufacturing is 
steadily growing. More and more dealers point with pride to parts 
that carry this famous name. More and more service men use Auto-Lite 
products to assure the unfailing performance needed to match their 
honest workmanship. More and more car, truck, tractor, plane and boat 
owners look for the welcoming Auto-Lite sign when they need service or 
replacement parts. It is this world-wide experience that has given such rich 
meaning to the words, “You’rE ALways RicgHT WirH Auto-LITeE.” 






BATTERIES * BUMPERS © FUEL PUMPS *® HORNS ® GENERATORS 
LIGHTING UNITS * SPEEDOMETERS * SPEEDOMETER CABLE © SWITCHES 
STARTING MOTORS * INSTRUMENTS & GAUGES * IGNITION UNITS 
MOULDED PLASTICS * WINDSHIELD WIPERS * WINDOW LIFTS * SEAT 
MOVING MECHANISMS * HUB CAPS * WIRE & CABLE * SPARK PLUGS 
METAL FABRICATED ASSEMBLIES * GRAY IRON CASTINGS 
ZINC & ALUMINUM BASE DIE CASTINGS 


WORLD'S LARGEST INDEPENDENT MANUFACTURER OF AUTOMOTIVE ELECTRICAL EQUIPMENT 
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Tire Breakdowns Again To 


AAA List... 
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Car Failures Down 13% in 1952 


WASHINGTON. American 
motorists had 13 percent less 
trouble last year than in 1951 from 
such assorted ailments as tire, 
battery and ignition breakdowns, 
getting stuck in mud, running out 
of gas, and locking themselves out 
of their cars, according to the 
American Automobile Assn. 

Based on reports from some 
18,700 garages under contract to 
supply emergency road service to 
its members, AAA estimated that 
42,398,000 calls for such assistance 
were made during 1952, or a de- 
crease of nearly 6% million from 


N orth F la. Dealers 
Elect Grantham 
As President 


ORLANDO, Fla.— The North 
Florida Automobile Dealers Assn. 
has announced a_ reorganization 
and election of the following offi- 
cers: 

Wiley Grantham, of Live Oak, 
president; Henry Messer, of Madi- 
son, and Charles R. Ware, of Mayo, 
vice-president; C. H. Ratcliff, of 
Live Oak, secretary, and Kelly 
Weaver, of Live Oak, treasurer. 

Named to the board of directors 
were Maurice Folsom, of Mayo; 
Gus Dekle, of Perry; T. S. Living- 
ston, of Madison; George E. Dexter, 
of Jasper, and J. L. McMullen, of 
Live Oak. 


Bay State Dealers 


Slate Convention 


BOSTON. — Approximately 1,300 
dealers are expected to attend the 
13th annual Massachusetts State 
Automobile Dealers Assn. con- 
vention May 12-13 at the Hotel 
Statler here. 


Featured speaker at the annual 
conference will be Thomas J. 
O'Neil, director of product sales 
and dealer organization planning 
for Ford Motor Co., it is an- 
nounced by George A. Daley jr., 
MSADA president. 


Economic Club to Hear 


Of N. J. Court Reform 


DETROIT. — Alfred E. Driscoll, 
governor of New Jersey, will speak 
today (Apr. 6) at the weekly meet- 
ing of the Economic Club of De- 
troit. His subject will be “How We 
Reformed Our Courts in New 
Jersey.” 

At next Monday’s meeting, Wil- 
liam McChesney Martin jr., chair- 
man of the board of governors of 
the Federal Reserve System, will 
discuss “The Transition to Free 
Markets.” Martin will be introduced 
by Dr. John A. Hannah, assistant 
secretary of defense and president 
of Michigan State College. 





Bonney Forge to Miller— 





1951 when 48,887,000 calls for help | 


were placed. 

For the second straight year, flat | 
tires or blowouts had a slight edge 
on battery failure as the leading} 
cause of breakdowns, the AAA re-| 
port estimated. Tire trouble caused 

25.98 percent of the calls—or 11,- 
015,000—and battery failure 25.56, or 
10,837,000 calls. 

In third place, but trailing far} 
below the leaders, was _ ignition 
trouble, which accounted for 11.87 
percent, or 5,033,000 of the calls. 

Street paving-in suburban devel- 
opments is still lagging, AAA indi- 
cated in pointing out that 3,023,000 
cars were stuck in mud last year— 
and a large part of them in new 
housing developments. These calls 
amounted to 7.13 percent of the 
total, a slight drop from 1951, when 
the figure was 7.93 percent. 

In pointing to a decrease of 1.5 
percent in tow and_ wrecker 
service, AAA found that troubles 
of the motorist were generally 
less serious in 1952, and service- 
men were able to repair more of 
the difficulties at the scene of the 
breakdown, 

Calls for starter service, which 
had zoomed considerably last year 


Autolease Reports It 
In 13 Cities on 


NEW YORK.—Autolease Group, 
a car and truck leasing firm oper- 
ating through a network of dealers, 
said last week, in reporting on its 
first year of operation, that it has 
grown to include delivery points in 
13 cities. 


Lovan R. Hall, who resigned a 
sales promotion job with a large 
midwestern leasing company to 
set up Autolease Group in 1952, 
said that dealers are joining the 
cooperative group in an effort to 
offset the inroads in their market 
caused by the corporate leasing 
trend. 

He explained that the Autolease 
office which produces the business 
is purely a sales company and does 
not hold or control any of the con- 
tracts it writes with fleet accounts. 


The earliest dealers to back 
Hall’s Autolease Group were Staple- 
ton & Schneider (Dodge-Plymouth), 
New York; Commonwealth Motors 
(Ford), Richmond, Va.; Thornton- 
Fuller (Dodge-Plymouth), Philadel- 
phia; Lander Motors (Dodge-Plym- 
outh), Atlanta; Duval Motors 
(Ford), Jacksonville, Fla., and Re- 
liable Chevrolet, Meridian, Miss. 

During the Group’s first year of 
operation, Hall reported, member 
dealers delivered over 500 vehicles 
and the organization expanded to 
a network of Chevrolet, Ford and 
Plymouth dealers across the nation. 

Autolease delivery points at this 
time are Gardner and Somerville, 
Mass.; New York; Syracuse; 
Philadelphia; Richmond; Atlanta; 
Jacksonville; Meridian; Dallas; 





The new head of Bonney Forge & Tool Works, Allentown, Pa., Joseph W. McDougal 


(seated at left) discusses plans with Arthur 


J. Male (right), former president, who will 


continue as chairman of the board. Bonney Forge has been purchased by Miller Mfg. 
Co., Detroit, of which McDougal is president. Standing (from left) are Joseph E. 
Killian; sales manager of Miller's Buckeye forge division; Ellis J. Wright, sales manager 
of Miller special service tools; Ralph W. Simonds, Miller board chairman; William J. 
Griffin, Miller's legal counsel, and S. Durham jr., Bonney secretary. 


Dealer Leasing Group 


over the preceding two or three 


| years, were back to normal in 1952, 
accounting for an estimated 2.65], 


percent of the breakdowns—or 1,- 
124,000 calls, 

And under the “forgetful motor- 
ist’ category, AAA found that 1,- 
272,000 called for help when they 
ran out of gas, (3.0 percent of the 
total) and 424,000 lost their keys 
or locked themselves out of their 
cars, The latter figure is en- 
couraging, AAA observed, for in 
1951 an estimated 733,000 motorists 
experienced key trouble. 

The following table lists AAA 
trouble services and their percent- 
age of the total: 


1952 Pct. 1951 Pct. 
- ...25.98 21.36 
Battery 25.56 21.00 
Ignition . 11.87 13.23 
OE eiseverss 10.16 10.69 
Stuck ..... . Gen 7.93 
Wrecker 3.30 4.35 
Out of Gas 3.00 2.85 
Starter ....... 2.65 4.73 
Brakes ...... 2.17 1.56 
Carburetor .. 1.27 3.29 
Gas Line .......... 1.26 1.22 
BMTIOW cicescesese:- Jivtsecd -90 
Lock and Key ........ 1.00 1.50 
All Others . 3.49 5.39 






Has Delivery Points 
Ist Anniversary 


Detroit; Minneapolis, 
Francisco, 

“Under the Autolease plan,” Hall 
said, “each member dealer delivers 
and owns the cars and trucks of 
his authorized make required by 
leased fleet accounts in his trade 
area. At the end of lease term, each 
member dealer replaces his units 
with new leased equipment and re- 
turns the used units to his dealer- 
ship for liquidation.” 

Deliveries made by the member 
dealers against contracts written by 
the Group sales office are commis- 
sionable to the sales company at a 
rate of $2 per vehicle per month. 
There is a minimum retainer dur- 
ing the early months of a dealer’s 
participation in the Group. 

Hall does not believe that the 
future of leasing lies with the inde- 
pendent national leasing operators. 
He declares that their position in 
the industry is still uncertain and 
that their service leaves something 
to be desired on the part of the 
fleet account. 

“Autolease has eliminated long 
delivery distance and itinerant 
drivers who are capable of mis- 
treating equipment during deliv- 
ery to user,” Hall said. “Auto- 
lease is not moving vehicles 
across manufacturers’ regional 
lines except in unusual circum- 
stances, Nor does Autolease en- 
courage dealers to deliver makes 
of cars which they do not procure 
direct from a manufacturer. And 
the business is being returned to 
dealers in the areas where the 
vehicles are needed by the fleet 
accounts.” 

Hall is of the opinion that unless 
the corporate trend to leasing is 
reversed, eventually the manufac- 
turers will be forced to set up leas- 
ing sales offices similar to their 
fleet sales offices. 

He feels that if the manufacturer 
does not take steps to write lease 
business in the interest of his 
dealer organization and distribute 
it on an equitable basis, the dealers 
will more and more find themselves 
acting as middle men between the 
source and the leasing operators 
and at a very small markup to the 
dealer over his cost. 


and San 





Chevrolet Dealer 
Displays Plymouth 

EVANSVILLE, Ind.—A Plym- 
outh in the show window of City 
Chevrolet Co. here astonished 
the public. 

Kenneth C. Kent, co-owner of 
the dealership, explained that as 
president of the Chamber of 
Commerce, he had been boosting 
observance of the millionth 
Plymouth to be produced in 
Evansville, and offered his show 
window as a goodwill gesture. 








Studebaker for Studebaker— 


William Henry Studebaker (left), a 
grand-nephew of Henry Studebaker, one 
of the five brothers who founded the com- 
pany, takes delivery of the first 1953 
model in Culver City, Calif. The car is 
delivered by Dealer Walt Cash. 


Ford, Ltd., Buys 
Briggs Plants 


In Great Britain 


DETROIT.—Ford Motor Co., Ltd., 
of England has purchased control- 
ling stock in Briggs Motor Bodies, 
Ltd., of England, from Briggs Mfg. 
Co., it was announced last week by 
Everett E. Lundberg, Briggs presi- 
dent. 

Briggs will receive $8,636,562 in 
American dollars for the interests, 
plus this year’s dividend of $215,000, 
Lundberg said. 

The deal was pending for nearly 
two years, Lundberg said, and was 
consummated only after the British 
Government agreed to Ford’s pay- 
ing Briggs in dollars rather than 
English pounds. 

The plants, originally set up to 
supply bodies for Ford cars and 
trucks, are located at Dagenham, 
Conventry and Southampton. The 
transaction ends all Briggs opera- 
tions and holdings in Europe, 
Lundberg said. 





Speed Governors Sought 


On Texas Vehicles 


AUSTIN, Tex.—Two bills call- 
ing for installation of governors 
on cars under certain conditions 
have been introduced in the 
Texas Legislature. 

One would authorize the 
courts to require drivers con- 
victed of speeding five times to 
put governors on their cars, set 
at 50 miles an hour. 





Vance E ncouraged 


By Studebaker 


q Growth Potential 


=| SOUTH BEND. 
/ | president of Studebaker, told em- 
# |ployes last week that Studebaker’s 


H. S. Vance 


prospects for growth in the year 
ahead are more 
encouraging than 
they have been at 
any time since 
the depression, 
nearly a quarter 
of a century ago. 

“There are sev- 
eral reasons for 
this promising 
outlook,” Vance 
said in a letter 
printed in the 
company’s em- 
ploye publication. 

“First of all,” he said, “there has 
been restored a high degree of un- 
derstanding and cooperation be- 
tween government and _ business 
leaders which should encourage 
most industries to expand their 
production facilities and, ultimately, 
their employment.” 

The second reason for optimism, 
he said, is the enthusiasm with 
which dealers and the public have 
received the 1953 line of Studebaker 
cars, 

Vance pointed out that controls 
have been lifted on wages, prices 
and raw materials, and cautioned 
that this action also will “enlarge 
the opportunities for our competi- 
tors.” 

He also said there “is reason to 
hope” for a reduction in taxes as 
a result of efforts to curtail govern- 
ment spending. 


‘Care’ Parley Sets 


Mark in Utah 


SALT LAKE CITY.—A new at- 
tendance record for automotive 
service meetings in this area was 
established recently when more 
than 1,000 vehicle dealers, inde- 
pendent repairmen, service station 
and fleet operators and their per- 
sonnel witnessed the “Care Will 
Save Your Car” presentation, “An 
Automotive Bedtime Story.” The 
event was sponsored by 18 Salt 
Lake City jobbers. 

The Salt Lake “Care” meeting is 
the first of several trade gather- 
ings to be staged this year by job- 
ber groups in various parts of the 
country, officials said. The next 
meeting is scheduled for Apr. 14 
in Peoria, Ill., for 14 Peoria and 
Pekin (Ill.) jobbers. 


H. 8. Vance 





Used-Car Bulletin from Detroit . . . 


Latest Auction Prices 


(Aptco Auto Auction. Sale Every Wednesday ) 


April 1 
(Sale slow. Rain held down con- 


signments. Sold 63 cars out of 80 
offerings.) 


BUICK—’51 Super 4-dr., $1,390*. ‘50 
Super 4-dr., $1,100*, $1,045*. '46 RM 
4-dr., $160. 

CADILLAC—’51 (60) 4-dr., $2,850". 

CHEVROLET — '52 SL Deluxe 4-dr., 
$1,475*. '51 SL Deluxe 2-dr., $1,120*, 
$1,175. '50 Bel Air, $1,110. '49 SL 
Deluxe 2-dr., $825. °48 SM 4-dr., 
$455. '46 SM 4-dr., $400. 

DeSOTO — '50 Custom 4-dr., 
club coupe, $1,110. 


DODGE—'47 Custom 4-dr., $505. 


FORD—'53 Custom (8) club coupe, §2,- 
085*. '52 Victoria, $2,010*; Custom (8) 
2-dr., $1,610*; club coupe, $1,660. ’51 
Custom (8) 2-dr., $1,085, $1,010. ’50 
Custom (8) 2-dr., $815; Custom (6) 
2-dr., $800. ‘49 Custom (6) 4-dr., 
$640, $700, $590. ‘46 SD (8) 2-dr., 
$280. 


KAISER ‘51 
$600. 

LINCOLN—’53 Capri club coupe, 
550*. '48 club coupe, $225. 

MERCURY—'51 4-dr., $1,300*; 2-dr., 
$1,325*. '50 2-dr., $1,010*. '49 2-dr., 
$875, $630. 

NASH—'47 (600) 4-dr., $295. 

OLDSMOBILE—’48 (76) 4-dr., $615. 

PLYMOUTH — ’50 Deluxe club coupe, 
$785; 4-dr., $785. '46 SD 4-dr., $390. 

PONTIAC—’52 Catalina, $2,200*; Chief- 
tain (8) 2-dr., 2 at $1,665*. ‘51 
Chieftain (8) 2-dr., $1,450*, $1,425; 
club coupe, $1,500*. '49 Chieftain (8) 
club coupe, $510. '47 SL (8) 2-dr., 
$350. °46 4-dr., $325; conv., $460; 
2-dr., $440. 

STUDEBAKER — '51 Commander (8) 
4-dr., $1,040*, $1,020*, $1,010*. ‘50 
Champion 4-dr., $635, $685; Com- 
mander 4-dr., 2 at $750*. '48 Cham- 
pion 4-dr., $495. 


$1,050*; 


4-dr., $805. ‘49 4-dr., 


$3, - 


March 25 


(Sold 83 out of 112 cars. Sale fast.) 

BUICK—RM 4-dr., $2,275*, $2,175*. °50 
Super 4-dr., $1,150; Super Riviera 4- 
dr., $1,320*. °49 Super 4-dr., $880, 
$770; 2-dr., $840. '48 RM 2-dr., $640. 
'47 Super 4-dr., $360. °46 Special 4- 
dr., $315. 

CADILLAC—'51 (62) 4-dr., $2,670*. 

CHEVROLET — '52 SL Deluxe club 
coupe, $1,635*. '51 SL Deluxe 2-dr., 
$1,150*; 4-dr., $1,175*. '50 SL Deluxe 
2-dr., $940, $1,020; Bel Air, $1,150; 
%-ton pickup, $600, $565. "49 SL De- 
luxe 2-dr., $765. '48 SM 4-dr., $465. 

CHRYSLER—'51 Windsor 4-dr., $1,500*. 
’49 Windsor 4-dr., $965*. '48 NY 4- 
dr., $580. 

DODGE—’53 Meadowbrook club coupe, 
$1,740*. ‘49 Meadowbrook club coupe, 
$880. 

FORD—’53 ranch wagon, $2,035*. ‘52 
Victoria, $1,975*; Custom (8) 4-dr., 
$1,670*. ’°51 Custom (6) 2-dr., $1,065; 
Custom (8) 2-dr., $1,135. '50 Custom 
(8) 4-dr., $975; 2-dr., $850; %-ton 
panel, $515; Custom (6) 2-dr., $725; 
4-dr., $950. '48 SD (8) 2-dr., $495. 

HUDSON—’50 PM 2-dr., $685. 

LINCOLN—’53 Cosmopolitan 4-dr., $3.- 
285*. '49 club coupe, $685. 

MERCURY—'49 4-dr., $850. 

NASH — '51 Rambler station wagon. 
$980. ’°50 Statesman 2-dr., $750. ‘49 
(600) 2-dr., $525. 

OLDSMOBILE—'50 (88) 4-dr., $1,300*; 
conv., $1,025. ’49 (98) 4-dr., $925. 
PACKARD—’52 (200) club coupe, §$1,- 

825*. '47 Clipper 4-dr., $240. 

PLYMOUTH—’51 Cambridge club coupe, 
$1,025, $1,050. °50 SD club coupe, 
$915, $980; station wagon, $1,000. '47 
Deluxe club coupe, $450. 

PONTIAC—’52 Chieftain (8) 4-dr., $1,- 
870*; 2-dr., $1,710*. '51 SL (8) 2-dr., 
$1,505*. °50 Chieftain (8) club coupe, 
$1,060*, $1,020*, $1,025*. "48 SL (8) 
4-dr., $660. 

STUDEBAKER — '51 Champion club 
coupe, $995*; 4-dr., $775. ‘50 Cham- 
pion 4-dr., $760, $770. '48 Champion 
4-dr., $465. 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction reports are on Pages 38 and 39. 
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ggest News in convertibles 
since the 


“EEP THEIR Lustep 





pushbutton top! 
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SHRINKING 


RESIST BALLOONING 





Better-Looking, Du Pont ORLON 


Longer-Lasting...Tops of 


Yes, ““Orlon’”’ is big news in convertibles today—and will 
mean big business in convertibles tomorrow. Why? Be- 
cause ““Orlon’’ will give your convertible customers ex- 
actly what they’re looking for: tops with real weather and 
wear resistance—proved by up to 3% years of wear testing 
in some of the toughest climates in the country .. . plus 
a really distinguished appearance—a sleek, lustrous look 
that’s easy to keep that way. 

With these welcome advantages, tops of “‘Orlon”’ will 
practically sell themselves . . . will turn many car buyers 


into convertible buyers! 

Although demand for tops of ‘‘Orlon’’ acrylic fiber is 
naturally heavy, the supply is increasing—and more tops 
of ““Orlon”’ will be available soon. So keep your eyes open 
for them—they’re worth waiting for. 

Note: Tops of ‘‘Orlon’’ in natural color are available now 
for replacement business. These installation jobs will carry 
a profitable markup all around—for you and your installer. 
So be sure he knows about topping of “‘Orlon.” E. I.du Pont 
de Nemours & Co. (Inc.), Wilmington 98, Delaware. 


® 
T ORLON is Du Pont’s trade-mark 
4 for its acrylic fiber. 


REG. U.S. PaT. OFF. 


ACRYLIC FIBER 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 














Proctor Marks 25th Year with Ford— 


Lewis C. Proctor, head of the national reconditioning sales organization of the 
Ford division, was honored by his general sales office associates with a luncheon 
marking his 25th year with Ford Motor Co. From left are lL. W. Smead, general sales 
manager; George P. Montagnet, car sales manager; Proctor; D. C. Burdette, manager 
of the parts and service sales department, and C. E. Bowie, manager of product 
sales and service. Proctor began as a stock handler in the New Orleans parts depot 
and worked for Ford in Atlanta prior to going to Dearborn. 


man of the board of Chrysler 
Corp. 

The partition is frameless, and 
the glass is curved so that in a 
down position, it does not con- 
flict with the jump seat accom- 
modations, which are folded into 
the seat-back when not in use. 


Patent Granted Keller 


On Limousine Device 
WASHINGTON.—A patent on 

a device, which allows a Chrysler 

Crown Imperial limousine to be 

converted into what appears to | 

be an ordinary sedan, has been | 

granted to K. T. Keller, chair- 
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Mining Area Hit Hardest Due to 2. Day Week eee 


Tighter Credit in Kentucky 


OWENSBORO, Ky. An official 
of a nationally operated finance 
company said here that automobile 
paper was being watched carefully 
and that there was little question 


that screws are being tightened on | 


consumer credit. 

Repossessions in Kentucky, how- 
ever are normal, he reported, ex- 
cept in a coal mining area where 
the mines are operating but two 
days a week. The mining area situ- 
ation is turning in an abnormal 
number of repossessions, but these 
were considered liabilities when the 
paper was accepted. 

Of far greater importance to 
the industry, is the statement 
from this official that repossessed 
cars are hard to sell and that the 
book value of such cars is higher 
than the actual value. 

“We put the ‘book’ in these cars,” 
this official told Automotive News, 
“but when we take them back we 
have a hard time getting the ‘book’ 
value for them. We think the book | 





| comes back mainly because 


prices need quick and drastic re-|owner has become 
jit is not 


vision.” 


Repossessions coming in now 


were not bad deals in the first place | 
as a survey a few months ago in-| 
;a 


dicated. 

“These repossessions 
cars on which six to 
ments have been made, 


are often 
eight pay- 
and the car 
the 


'Buffalo Dealer Meeting 


Scheduled for May 11 


BUFFALO.—The annual meeting 
and banquet of the Buffalo Auto- 
mobile Dealers Assn. will be held 
| May 11. 
|now completing plans 
| event. 

Terms of the following members 
|of the board will expire: Edward 
|Aschbacher (Chrysler); Henry 
Cohn (Kaiser-Frazer); Tony La- 
Mastra (Dodge-Plymouth), Chester 
Daetsch (Hudson); Herbert Niel- 
|sen (Oldsmobile) and George Osten- 
dorf (Packard). 


for the 


can make a signal lamp 





Sam “oe” 










IVUVAVAOTO UNNATURAL 


but ...only Signal-Stat Lamps are signaleered! 


Tin cans are great for anything from soup to nuts. But tin-can 
directional signals are a compromise with safety. 


Signal-Stat signaleering combines the best of materials, engineer- 
ing, design, and construction to produce signal lamps that are 
shockproof, rustproof, tested, and approved. 


Signal-Stat Class A—Type 1 Signal Lamps are approved and 
legal in all 48 states and the District of Columbia. They exceed 





SAE requirements. The Signal-Stat parabolic reflector and scien- 


tifically fluted molded lens combine 


to create a beamed pattern 


of light, both direct and at angles, that assures maximum visi- 
bility night and day under all conditions. 


This all adds up to maximum protection for vehicles and drivers 
—explains why Signal-Stat Lamps outsell and outlast all other 
types of commercial vehicle directional signals. 


Signal-Stat 


CORPORATION 


SUES ERM eh 
523-539 Kent Ave., Brooklyn 11, N.Y 


The board of directors is| 





convinced that 
worth the balance,” this 
official said. He added the dealer 
had complied with all rules and 
precautions and that the deal was 
good one until the market 
changed. 

This official does not see con- 
sumer credit as overextended and 
said that the factor missing from 
some financial reports is the fact 
that today’s worker gets much 
more for an hour’s work than 10 
years ago. As compared with 100 
years ago, the worker gets more 
than five times the goods and ser- 
vices than was received then. 

Relaxation of present standard 
credit terms of one-third down 
and 24 months on new cars is 
highly undesirable, this credit ex- 
pert said, and that his company 





will seldom accept deals for more 
than 30 months. 

Finance companies have little to 
worry about new-car sales, he said, 
but the used-car problem requires 
watching and they are advising 
dealers who use their funds for 
floor-planning that used-car inven- 
tories must be reduced. 

Another important trend noted 
by this official is that people are 
inclined to keep a tighter rein on 
their monev and it becomes in- 
creasingly harder to sell on the 
basis of so much per month. 

He also reported that bank money 
for auto mortgages in the Indiana, 
Illinois and Kentucky corner, is 
getting shorter and exvlained this 
is due to increased interest for 
money borrowed by banks from the 
National Reserve banks. 


| Munn 
‘Continued from Page 3) 

salesmen in this field is to con- 
tact dealers in their own home 
towns. There are ovportunities 
in automobile retailing in any 
community, but there is a ten- 
dency, when one has seen the 
world through the Services. to 
feel that the grass is greener in 
| other towns than at home. 
| I would ask such voung men to 
}read Russell Cromwell’s “Acres of 
| Diamonds.” It is a little book that 
can be had at anv librarv. It was 
originally given as a lecture, the 
proceeds of which were donated to 
Temple College. 

So to G.I’s. I sav don’t overlook 
small towns. Remember taxes take 
a large bite of anv income. 
Dealers tell me there is more sta- 
bility. more contentment and more 
net usable income for those who 
work and reside in small towns 
than is enioved by people living in 
large cities whose income may be 


10 times as much. 
* > . 


Beard the Lion 

l’s WITH exnverience in this 

trade are seeking franchises 
and write this column seeking ad- 
vice as to how to go about gettine 
one. The answer to this one is 
simple. Beard the lion in his den. 
Write direct to the sales manager 
lof the factory in whose line vou 
are interested. The names of these 
officials are in the Automotive News 
| Almanac. 

Factorv executives are friendly 
people. They are responsive in- 
| stantly to any inquiry and. if 
there is a franchise open in the 
desired territory. I am sure that 
one of the road men will make 
an investigation and set forth 
dealer qualifications. The re- 
cruiting process is constantly 
going on in this and every other 
field. 

If conditions were otherwise, the 
trade would become stagnant. So 
write the sales managers of any 
or all factories and such inquiries, 
I am sure, will get immediate at- 
tention. 


| Belmont County (O.) Dealers 


Elect Adams President 


New president of the Belmont 
County (O.) Automobile Dealers 
| Assn. is Chester C, Adams. 
| Elected with Adams were R. F. 
| Rice, vice-president; J. H. McGraw, 
|treasurer, and William Butcher, 
| secretary. 

The board of directors is com- 
prised of Adams, Rice, A. H. Hall, 
Joseph E. McClain and R. G. 
Shepard. 
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NOW 9h LORY 


IS AS EASY AS acciltriding 















It is no longer necessary to lift the foot and exert leg 
power pressure to bring your car to a stop. With the 
Bendix Low Pedal Power Brake on about the same level 
as the accelerator, an easy ankle movement, much like 
working the accelerator, is all the physical effort 
required for braking. And by merely pivoting the foot 
on the heel, shifts from "go" to “stop” controls are 
made in far less time. 











ACACA ¢ MORE DRIVING COMFORT, LESS 
FATIGUE AND GREATER SAFETY. 
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The Only Performance-Proven 
Low Pedal Power Brake 


Car manufacturers, here is a sure answer to the problem of creating added 
interest in your line of cars. Equip your vehicles with Bendix* Low Pedal Power 
Brake, the sales feature that has already established itself as one of the most 
popular devices offered the public in years. 


Dealers are enthusiastic because with the Bendix Low Pedal Power Brake it is 
now easy to demonstrate added braking power and safety. Service managers are 
happy because of its trouble-free performance and, best of all, mew car buyers 
realize that with today’s trend toward “power” operation, a car equipped 
with a Bendix Low Pedal Power Brake offers the ultimate in braking efficiency. 


Remember, too, this new low pedal power brake is the product of Bendix, world’s 
largest producer of power brakes and leader in braking developments since the 
earliest days of the industry. That’s why if you are contemplating power braking 
it will pay to “Sign Up” with Bendix for the greatest improvement in braking 
since four wheel brakes. *REG. U.S. PAT. OFF. 


BENDIX sivision SOUTH BEND © 








AVIATION CORPORATION 





Bendix 


Export Sales: Bendix International Division, 72 Fifth 
Ave., New York 11, N.Y. « Canadian Sales: Bendix- 
Eclipse of Canada, Lid., Windsor, Ontario, Canada 


THE MOST TRUSTED NAME IN BRAKING orn 
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CLEVELAND. 
the automotive 


pansion than truck-trailer makers, 
according to Marvin J. Barloon, a 
professor at Western Reserve Uni- 
versity. 

In a study made for Aluminum 
Co. of America, Barloon forecasts 
that truck-trailer output should 
average about 70,000 units an- 
nually over the next five years, 
of which 20,000 will be for re- 
placement and 50,000 will repre- 


Algood Named Agent 
LYNWOOD, Calif. — Automotive 
Equipment Mfg. Co. has appointed 
Algood Warehouse, Bayonne, N. J., 
as warchousing agent for eastern 
shipments of all its products, it is 
announced. 


B.F. Goodrich 


Truck-Trailer Optimism 


Annual Output of 70,000 Units in Next 5 Years 
Forecast by Alcoa Researcher 
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No segment of | sent an increase of units in serv- 
industry has a| 
brighter future to look forward to} 


from the standpoint of market ex- | trailers made in 1952. 


ice. 
There were about 60,000 truck- 

In the succeeding five years, Bar- 
loon says, output of truck-trailers 
should average 130,000 a year, of 
which 40,000 would represent re- 
placements and 90,000 fleet expan- 
sion. 

For 1961-70, he adds, average an- 
nual production should be between 
140,000 and 160,000. On a statistical 
basis, without modification, he 

added, 1961-70 production could 
average as high as 212,000, rising 
from about 145,000 in 1962 to nearly 
295,000 in 1970. 

“Total ton-miles of freight car- 
ried by trailers on main rural 
roads,” Barloon points out, “have 
been increasing with acceleration. 
Ton-miles were first reported by 
the Bureau of Public Roads for 
1936 at 13.7 billion and had grown 
to over 91.4 billion by 1950. 












tinue, trailers would carry 146.3 
billion ton-miles of freight in 1955 
| and 247.8 billion in 1960.” 

However, Barloon said he expects 
the growth pattern to taper off be- 
| fore 1970, and perhaps before 1960. 
|He said his predictions on output 
| reflected those expectations. 
| “However,” says Barloon, “it 
| would appear that our transporta- 
| tion system may need to have over 





one million trailers in service. By 
1956, the average should exceed | 
600,000.” 


New-Type Zipper Shields 





Convertible Interior 


DETROIT.—A rubber-lipper zip- 
per that automatically seals itself 
against air and water is being used 
to seal out moisture around de- 
tachable plastic rear. windows of 
Lincoln and Mercury convertibles. 

Developed by B. F. Goodrich Co., 
the pressure-sealing zipper hereto- 
fore had been used on military | 
equipment. Ford Motor Co. engi- 
neers, who adapted the new zipper 
to automotive use, say it reduces 
fabricating costs and makes a 


“If this acceleration were to con- | neater appearance. 








Orchids to the Customers— 








A two-day open house at Frank Hammond Motor Sales, Detroit's newest Packard 


dealer, brought more than 2,000 visitors 


to the showroom, with 19 sales listed plus 


hundreds of prospects for the future. Some $3,000 in prizes and orchids for the ladies 
were given away. Jean DiNoto pins an orchid on Loretta DePonio while Josephine 
DePonio (left) looks on. Hammond (right) becomes the Detroit area's 17th Packard 


dealer. 


Knox Forms Buick Deal 


Paul Knox, former Buick district 
manager in Buffalo, N. Y., has 
organized Knox Buick, Inc., in 
Buffalo, Located at 1230 W. 
Genesee St., the new dealership is 
in a building also occupied by 
Purcell White Motors, Inc. 





Tubeless Tire 





(Reprinted from New 


York Times. Feb. 8, 


1948) 


TUBELESS 


seals puncture 






~ - c 
a ae 2 @ Bow 


THIS PICTURE OF A TIRE FULL OF NAILS, YET FULL OF AIR, 


i ere 


appeared in The New York Times Feb. 8, 1948. It gave people 


quite a start. 


B. F. Goodrich was announcing invention of the first suc- 
cessful Tubeless Tire, a tire that also sealed punctures. Later 
blowout protection was demonstrated and a skid-defying tread 
developed to create the present BFG Life-Saver Tubeless Tire. 





BLOWOUT PROTECTION PROVED. Life-Saver has 
a patented lining instead of a tube. In case of 
damage, the tire s-s-slows out instead of blow- 
ing. Allows safe stop as 1950 tests proved. 


JOIN UP WITH THE LEADER. Use this coupon to learn more about the 





first successful Tubeless Tire and a profitable BFG franchise 


coolf CaM be Our 


LIFE-SAVER’ 


TUNE IN “THE BURNS AND ALLEN SHOW" CBS-TV 






SKID PROTECTION PROVED. At 30 mph on 
wet roads, the Life-Saver grip-block tread stops 
you a car length quicker than regular tires, starts 
you faster—as demonstrated in 1952 


5 YEARS AHEAD IN USE & PROOF 









a ee eS 


Today nearly 2,000,000 BFG Tubeless Tires have been bought. 
The fact that the Life-Saver protects against punctures, blowouts 
and skids has been proved by thousands of motorists. And 


it costs Jess than a regular tire and any 


blowout- protecting tube. 


A revolution in tire design is under way. The inner tube is on 
the way out. And the BFG Life-Saver Tubeless Tire is 5 years 
ahead in use and proof! 


The B. F. Goodrich Co., Dept. PT-1, Akron 18, Ohio. 
0 We're interested in the B. F. Goodrich Franchise. Please have 


representative call. 


Name. 
Address 
City. 


| 
| 
| 
| 
| Company 
| 
| 
| 


(ec ee ee ce ee ee cee ee ee ee ee ee ee ee ee oe 


0 Send more information about BFG Tubeless Tires. 














PUNCTURE PROTECTION PROVED. Typical ex- 
ample: M. B. Tremper of Newark, N. J. picked 
up ‘‘a couple dozen” long nails, didn’t get a 
flat. A patented sealant plugs the holes. 


) State. 





Crosley-Aerojet 
Merger Okayed 
By Stockholders 


CINCINNATI.—-A proposal to 
merge Aerojet Engineering Corp. 
Azusa, Calif., and Crosley Motors, 
Inc., has been approved by stock- 
holders of both companies, it was 
announced here last week. The con- 
solidated firm will be known as 
Aerojet-General Corp. 

Newly elected board members in- 
clude William O’Neil, L. A. Mc- 
Queen, M. G. O’Neil, F. W. Knowl- 
ton and G. E. Smith, all of Akron; 
D. A. Kimball, A. H. Rude, W. E. 
Zisch and T. E. Beehan, all of 
Azusa, and T. M. Conroy, vice- 
president of Central Trust Co. of 
Cincinnati. 

Elected president of Aerojet- 
General was William O’Neil, board 
chairman and president of General 
Tire & Rubber Co., majority stock- 
holder of both the Crosley and 
Aerojet firms. 
| Other officers are Kimball and 
| Rude. vice - presidents; Knowlton, 
secretary; T. S. Clark, treasurer; 
| Beehan, assistant secretary -treas- 
urer; R. I. McKenzie, assistant 
| secretary-treasurer, and Zisch, as- 
sistant secretary. 

Powel Crosley jr., former presi- 
dent of Crosley Motors, owns all 
the outstanding preferred stock of 
the consolidated corporation. 

Aerojet, developer and manu- 
|facturer of rocket motors, JATO 
(jet-assisted takeoff units), rocket 
| components and rocket propellants. 
owns properties in Azusa and 
| Sacramento, Calif., while Crosley 
plants are in Cincinnati and 
| Marion, Ind. 

“Plans for the production ac- 
|tivity of the consolidated corpo- 
ration are now under discussion,” 
Kimball reported. “Manufacture of 
{metal parts for JATO and other 
forward - firing rockets is con- 
templated.” 





Californian To ps 


‘Race Mechanics 


| AZUSA, Calif.—Clay Smith, of 
| Long Beach, Calif., topped all auto 
;racing mechanics in 1952 as he 
|} amassed a total of $2,500 in special 
;/non-endorsement prize money 
|posted by Wynn Oil Co., it was 
| disclosed last week by President 
|Carl E. Wynn. 

Smith thus picked off more than 
|half the $4,000 offered on a “no- 
| strings” basis in the firm’s Winning 
| Mechanic’s Award program. 

Smith won the $1,200 pot posted 
|for the mechanic grooming the 
! winning Indianapolis 500-mile entry 
|when Troy Ruttman, of Lynwood, 

Calif., piloted his racer to a record- 
|smashing victory last Memorial 
Day. 


|Wagner Electric Manual 
Is Offered at $1 


Inadvertently, the price was 
omitted from a recent Automotive 
News story on a new Wagner 
Electric Maintenance Manual, 
covering the maintenance and re- 
pair of all hydraulic and me- 
chanical brake types used as 
original equipment on cars, 
trucks, buses and trailers. 

Price of the 50-page, well- 
illustrated book is $1. It may be 
obtained from Wagner jobbers 
and branch offices, or from the 
Wagner Electric Corp, 6400 
Plymouth Ave., St, Louis 14, Mo. 
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or the extra impact that gets action... 








Chicago Tribune newsprint color 


When you add the power of Chicago Tribune newsprint color to your promotion, you 
add a plus which no other medium in this market can provide. Thru no other medium 


can you make such a dramatic, appealing presentation of your car. 


Color supplies the penetration and impact that get interest and buying action. Full 
pages in Chicago Tribune newsprint color give your sales organization a distinctive 
competitive advantage. = 


Your dealers know the dynamic power of Tribune newsprint color pages. They have 





all other 
Chicago newspapers 





seen them sell for others. They would like to have them work for them. 


Chicago offers sales opportunities worthy of special attention in promotion. It has 


always been one of the industry’s primary markets. The people who buy the bulk of 
the new cars sold here read the Chicago Tribune. 

To increase your sales now and to build solidly for the competitive months ahead— 
to give your dealer something new and different in selling help—power your Chicago 
sales drive with Tribune newsprint color pages. 

For details, get in touch with W. E. Bates in Detroit, Penobscot Building, WOodward 


2-8422. 


XUI 
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Firestone's Tubeless Truck Tire— 

Harvey S. Firestone jr. (right), chairman of Firestone Tire & Rubber Co., and Ray- 
mond C. Firestone, research vice-president, point out the difference in weight between 
Firestone’s new tubeless truck tire and a conventional tire. The new tire is 36 pounds | 


lighter. 
Wondering how new-car and truck production and sales are making out? AUTOMO- 


TIVE NEWS gives you the entire story every week throughout the year. 
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FOB FACTORY 





V-8 Engines Held Key 
To Lower Output Cost 


Wy oa, the public has learned to call the trend toward 
V-8 engines a horsepower race, auto engineers say this 


trend may be just as accurately described as a race against | 


rising production costs, a race to conserve materials and a 
move to bring the outlines of the modern power package 


|within the restrictions im-? 


|posed by the industry’s 


| | stylists. 


| Members of the Society of Auto- 
jin Detroit that production costs of 
the new Buick V-8 may be reduced 
as much as 7 percent, compared to 
| the in-line Roadmaster engine. 
Half of the cost saving is ac- 
| counted for in a _ 170-pound 
| weight reduction as compared 
with the Roadmaster engine. The 
1953 Buick V-8 engine weighs a 
little more than 600 pounds com- 
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the reasons why: 


| motive Engineers were told recently | 


}engine was the only design that 


PUT your CAR IN TUNE VA 


+ Cooling and Exhaust Systems +‘ Paint and Hardware 


a 
sovenrisee im oe as 


Grey Accured by the Mesie's Larges tad om 


the 1952 Series 70 power plant. 
Thus, even without the compe- 
tition inspired at least to some ex- 
tent by the automobile advertising 
fraternity, it is likely that the in- 
dustry would have turned strongly 
in the direction of V-type engine 
|designs. There are few denials, of | 
|course, that sales competition has 
|added fuel to the fire. 
| With a pronounced trend in the} 
direction of extremely low body 
lines, it was evident to Buick engi-| 
neers that the 90-degree V-type! 


| 


pared with nearly 800 pounds for | 


| could be fitted in the alloted space 
| under the hood. 


+ * * 


| Overlooking Advantages 


. are both advantages and 
penalties of V-type engines that 
are not generally appreciated by 
the public. The average car owner 
is scarcely aware of reduced steer- 
ing effort, resulting from decreased 


engine weight. Car balance and 
handling are improved, even though 
the average owner thinks little 


about such things. Greater rigidity 
and ability to withstand higher ex- 
|; plosion pressures are advantages 
| that are more readily apparent to 
| the car owner. 

Many interesting problems 
must be solved when designing a 
new passenger-car engine. For 
example, Buick conducted a 
series of experiments with 35-de- 
gree V-type engines. The project, 
although promising, had to be 
abandoned because the carbu- 
retor height could not be _ re- 
duced to accommodate antici- 
pated future hood levels. 

While solving the height problem, 
the 90-degree V has precipitated an 
acute side clearance problem. 
Clearance is particularly a problem 


on the steering gear side. The 
necessity for compromising on 
clearance was one of the factors 


that led Buick into a stroke-bore 

ratio of .8. This is the lowest ratio 

employed by any U. S. car builder. 
” om - 


| Early Tests with V-8s 





o Brakes, Front End and Shocks 


o‘Lights and Safety Devices 


Service advertised by NAPA in sao Rees 


Year around, the quality of the lines 
your NAPA Jobber distributes is 
steadily built up in your customers’ 
minds by NAPA’s colorful national ad- 
vertising. Here’s your chance to cash in 
on this great selling campaign! Ask 
your NAPA Jobber for a “Sunny Days” 
poster. Display it prominently ... re- 
mind your customers that the service 
and parts you offer are the same 


they’ve seen in The Post and Collier’s. 

And on the jobs the poster helps sell, 
be sure you use parts and supplies you 
can point to with pride. Your NAPA 
Jobber can supply them promptly... 
genuine quality products identified by 
the NAPA Seal, for cars and trucks of 
all makes and ages. This peak season, 
and around the calendar, bear in mind 





| design. 


| V-8 combustion 


| gprs are usually born quite 
a few years before they become 
of introduction age, and Buick is 


|no exception. Buick’s earliest ex- 
| perience with a V-type engine was 


an experimental twin-six built in 
1931. 

The high compression V engine 
development got under way in 
1944. Many cylinder arrange- 
ments, V-angles and combustion 
chamber designs were tried. 
During the development period, 
10 different types of engines 
were built and tested. More than 
100 experimental models were 
made. 

General Motors research collabo- 
rated with Buick in developing the 
combustion chamber and piston 
Many designs, including 
combustion chambers already in 
use, as well as experimental de- 
signs, were tested and evaluated 
prior to the adoption of the new 
chamber, Buick 
engineers told SAE members. 


Company Reports 


Nickel Plating 


Sans Electrolysis 


NEW YORK.—A new nickel 
plating process, which requires no 
electrolytic equipment, has been 
announced by William J. Stebler, 
executive vice-president of General 
American Transportation Corp.—a 
method which may help stretch out 
available nickel supplies. 

The new process, named Kani- 
gen, makes it possible to plate 
almost any solid substance with a 
dependable and predictable thick- 
ness of a superior, nonporous 
plate, its developers declare. 

The process, it is claimed, has 


proved satisfactory for the pro- 
duction line plating of steel, 
copper, brass, bronze, _ stainless 


steel and aluminum. 

It is estimated that, because of 
greater efficiency, equivalent plate 
protection can be achieved with 
one-third to one-half the nickel re- 
quired by other processes. 

This protection is achieved be- 
cause it is unnecessary to overplate 
in places in order to assure over- 
all plating, it is said. 

General American, which oper- 
ates a large fleet of tank cars, 
originally set out to develop a 
processs for the interior coating of 
cars designed to carry corrosive 
chemicals and materials which 
must not be contaminated by 
“pickup iron” from the tank car 
metal. 

Kanigen was developed through 
the reduction of nickel by the use 
of hypophosphites. After the 
process was perfected, a pilot plant 
was built in East Chicago in 1952 
and has been in service since. 


Riley Opens Third Lot 
Riley Chevrolet Co., has an- 
nounced the opening of a third 
used-car lot. 
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What’s the best seller on the newsstands? Among 
weekly magazines, it’s The Saturday Evening 
Post. Pick up a copy and you’ll see why. Better 
articles and stories. More good reading. More 
variety. (More advertisements, too.) Plus those 
wonderful Post covers. There’s nothing quite like it. 


Here’s a sale in the making. Very likely it started 
in the advertising pages cf the Post, where people 
look first for the news of new cars. The Post helps 
“‘manufacture”’ customers, steers them to your 
showroom, where you close the deal. That’s why the 
Post carries the most new-car advertising. 
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Why do women cry when they’re happy? No man 
may have the real answer, but John Reese has 
one that’s thoroughly entertaining. It’s The Truth 
About Women, and it’s one of those intriguing Post 
stories that somehow seem to end up in collections 
of the “year’s best” or in the movies or both. 


Most dealers agree Post- 
advertised tires and tubes are 
easier to sell because they’re 
the brands people trust. Your best customers use 
the Post as their buying guide to quality. That’s 
why the Post carries the most tire advertising. 


Last year Joe Black saved his team’s neck. Now 
baseball fans (including sports expert Stanley 
Frank) are asking Can He Do it Again for the 
Dodgers? Like all Post articles, it gives you all the 
facts from Joe’s early training to the weak finger 
muscles that now threaten his career. 


The Bad. Check Pavser® 


am 
you's NEVER tH 
THEY WERE CROOKS 
ee ane mS 


+ 


The Saturday Evening — 


posi CEE 


the heart of America 


Surveys among readers of leading weekly maga- 
zines show that: » Readers spend more time with 
the Post—and return to it more often. » Readers 
believe that the Post is more reliable. » Readers 
pay more attention to advertising in the Post and 
have more confidence in Post-advertised products. 
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Chrysler Builds Continuity 


Dealers’ Sons Conference, in Seven Years, 


Graduates 687 for Key Jobs 


DETROIT.—Chrysler officials re- 
port that in the seven years of its 
operation, the Dealers’ Sons Con- 


ference has turned out 687 gradu-| 
taken | 


ates, many of whom have 
over dealerships with notable suc- 
cess while others are now managing 
departments or dealership 
branches. 

In a strict sense, it isn’t a 
school, It’s a conference program, 
with each session limited to about 
20 persons to assure individual 
attention. 

The conference program grew 
from a desire on the part of 
dealers for a training center where 
their sons could learn the funda- 
mentals of retail dealership oper- 
ation. Originally, the conference 
was organized in 1946 for sons of 
Detroit dealers, but interest quickly 
spread through Michigan and to 
other states, and the program was 
expanded to include not only 
dealers’ sons but other promising 
young men from the dealers’ own 
organizations. 

Howard J. Cook, director of the 
Chrysler Corp. Conference of 
Business Management, said that 


150 Communities 
Plan Local Soap 
Box Derby Races 


DETROIT.—Following an an- 
nouncement that prize lists have 
been increased to $15,000 in scholar- 
ships this year, All-American Soap 
Box Derby officials said that 150 
communities again have been signed 
for local races. 

W. G. Power, executive derby di- 
rector and advertising manager of 
the Chevrolet Motor division, re- 
vealed official races will be held this 
year in virtually every state—two 
in Canada, one in Alaska, and one 
in western Germany. 

The cities where official races are 
to be held range from Orlando, Fla. 
to Juneau, Alaska; and from Ban- 
gor, Me. to San Diego. Among the 
largest cities sponsoring official 
Derby races are Atlanta, Baltimore, 
Boston, Buffalo, Cleveland, Denver, 
Detroit, Indianapolis, Kansas City, 
Miami, Milwaukee, Pittsburgh and 
San Francisco. 

Local derbies are co-sponsored by 
newspapers with Chevrolet and lo- 
cal Chevrolet dealers. The cham- 
pion from each community goes to 
Akron, where he will be the guest 
of Chevrolet on a four-day weekend 
preceding the race, Aug. 9. 

The national champion is to re- 
ceive a $5,000 college scholarship; 
second place $4,000; third place $3,- 
000; fourth place $2,000, and $1,000 
scholarship for the fifth place win- 
ner. Additional merchandise awards 
will go to the boys who finish from 
sixth through tenth place. 

The Soap Box Derby is open to 
boys from 11 through 15 years of 
age, who race in home-built gravity- 
powered cars. 


Patent Violations 


Laid to Socony 


PHILADELPHIA.—Houdry Pro- 
cess Corp. has filed a $21,700,000 
damage suit in the U. S. District 
Court here against Socony-Vacuum, 
charging the oil company with 
“willful and deliberate” violation of 
patents. 

Houdry claimed that Socony-Vac- 
aum was licensing other oil firms 
to use catalytic cracking processes 
developed by Houdry and disclosed 
to Socony-Vacuum for use solely 
in its own refining operations. 

Until 1950, Socony-Vacuum was 
a major stockholder in the Houdry 
company, according to the suit, and 
from 1931 to 1947, Socony-Vacuum 
participated in the management of 
Houdry. 


Cuda’s Enlarges U.C. Lot 

Cuda’s Nash, Inc., Pittsburgh, 
has had two buildings torn down 
to increase the company’s used-car 
lot to 120 by 70 feet. The company 
is erecting new signs and new 
lighting for the lot. 





| when the program was inaugurated 
| he was advised: 

“Keep this stuff real, usable. 
Cut out blue-sky theories, and 
limit the size of your groups to 
get individualized instruction.” 
Course material comes from 

case studies of going concerns. 
Theories have to work out success- 
fully in many dealerships before 
they can break into the course of 
study. 

Frequently a dealer will enroll 
in the conference himself. Often he 
will send another executive or a 
department head. 

Shrysler Corp. and divisional 
sales executives take part regu- 
larly in the program, together 
with representatives of the parts 
division and service departments. 


The basic material of the 
program—How to Manage an Auto- 
mobile Dealership—is broken down 
to (1) operation of new-car sales, 
(2) used-car department and (3) 
parts and service departments. 
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Dealers’ Sons Learn the Ropes— 

Chrysler Corp.'s Dealers’ Sons Conference has been in existence for seven years. | 
Six small groups, like the one pictured here, attend these sessions in Detroit every | 
year. Together they discuss and work out problems arising from dealership operations. | 


| 
| 


+ * * * * * 
Other subjects are financial, questions and problems. Conse- 
management, economic guides, in-| quently, the young man with a 
ventory control, merchandising and| problem draws on the practical 
advertising, . employe training, experiences of the group, as well! 
human relations and product study. , : 
as the conference leader’s analysis. | 


uring the conference the “Every fellow knows that his 


students visit the corporation’s ; : ” 
engineering laboratories, Chrysler, | Colleagues will tear into any flaw, 
Cook explained. “So it’s one for all, 





DeSoto, Dodge and Plymouth as- 
sembly plants, and the Marysville|and all for one in helping every 
(Mich.) parts plant. /man turn out the best that’s in 


Each conferee brings up his own | him.” 


PAUL 











MEWA Becks Proposal 


For Listing Tax Costs 


CHICAGO. —B. W. Ruark, 
general manager of the Motor & 
Equipment Wholesalers Assn., 
last week supported a request by 
the Motor & Equipment Manu- 
facturers Assn., that manu- 
facturing firms include excise 
tax charges in published price 
lists of parts and other 
merchandise, 

Ruark, as did the MEMA in a 
letter to manufacturers, urged 
makers to “give every possible 
consideration” to the matter, 
pointing out that with the abo- 
lition of OPS restrictions, new 
price sheets undoubtedly would 
be printed. 

Ruark said that the inclusion 
of excise tax charges would do 
away with the possibility of the 
jobber overlooking the tax when 
making quotations, eliminate 
the necessity of the jobber 
figuring in the tax costs, protect 
the garageman similarly in 
making quotations to the car 
owner, and facilitate the 


merchandising of the manu- 
facturer’s products, 

















AUTOMOTIVE WASHINGTON 


Lots of Talk, No Action | 
On Standby Controls — | 


|should do some- 





By William Ullman 

Washington Correspondent 
W ASHINGTON for some time now has been buzzing with 
argument for and against standby economic controls, a 
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90-day freeze authority for the President, or both, in case of 
trouble. The Administration has said it would accept a 90- 


day emergency price -wage®—— 


freeze law if Congress doesn’t 
think it could act within 10 
days should a crisis occur. 
That sort of leaves the matter 
suspended in midair, with Congress 
left to show—or not to show—con- 
fidence in itself in an emergency. 
The horrible examples of congres- 
sional dillydallying —if critics are 
correct in calling it that—were the 


writing of legislation to take care} 
of the need for regulation at the| conflicting views in the news. The 








beginning of World War II and, 
later, the Korean flareup. 


At the moment, there are many 
who believe the Administration 
should exhibit positive leadership 
in the matter of what sort of 
legislation we should have for a 
possible World War III, rather 
than just to say this or that 
would be acceptable if Congress 
offered it. 

That, however, is all a part of the 





truth of the matter is that Presi- 
dent Eisenhower does not want to 
hang any threatening controls over 
the heads of business; that he wants 
the country’s defense needs taken 
care of definitely above all else, and 
that he feels that if Congress isn’t 
sure of itself act- 
ing promptly in 
an emergency, the 
wise leaders 


thing to take care 
of that. 

The Admini- 
stration’s position 
was given to the 
Senate Banking 
Committee by Ar- 
|thur S. Flemming, 
acting director of 
the Office of Defense Mobilization, 
who said in answer to a question 
that he believed his statements 





William Uliman 


| reflected the views of President 
| Eisenhower. 


* x * 


How Ike Stands 
| pny ay emphasized, however, 
that the Eisenhower Adminis- 
tration believes economic stabiliza- 
tion plans must be developed before 
the country is in an emergency. 
Whether Congress authorizes 








emergency “freeze” authority or 


not, Flemming said, a major re-| 
sponsibility rests upon the execu- 


tive branch to develop, in coopera- 
tion with Congress, plans which 


would deal adequately and prompt- | 


ly with an emergency situation. 


Flemming thus agreed with mem- | 


bers of the Senate committee who 


lare urging that steps be taken 
| without delay to prepare a detailed | 
mobilization program for use if all-| 


out war comes overnight. 


But he disagreed with the sen- 
ators—and also with Bernard M. 
Baruch, the elder statesman, who 
testified in support of standby 
controls—who have been arguing 
that a law should be passed now 
which would be available at the 
outbreak of war. 

The Administration’s position, as 
explained by Flemming, is this: 

“We do not favor the enactment 
of a detailed law providing for 
standby price and wage controls. 

“It is our feeling that it is impos- 
sible to anticipate the kind of a 
situation with which we might be 
confronted. 

“As a result, we believe that any 
law that might be enacted at the 
present time might prove to be im- 
practical in that it might not be 


PA ta 


b/s 
UNLOADING 
(60 ] 


St.Paul advertising in leading 
farm journals pre-sells Dump-it 
advantages to prospective users. 


St.Paul full-color post cards 
give you effective tie-in mailings 
for selected local prospects. 


Colorful new St.Paul poster 
attracts attention in show rooms 
and grain elevators. 


New St.Paul dealer sales manval 
and illustrated catalog make it 
easy to “‘close’’ farm hoist sales. 


t. Paul 
Dump-t 


Most aggressively merchandised! 


S$t.Paul’s factory direct mail 
Program goes to top financially 
rated farmers in your locality. 


Free newspaper ad mats help 
you “‘smoke-out" additional Dump- 
it prospects in rural areas. 


New16m.m. St.Paul color movie 
(available on loan) lets prospects 
see Dump-it advantages in action. 


Your St.Paul Distributor is ready 
to give personal assistance in sell- 
ing, mounting and servicing Dump- 
it hoists. Call him today. 





For free copies of above material, contact your St.Paul Distributor or write: 
ST.PAUL HYDRAULIC HOIST, Customer Service Dept., 36128 Main St., Wayne, Mich. 
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“What’s wrong with these peo- 
ple, Mr. Hoskins? They’ve GOT 
to be interested in new cars— 
statisticians SAY they are.” 





responsive to the actual conditions 
existing at the time of the emer- 
gency.” 
+ . o 
Offers 6-Point Plan 
MPHASIZING in his testimony 
that the Administration intends 
to rid the economy of direct con- 
trols, Flemming also made these 
recommendations: 

1, Extension for one year, until 
June 30, 1954, of the present alloca- 
tion and priority powers for the 
defense and atomic-energy pro- 
grams. 

2. Scrapping of the present au- 
thority to requisition and condemn 
personal and real property for de- 
fense. 

3. Extension for one year, until 
June 30, 1954, of the present author- 
ity to assist the expansion of indus- 
trial capacity for defense through 


jloans, loan guarantees and long- 





| 





term purchase contracts. 

4. Extension until Sept. 30 this 
year of the present Federal rent 
controls in communities which 
have requested such rent ceilings. 
The present law expires Apr. 30. 
5. Extension until Apr. 30, 1954, 


|of the present Federal rent control 


authority in communities officially 
designated as critical defense hous- 
ing areas. 

6. Extension for one year of the 
present authority, in the Small De- 
fense Plants Administration, to as- 
sist small business firms to take 
part in the defense program. 


The Administration’s attitude to- 
ward a detailed standby controls 
bill lessened the likelihood of con- 
gressional action now. 

Senator Wallace Bennett, Utah 
Republican, former president of the 
National Assn. of Manufacturers 
and one-time Ford dealer in Salt 
Lake City, has been one of the 
most vigorous opponents of standby 
legislation. After the Flemming 
testimony, he commented, with a 
smile, “I feel much better now.” 

Bennett at one time conducted 
the Ford dealership personally, but 
now, it is understood, it is a family 
business with a brother in charge. 


* ” . 


| Tribute to Roads Chief 


N. EUGENE REYBOLD, war- 
time commander of the Army 
engineer corps and now executive 
vice-president of the American 
Road Builders Assn., paid the fol- 


\lowing tribute to Francis V. du- 


Pont, the Delaware highway 
builder who succeeds Thomas H. 
MacDonald as head of the U. S. 
Bureau of Public Roads: 
“Following in the footsteps of 
his illustrious father, the late 
Senator T. Coleman duPont, the 
new commissioner served as a 
member of the Delaware State 
Highway Department from 1922 
to 1949, including 23 years as 


| chairman. Recognized as one of 


the foremost administrators of 
public highways in America, 
Francis duPont developed Dela- 


| ware’s public roads into one of 


| 


the nation’s most modern systems. 
“He was responsible for directing 


| the engineering, financing and con- 


struction of the recently completed 
Delaware Memorial Bridge, the 
| fifth longest suspension bridge in 
| the world. 

“It was as the first engineer and 
director of this $44 million project 
that I came to know Francis du- 
Pont well and to appreciate his able 
leadership, which is indeed a re- 
flection of his father’s broad vision 
in highway development.” 


XU 
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Hot Rodder, 


One Called an Asset, the Other a Civic Menace, 
NADA Resolution 


In Reference to 


Eprror’s Note: Can you tell a 
hot rodder from a shot rodder? 
There’s a difference, according to 
the National Hot Rod Assn., 
which prepared the material be- 
low after NADA urged dealers to 


discourage the hot-rod move- 
ment. NHRA says that what 
NADA was referring to is the 


shot-rod movement. 


Police and civic officials from 
Florida to Maine to California are 
finding that the best way to combat 
the teen-age driving menace is to 
actively support hot rod clubs. “If 
you can’t lick ’em, join ’em,” is the 
new approach. Reports show that it 
is paying off. 

In Miami, Fla., not a single ac- 
cident, police chase or moving 
violation has been recorded in 
connection with youthful drivers 
since the instigation of a planned 
and supervised hot-rod program 
and drag strip. 

From Pomona, Calif., Chief of 
Police Ralph E. Parker reports: 
“We can proudly state that through 





1. More space under the hood 
for wider engines 


2. Eliminates front suspension 


bind. 


3. Gives better steering and 


handling 


4. Increases service life many 


times 


5. Greatly reduces front end 


overhaul time 


6. Reduces lubrication points from 
12 to 4 per car 


7. Cuts assembly time—on pro- 


BENEFITS OF 
BALL JOINT SUSPENSION: 
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Shot Rodder 


the cooperative program carried on 
between hot rodders and local po- 
lice, there has been a sharp decline 
in accidents involving young driv- | 
ers. Nightly calls received by the 
police from complaining citizens 
concerning racing rot rods on the 
city streets have become practically 
extinct.” 

This news throws new light on a 
situation which had become so in- 
tolerable as to move the National 
Automobile Dealers Assn. to adopt | 
a resolution which urges dealers to 





“refrain from encouraging, and ag- 
gressively discourage the develop- 
ment, use and servicing of super- 
speed used automobiles (hot rods), 
and to take all other steps possible 
to eliminate this unnecessary threat 
to the safety of human life and 
property.” 

Key to the problem is the differ- 
ence between a hot rodder and a 
“shot rodder,”’ Chief Parker said, 
explaining: 

“The true hot rodder is a pride- 
ful owner of an expensive piece 


to pay extra. 


of mechanical equipment. He has 
spent much time and money in 
bringing to mechanical perfec- 
tion his particular hot rod. He is 
interested in protecting his in- 
vestment to the extent that he is 


| one of our foremost proponents 


of traffic safety. He cannot risk 
becoming a problem and losing 
this investment through foolish 
or reckless activities. 


“On the other hand, the shot rod- 
der,” according to Parker, “is the 
type who invests the least possible 
money in the poorest excuse for a 
car, and after stripping the hood 
and fenders, races around the city 
streets trying to prove he is a qual- 
ified hot rodder. This type is the 
beginner and is inclined to disre- 
gard the attempts of law enforce- 
ment in seeking his cooperation in 
traffic safety. 

“Shot rodders are at heart true 
potential hot rodders,” Parker con- 
tinued. “If they can be reached and 
taught through association with the 
true hot rodders, they can be con- 
trolled. This plan eliminates the 
more tedious and less effective 
method of controlling irresponsible 
youthful drivers by strict law en- 
forcement.” 

Educational authorities were 
somewhat skeptical about hot-rod 
clubs until they saw what the po- 
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Arkansas Group Wins PR Award— 


NADA's award for outstanding public 


relations went this year to the Arkansas 


Automobile Dealers Assn. Searcy Wilcoxon (center), president, and George H. Benjo- 
min (left), executive secretary, are shown receiving the award at the recent San 
Francisco convention from George F. Ziesmer, NADA's public relations chairman. 





lice department was doing, he said. 
Now they are noting a marked de- 
cline in racing cars around the 
schools, since youngsters have drag 
strips available to them. 

“A hot-rod club can provide 
proper training in driving habits 
for teen-agers that will make the 
drivers of tomorrow less accident- 
prone than the drivers of today,” 
Parker declared. “Not only will 
their driving habits be improved, 


with Thompson's Front Suspension Ball Joint 


“Easy Steering” comes next to safety in the design of steering mech- 
anism for modern cars. The advance designs—high road speed— 
increased loads on suspension and linkage—reduced space due to 
front wheel brakes—increased movement of front wheels—air 
cushion tires—all increase steering problems. “Easy Steering” is so 
important to motorists today that they demand it—even if they have 


Thompson's Front Suspension Ball Joint gives that easy steering 


duction line or garage 

8. Eliminates removing front 
wheels, bushings, draining 
brakes and realigning wheels 
when servicing front end 


We invite you to investigate this most advanced improvement in 
front end suspension in 20 years. Write, wire or phone 
Thompson Products, Inc., Detroit Division, 7881 
Conant Ave., Detroit 11, Michigan. 


otive, Aircraft and Industrial Parts 


with safety. It gives easy ride and stability at high speed. 


In a recent survey of owners of cars equipped with front suspen- 
sion ball joint, it was found to be the best liked mechanical feature. 







but increased knowledge of the 


mechanics of their cars which 
make for safer vehicles on the 
road.” 

Many lives can be saved, insur- 
ance rates can be decreased and 
motoring can become more of a 
pleasure than a risk through the 
promotion of hot rod clubs, Parker 
feels. “And with this program, not 
only has law enforcement succeeded 
in suppressing traffic problems, but 
the close relationship formed be- 
tween youth and police is serving 
as a deterrent in other juvenile 
problems.” 
| At present, there are more than 
| 14,000 registered members of the 
| National Hot Rod Assn. in clubs in 
cities and hamlets throughout the 
nation. Teen-age drivers are join- 
ing every day and setting strict 
driving standards for themselves. 
| “Bible” of the movement is Hot 
Rod Magazine, which has led the 
drive for safe and sane driving, for 
cooperation with authorities and 
| supervised activities. New sidekick 
| of Hot Rod Magazine is Honk!, a 
| pocket-sized edition designed espe- 
cially for the high school crowd. 

Hot rodders today are earning a 
new place in their communities. 
And they are winning recognition 
in the automotive industry for their 
contributions to automotive engin- 
eering, according to NHRA. 





Beaman to Direct 


Topeka Dealers 


TOPEKA, Kans.—Elmer Beaman. 
general manager of Scott Motors. 
Inc., has been elected president of 
the Topeka Motor Car Dealers 
Assn. 

M. B. Rucker, of Rucker Buick, 
Inc., was elected vice-president and 
Paul Daughertv, general manager 
of Shortman Motor Co., Inc., was 
reelected secretary-treasurer. 

Elected to the board of directors 
were William Vance, president of 
Shawnee Motor Co.; Jack Frost, 
president of Jack Frost Motors, and 
Willard Noller, general manager of 
Mosby-Mack Motor Co. 





| Cave Motor Rebuilds Home 
On Site of Former City Hall 


| Work is under wav on remodel- 
ing Ross Cave Motor Co. (Chrvsler- 
Plymouth), of Dodge City, Kans. 
Remodeling is also under way at 
Terminal Elevator Co., occupying 
the same building as the motor 
| firm. 

The building which houses the 
two Cave businesses stands on the 
site of the old Dodge City city 
hall, which was torn down. 

Claud M. Cave and Ellis Cave 
head the elevator firm. Ross Cave 
and Steve Cave are associated in 
the dealership. 








Uniform Car Prices 


Urged for All Canada 


OTTAWA.—The Canadian 
Parliament heard a _ proposal 
here last week that a uniform 
| price on automobiles should be 
| established across the nation, 
and that manufacturers should 
economize by reducing the 
number of models offered. 


J. A. Byrne, member from 
Kootenay East, B. C., declared 
that the $250 difference between 
the market price of a medium- 
priced car in Canada and the 
U. S. is due to the 17% percent 
protective tariff, and that the 
| savings in the tariff costs on 
cars domestically produced 
would be sufficient to pay the 
entire freight rate for cars 
shipped to British Columbia. 















UIA, 


I — How big is the 
truck market today? 





How big? There are 7,300,000 trucks 
on the highways. And 85% of them 
are in fleets of 10 or less. 


2 — Who is the truck market? 


Not counting farm and government, 
5,000,000 of total trucks are 

owned and operated by all kinds of 
businessmen all over the U.S.... 
oil trucks, delivery trucks, dump 
trucks, heavy-duty — all kinds. 


4 — Did you say 
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(Chapter Vil) 








3 — How 
reach them all? 


©an a fellow 


POW TT eel 


> the 
Mass On] 
Coverage man peed 7 
Magazine — g : a 
. al 


Subscribers _ ey 
than the Next book! 


Nation’s Business? 


Yes, we said Nation’s Business. 
4 out of every 10 commercial 
trucks rolling on the highways 
today are owned by the 


5 — Let’s see. 800,000 times 7 ae y 


A 12-page schedule 


00 audience gives 
on this 


Now you're cooking! 
aimed at NB’s 800,0 
you 9,600,000 mass sales impressions 
ready-to-be-sold truck market. 


800,000 business executives 
who read NB. That’s 2,000,000 
trucks, a market larger than 

the entire farm market. 


6 — Ready-to-be-sold? 


Sure, sure! 718,000 of the trucks Nation’s 
Business readers operate are ready 

for replacement right now... 

4 years old or older! Hurry! 





ry 10 commercial tr 








ueks you see 
readers of.-- 


4 out of eve a 
ERAL MAGAZINE 
n the streets are operated by t oe ,’ 

: DETROIT PUBLIC LIBRARY 


7 — What about accessories? 


If you sell trucks, tires or accessories you might 
sell more at less cost if you ask headquarters 
to consider an advertising schedule 

in Nation’s Business. Any NB office can 
show you why — Detroit, Cleveland, Chicago, 


New York, Washington, D. C. 





°s Business 


FOR BUSINESSMEN 


Nation 











With the Staff... 
ALONG DETROIT'S AUTO ROW 


: the door. Such tactics will just| sell the car, and be able to tell the 

How pagal co-gegy.. scare him away. prospect everything he wants _to 

- o : = = A oo aa “Let the prospect look around | know about it. If Ee ae in- / 

a your! 4 while. It will make him feel at |Sists on seeing the sales manager, 
e+ aedeagal ease. Instead of trying to high- | by all means, direct him politely to) 4Q Years an Oklahoma Ford Dealer — 

ee ee pressure him the instant he comes ‘ieodeenus Hedlund Motor Co., Elk City, Okla., has celebrated its 40th anniversary as a Ford 
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Johnny Motor Sales, Inc. (DeSoto-| in, let him browse around for a | 7 i l : Ch d dealership. The firm's large building, characterized by its prominent windows, 
Plymouth), gives these tips: “Sell-| while, and let him approach you | Chrysler Dealers C acutaptien symbolizes the progress made in these four decades. Hedlund is said to be the 
ing is a serious business, and now| first himself. _The recent Chrysler price reduc-| ojgest Ford dealership in Oklahoma. 4 - 

is the time for employing practical| “Above all, never corral him with|tion announcement brought cheer ee 


. it’ i ble pickup in floor action. ,to be more competitive now. The 
zy the showroom. A|more than one salesman. Many|to many dealers along Detroit’s| a noticea | Boor =e d 
ioe should never ‘jump’ a|dealers use this technique, and it’s| Auto Row. Most dealers nanan | 2 a ae anes a deals saan a es more of f oo 
s try to'the Chrysler line of cars reported reductions) will give us a chance/| count and overallowance, and it wi 
prospect when he walks through'bad. One salesman Se ae ee eee ee ieee oe ————| help dealers boost thelr net profits.” 
7 * * 


Warranty Work 


Factories should absorb more of 
| the cost on warranty service work, 
| a Detroit dealer feels. He believes 
|that the maker should pay 75 per- 


Match any car color cent of the total amount, instead 


of 50 percent. 

e 4 t ¥ “The factory absorbs only what 
in Ga ew min es = we pay the mechanic on the job,” 
the dealer points out. “It doesn’t 
allow for any overhead in the 
| service department, such as lights, 

gas and other incidentals.” 
The dealer asserts that a service 
stall should bring in $32 a day in 
# j as much customer paid labor, “$16 for the 

repa re on y mechanic and $16 for the house.” 

“On a warranty,” he declares, “all 


paint as you need and we get is $16, and there is nothing 


there to absorb our expenses.” 














* * * 


red uce waste! Trace Down Leads 


What does a dealer do when his 
floor is empty of cars? 


Edmond Motor Sales, Inc. (Olds- 
mobile), which sells between 40 


: : i ° t | and 50 cars a month and whose 
Maintain a low pain | Semtee he tee Se 
‘ e about two months now, finds it’s 
inventory at all times 





| the best time to chase down 
prospects. 

Says Edmond Shikany, owner: 
“We find it’s an opportune time for 


ah a ayn ae Pe jour salesmen to trace down leads 
ane Weve eee : . }and give demonstrations.” 
o E i ne S : es 
ale 


Moving Old Parts 

An intensive sales campaign to 
clear out its prewar stock of parts 
has been launched by Dick Con- 
nell Chevrolet, reports William 
Morgan, parts manager. 

Parts being moved out include 
sheet metal, rear end and motor 
parts, mostly for 1940 and older 
models. 

“Motorists with old cars don’t 
bother to repair them anymore,” 
comments Morgan. 

. a * 





Moves Fast on Cuts 


Bliss Motors Inc. (Chrysler-Plym- 
outh) moved fast to take advantage 
of the factory’s recent price reduc- 
tions. It set up a huge banner sign 
across its showroom window, telling 
passersby of the “drastic price re- 
ductions.” 


- io Y Bee NeKeown Fills 
a ) gem | Nash’s New Post 
1{} | aN or, : Of U.C. Manager 


DETROIT. — Paul McKeown has 
been appointed national used-car 
manager for Nash, it was an- 
nounced last week 
by H. C. Doss, 
sales vice - presi- 
dent. 

“Creation of 
this new position 
lis the result of 
|expanding sales 
| and volume of 
| Nash used cars 
|throughout the 
country,” Doss 
said, 
| McKeown, for- Paul McKeown 
| merly assistant Chicago zone man- 
ager, joined Nash in 1945 as a 
district manager in the St. Louis 
|zone. In 1948, he was named as- 
sistant sales promotion manager at 
Nash’s central office in Detroit. 

McKeown entered the automobile 
business with Dorris Motor Car at 
St. Louis in 1926. He worked for 
several other automotive firms, in- 
cluding Chevrolet, from 1926 to 1944. 











RINSHED-MASON Co. 


5935 Milford Ave., Detroit 10, Michigan 
1244 N. Lemon St., Anaheim, California 
In Canada: Standard Paint & Varnish Company, Ltd., Windsor, Ontario 
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“i buses, trucks, tractors and other industrial auto- 

a. motive equipment rely upon Clark axles for de- 

Be pendable performance. Their good judgment is 
& 





evident. It is a clear indication of their sincere 
desire to build into their products the utmost 

in quality. And they'll tell you “‘it’s good 
business to do business with CLARK.” 
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CLARK EQUIPMENT COMPANY, Buchanan, Michigan 

BR Other Plants: BATTLE CREEK AND JACKSON, MICHIGAN ah 
we mere ets 
COOPER eee aah 
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FOR 


CUTTIN 
COSTS... 


through EFFICIENCY ... 


No matter what your product may be, 
it’s a safe bet that Clark Materials 
Handling Equipment can lift it, move 
it, load it or stack it better, faster, and at 
lower cost. That’s saying a lot .. . but ask 
any Clark user. He’ll tell you that Clark 
cuts the cost of handling. For example, 
The average savings of four large worsted 
mills that are using (Clark) equipment is 
$400.00 a week.”’— quote from article in 
TEXTILE WORLD by M. J. Koroskys. 


through USEFULNESS . . . 


There’s no end to the usefulness of the Clark line 
of fork-lift trucks, powered hand trucks and 


industrial towing tractors . . . special attachments 
faciltate quick switching from one job to another 
...no idling while ‘waiting for work”’ . . . odd 


sizes and shapes handled easily and safely . . . 
your choice of power types—gas, diesel or 
electric battery. 


through ECONOMY ... 


Clark Equipment saves time . . . multiplies 
manpower . . . reduces handling time. Clark 
high-tiering increases usable warehouse space . . . 
cuts storage costs. And the many important 
Clark features plus Clark precision engineering 
insure remarkably low operating costs. 


through SERVICE... 


Clark Equipment gives service . . . years of it. But 
remember, the equipment that gives the most 
service is that which gets the best service. That’s 
why you'll always find a Clark Service Dealer near 
you capable of handling the most complex repair 

or overhaul job . . . with a line of genuine Clark 
replacement parts . .. and a crew of factory-trained 
experts to serve you . . . promptly. 


CLARK Fork TRUCKS 


LL sy 


AND 


INDUSTRIAL TRUCK DIVISION ¢ CLARK EQUIPMENT COMPANY «+ BATTLE CREEK . MICHIGAN 











Please send: _ Movie Digest | Safety Saves 
— New Condensed Catalog Material Handling News 
Name 
Firm Name 
Street acnaiaii - 
City - Zone_ State 













AUTHORIZED CLARK INDUSTRIAL TRUCK PARTS AND SERVICE STATIONS IN STRATEGIC LOCATIONS 
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You'll find this sign of your nearby authorized Clark 
dealer under “Trucks—Industrial” in the Yellow Pages 
of your ‘phone book. 


t 
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Mail in the coupon for these Clark publications—they'll 
show you ways Clark cuts costs. 


PRODUCTS OF CLARK—TRANSMISSIONS * FORK TRUCKS & TRACTORS 
POWERED HAND TRUCKS * GEARS & FORGINGS * AXLE HOUSINGS 
ELECTRIC STEEL CASTINGS * AXLES * TRACTOR UNITS 












Dodge Dealers Prepare for Sales Tussle— 


Dodge's Los Angeles regional office put on an unusual 
two of southern California's top wrestlers, Sandor Szabo a 
an exhibition. Over 400 dealers attended the sales meetinc 
Dodge's Red Ram engine, while Berry, with his crying-tow 
petition."’ From left are Berry; Bert Carter, Dodge Regional 
referee; George Orphal, Western sales director, and Szab<c 











In the Hopr 


Use of parking meter receipts by 
Kansas municipalities would be re- 


stricted to payment for meters or | 


off-street parking facilities under 

terms of a bill introduced in the 

Legislature by Senator William 

Weigan, of La Crosse. Nearly all 

Kansas cities now use parking 

meter funds for general expenses. 
* * * 


North Dakota Legislature 
OKs Labor Relations Bill 


A compromise labor relations 
bill, including provisions for the 
establishment of a new board to 
settle labor-management disputes 
through mediation, conciliation or 
arbitration has been passed by the 
North Dakota Legislature and sent 
to the governor for signature. 

The measure retains the so-called 
anti-closed shop law of 1947 and 
retains a ban against boycotts, 
secondary boycotts and sympathy 
strikes, but repeals several sections 
of a 1947 law requiring unions to 
file certain information with the 
secretary of state and amends 
regulations on the conduct of 
elections to determine a bargaining 
agent. 

It also specifies that picketing 
can be carried out by residents of 
a local union, rather than confining 
it only to employes of the establish- 
ment involved in a labor dispute. 
However, the bill retains a ban 
against the importing of out-of- 
state persons to join picket lines. 

* 7 * 


10-Day Ohio Deadline Sought 


For Delivery of Car Title 
A bill has been introduced in the 


Ohio House of 
which would 


10 days of the cash sale of a motor 
vehicle. 
Another bill would permit owner- 


ship of a motor vehicle to be} 
shown in court by mutual stipu-| 


lation without requiring a certifi- 


cate of title. 
om * . 


Oregon Bill Would Raise 


Counties’ Tax Share 


A bill introduced in the Oregon 
Legislature would increase by more 
than one-third the percentage ot 
highway revenues distributed 
among the counties for road 
building. 

Sponsored by Reps. Carl Francis, 
of Dayton, and George Layman, of 
Newberg, the bill would give the 
counties 30 percent of all the 
money collected from fuel taxes 
and license fees. They now receive 
19 percent, 

The measure would divide almost 
$15 million amung the 36 counties, 
instead of the $9,367,000 they re- 
ceived for 1953, it was estimated 
by State Highway Department 


officials. 
of a * 


Virginia Highway Head 
Seeks Gas Tax Boost 


State Highway Commissioner 
James A. Anderson told the Virgin- 


ia advisory legislative council that | 


the state needs a “2-cent per gallon 
increase in gasoline taxes or its 
equivalent” to do a reasonable job 
on the free roads system. 

He was asked to speak as the 
committee dug into its study of the 
state toll road policy. Anderson said 
that the highway dollar is worth 


Representatives | 
require dealers to} 
deliver certificates of title within | 


about 40 cen 
to 1939, and t 
about 20 perce 
costs as com 
cent in 1939. 


Wis. Get 


Compulsory 
motor vehicl 
private gara; 
bill introduc 
Legislature b 
| way Commit 
|motorists wo 
| inspection. D 
| vehicles wot 
| maximum fin 
in jail. 


Missouri Bi 


Sale of Res 

State emp! 
hibited from 
mobile regist 
duced in the 

The bill pz 
to be made 
lector of rev 
highest bidde 
the State tr 
sale of suc! 
misdemeanor. 


Ohio Bill W 
To Pay Un: 


Creation of 
| payment of u 
ing out of m 
|is proposed b 
|the Ohio Leg 
| J. Lynch jr., 

The bill wo 
an accident a 
ment render 
sured and fi! 
motorist for 
the judgment 
the fund. 

The fund wv 
levying a chs 
uninsured dr 
insured drive 
insured drive 
an amount e 
| his annual pr 
would be mas 
lof additional 
|needed to ca 
| of the act. 





| Wyoming L 
Petroleum . 


A measure 
ming Legisla' 
containers to 
or inflammab 
establishes a 
of 115 degree 
quires the lak 
|of antifreeze, 
specifications 
products not 
State specific 

Another n 
| cities to prov 
facilities but 
|} gasoline on s 


Also enacte 
| specifications 
granting gas 
percent allow: 
to jobbers “fo 
bers.” Indefin 
measure exer 
all gasoline : 
tractors and 
or dealers to 


green, 





nusual sales meeting when it had 
zabo and Wild Red Berry, put on 
meeting. Szabo played the role of 
ing-towel tactics, portrayed ‘‘com- 
gional manager; Jules Strongbow, 
| Szabo. 


pper 


10 cents today as compared 
and that rights of way cost 
0) percent of the construction 
; compared to about 7 per- 
1939. 


* * + 


. Gets Inspection Bill 


ulsory annual inspection of 
vehicles at State-designated 
garages is proposed by a 
roduced in the Wisconsin 
‘ure by the Assembly High- 
ommittee. Under the bill, 
ts would pay $1 for each 
on. Drivers of uninspected 
|} would be liable for a 
im fine of $150 or six months 


* * * 


iri Bill Would Prohibit 


f Registration Lists 

employes would be pro- 
from selling lists of auto- 
registrations, in a bill intro- 
n the Missouri Senate. 
bill provides for such lists 
nade up by the State col- 
of revenue and sold to the 
bidder, with funds going to 
ate treasury. Unauthorized 
* such lists would be a 
eanor. 

* * * 


ill Would Create Fund 
y Unsatisfied Claims 


ion of a special fund for the 
it of unsatisfied claims aris- 

of motor vehicle accidents 
osed by a bill introduced in 


io Legislature by Rep. John | 


-h jr., Mahoning Democrat. 


ill would provide that after 
dent and a subsequent judg- 
rendered against an unin- 
ind financially irresponsible 
t for an amount over $200, 
gment would be paid out of 
id. 


‘und would be supported by 
a charge of $3 against all 
ed drivers and $1 against 
drivers. In addition, each 
driver would be assessed 
yunt equal to % percent of 
ual premiums, and provision 
be made for the assessment 
tional money if more were 
to carry out the provisions 
act. 


ing Legislation Sets 
eum Standards 

2asure passed by the Wyo- 
egislature requires gasoline 
ers to be marked “gasoline” 
mmable.” The new law also 
hes a minimum flash point 
degrees for heating oil, re- 
the labeling and registration 
freeze, and adopts Federal 
ations on petroleum 
ts not already covered by 
pecifications. 

her new law _ authorizes 
o provide off-street parking 
‘s but prohibits the sale of 
e on such projects. 
enacted were bills revising 
ations for tractor fuels and 
g gasoline wholesalers a 2 
allowance on gallonage sold 
ers “for benefit of such job- 
indefinitely postponed was a 
e exempting from taxation 
oline sold for use in farm 
3s and requiring wholesalers 
iers to color such gasoline 


AUTOMOTIVE NEWS, APRIL 6, 1953, 





New Jersey, Pennsylvania Pile Up Revenue .. . 





Toll Road Profits Awe Builders 


By Ed Janicki | 7,600,000 vehicles for the year; the 
Staff Writer | actual figure was 18,239,000. To date, 
_ many states continue to| more than 20 million vehicles have 
ponder the idea of superhigh-| used the highway. 
ways, with some of them delaying | . a ' 
plans because they are not sure | ‘TOTAL revenue, which had been 
| whether such roads would be! placed at around $7,150,000, 
profitable, those that have been in}reached $16,245,000, more than 
the business some time are happily| double the amount that had been 
counting the cash that the toll) predicted. 
roads have brought in. Revenue from concessions 
The New Jersey Turnpike, along the pike is expected to 
which opened in part in Novem- | amount to well over $1 million. 
ber, 1951, and throughout its 118 |——— —--- 
miles on January, 1952, has de- I Ri Ss 
lighted the Turnpike Authority nvestment Kise Seen 
and embarrassed estimating OTTAWA.—Investments for capi- 
engineers by rolling up a calen- | tal, repair and maintenance ex- 
dar-year traffic volume. penditures during 1953 in Canada’s 
The tremendous business it is| automotive trade are expected to 
|doing after a little more than aj rise to $53.9 million, compared with 
| year’s operation was not expected | $41.5 million during 1952 and $39 
to be reached until 1968. million during 1951, the Canadian 
| * * Government reports. This year’s 
USINESS is going along at a expenditures will include $30 mil- 
brisk pace on the 13-year-old lion for construction against $21.4 
Pennsylvania Turnpike, and the re- million in 1952, and $23.9 million 
cent extension to the Ohio line is] f0T, machinery and _ equipment 
another indication that toll high-| 28@inst $20.1 million the previous 
ways do pay off in the long run. | C8. 





‘ 
21 
Operational expenses have run to 
about $2 million, 
Some 90 percent of the Jersey 
Turnpike’s traffic is made up of 


passenger cars, with the remaining 
10 percent divided between trucks 
and buses. It is estimated that 
about 68 percent of the _ pike’s 
traffic is out-of-state in origin. 


|\2 Ohio Dealer Groups 


Elect New Officers 

YOUNGSTOWN, O.—Daniel 
Heindel jr. has been elected presi- 
;|dent of the Youngstown (O.) Auto- 
|mobile Merchants Assn, Other offi- 
|cers elected were: R. J. Hanna, 
first vice-president; Wayne Barrett, 
| second vice-president, and Karl W. 
| Armbrecht, secretary-treasurer. All 
|four also were elected trustees 
}along with E. A. Molenske. 
Meanwhile, the Medina County 
| Automobile Dealers Assn. elected 
officers. Elected were: Frank C. 
|Bond, Medina, president; Lloyd 
| Hunter, Wadsworth, vice-president, 
|and B. A. Davenport, Medina, sec- 
| retary-treasurer. 





As a result of the booming 
business on the New Jersey Turn- 
pike, ambitious plans are being 
charted for new links, and safety 
improvements studied in accord- 
ance with lessons of the first 
year. 

When the pike first opened, con- 
sulting engineers had _ estimated 
that traffic would number around 


Conn. Official Hails 
|Dealers’ Role in 


‘Driver Training 


HARTFORD, Conn. — Dealers 
throughout Connecticut are pro- 
viding new cars for driver-training 
courses in 74 of the state’s 94 
secondary schools, with 51 of the 
schools offering on-the-road train- 
ing. 

The dealers, members of the 
Connecticut Automotive Trades 
Assn., operate in conjunction with 
the State Department of Motor 
Vehicles, the State Safety Com- 
| mission and the State Department 
| of Education. 


| State Motor Vehicles Commis- 
| sioner Charles F. Kelley said that 
| Connecticut was one of the first 
states to inaugurate this program 
in alliance with dealers, starting 
the project in 1937. 


Kelley explained that the dealers 





| 
| 


| dealer. 
| “Tt is quite likely that within a 





| provide the cars without cost. Each 
| school annually has the use of the 
| latest model, with all fuel, repair | 
|@nd insurance costs paid by the 


| few years every secondary school) AFTER you explain to your customer all the profit-advantages 


}in Connecticut will offer this train- 
| ing, thanks to the generosity and | 


| your truck will give him, add this potent sales clincher— 


| civic-mindedness of the dealers,” | “,..and we can equip your new truck with a Heil Body 


| Kelley added. 


Jack-Pump weight-saving design lets you 


and Hoist that’s tailor-made for your job. You know, Heil 


haul bigger loads. Heil no-sag 


body construction and trouble-free hydraulic hoist give you 


‘ Pl : . . . . 
| ‘Pneudraulic’ System Raises extra years of service and less down time. Fast hydraulic action 


Lifting Capacity means faster dumping, lower 


cycle time. A Heil Body and 


UTICA, N. Y. — A new “pneu-| Hoist is a perfect mate for the best truck built.” 


draulic” pump and jack is in 
limited production at the Chicago 
| Pneumatic Tool Co. plant here. 


The jack can lift 20 tons by pres- | 
sure produced by a combination of | 


Get in touch with your Heil distributor for other sales- 
clinching features that make Heil Bodies and Hoists outstand- 
ing in the field. And after you make the sale, your Heil dis- 


oil and air. | tributor takes over—expertly mounts the body, provides 


Leaders in the development were | customer-satisfying parts and 
Mark D’Haem, a New Hartford en- 


gineer, and Livio F. Marcantonio, | 
of Frankfort. 

Maximum oil pressure of the} 
pump is 8,000 pounds per square 
inch. The highest previously at-| 
tained was 5,000 pounds. 

The pump, with proper adapta- 
tions, will be able to lift railroad 
cars, houses and heavy trucks, it is 
claimed. By using a push, instead 





maintenance service. All you 


do is collect the extra profit on the body and hoist sale. 


Cash in on the growing demand for dependable dump 
trucks. Call your Heil distributor today. 


EIL €o. 


cumini Ge 
THE & 
a BBS, <) ) & 


of a lift movement, it may also| €PT. 5943, 3059 WEST MONTANA STREET - MILWAUKEE 1, WISCONSIN 


straighten auto frames or pull or 
push in pins when dies are changed | 
on punch presses, it is said. 


Blocker Sells to Williams 


The Blocker Motor Co., Vadailia, | 
Ga., has been purchased by J. B. 
Williams who will operate the} 
business under the same name. It 
was formerly owned bry James H. 
Blocker, 





PLATFORM CONVERSION HOIST COLECTO-PAK GARBAGE UNIT 


Factories: Milwaukee, Wis. — Hillside, N. J. 


Oistrict Offices: Hillside, Washington, 
Detroit, Chicago, Kansas City, Dallas, Denver, Los Angeles. Seattle. 


D. C., Atlanta, Cleveland, Milwaukee, 
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‘TNT, fired from a steel tower, 300 | ae he green ane een peer 
|feet high, with one-tenth the power | ’ , ; 


| |of Ireland. 
of some of our new weapons, 


“Jevver try to kid a real Irish- 
about three quarters the strength man? He'll grin and take it unless 
of those which destroyed Hiro- 


he decides you're trying to put 

shima and Nagasaki in 1945. over something . . . Then—you'll 
“Yuh see, we've been making probably get a ‘slap in the puss.’ 
progress while your late ambas- “Sean (Shawn) O’Casey says that 
sadors, Vishinski and Malik, were peer St. Patrick's , eee 
talking long and loud, trying to ‘aie tke eens al aes ‘his 
frighten our little ones—(including desk 6 cut glass bowl of living 
the small-town politicians and their | ' green stuff, labeled ‘genuine Irish- 
press agents). = : grown shamrock,’ sent by air by 
“This is the first of 10 atomic ? Sean T. O'Kelly, president of Ire- 
tests to be made during the next ———S—— land, and delivered to the president 
“[JELLO! ... Hello! .. . Oper-|/two months, bringing our total to le Oe ~~, Greet by =" See ee ieee aoae wee 
ator, This Is the New Voice of |40, since that ‘first one at Ala oo dor of reland. The President was 
America—at Yucca Flat, Nev., call- | magordo, N. M., on the morning “J wish to tender my resignation.” weHlellb "thao aoe oe 
ing Moscow . . . person to person of July 16, 1945. One of these will ello, gie, y : 


; : include the testing of the first | sia 3 “Yop”. bs 
get me Georgie Malenkov, artillery shell with an atomic war- hour .. . but the newspapers are Pardon my meanderin’. Just 


at the Kremlin.” head, to be fired from the Army’s not allowed _ tell — that. wanted you to catch the spirit - 
“ ie. hyah? I’m at|new 280-mm gun. Remember, it os ° those millions of Americans who 
co wast tack eonatiia you'd | took a giant B-29 to carry that first | The Spirit of America watched this holiday test over 
like to hear the first publicized bomb over Japan. This next test|“Q@POSE you wonder why we television. ; aa 
> , will show that a bomb of terrific picked St. Patrick’s Day for Yuh ought to see what's goin 

sound of the new Voice of America, power can be made small enough | this demonstration. Well... if you |on here. I'm in a trench, five feet 
—perhaps the only kind of voice/t, be carried in a light, fast jet|had seen those 100,000 happy|deep, two miles from the tower 
you can understand. plane, Those babies can now tickle | people, natives and friends of those | where the bomb will be detonated 
“But don’t get scared ... yet. It|the stars at nearly 1,000 miles per! of Irish descent, gaily marching up|. . . closer than any American has 


a be only a faint preliminary », | Fifth Avenue in New York, of their 


whisper of what is certain to come 1 | own free will, anyone could tell 
only equal to 15,000 tons of | | || | you that the spirit of America to- 
: : 
1 
| 
| 
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“maintain uniform dependable 


service that’s safe and sure...’ 
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says: Stanley V. Osman \ 
Purchasing Agent 


SCHERER FREIGHT LINES, INC., OTTAWA, ILLINOIS 


FREIGHT LINES, INC. 


With WAGNER AIR BRAKES you're pi eere etetes 
° 9 400 ” ‘ 
assured of safety-tested perfection that’s PunnnOh SORGGS Wied Saisie ws ienecaa esas 


400 COMMUNITIES 


backed by over twenty-five years’ experi- We 
y y y P 6393 Plracctric Corporation October 2, 1952 


ence in manufacturing brakes and com- St. Loule nt” Avenue 
° , issouri 
plete brake systems. You can enjoy the 


- Gentlemen: 
same assurance of safety and lower main- 


: : As purchz 
tenance costs with Wagner Air Brakes I check with ourdseont, for Scherer Freight Lines, Inc 
: equipm F and mechar : -- 
as Stanley V. Osman of Scherer Freight air been is Beat Suited for their ‘Reeds. fthes noe 
F W: c 7" ems used in our rz oe comes to 
Lines, Inc. tener Air Brakes maintain aifers deen: they agree that 


that's safe and sy dependable service 


Wagner Air Brakes are available as maintenance in our shop. also require little or no 
original equipment from many leading repos tentin Pletsch, our superintende ¢ 

manufacturers of trucks and buses. These or repai r trouble ae tated Single case of fone fie ne 
manufacturers know that the ever- of profitable tantve Passed the 100,600 milo meagre? 
increasing demand on such vehicles ie eat ee Ss 

requires them to install an air brake sys- grdering new equipment is because eer ie eranes when 

tem that’s safe ... sure . . . economical expenditures “Our drivers feen ip Us, lower maintenance 

to operate. € adequate stopping power at aif tines — 


Take a tip from men like Stanley Osman. Sincerety. 

Get all the facts of the proven, profitable 

dependability of Wagner Air Brakes... 

Write today for your free copy of Wagner Stanley V Osm 
Bullein KU-201. “v0 Porehadine Seen 
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ents WAGNER AIR BRAKE USERS ARE OUR BIGGEST BOOSTERS = ay 
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WagnerElectric Grporation sb \ 
6393 PLYMOUTH AVE., ST. LOUIS 14, MO., U. S. A. ot ik 
(Branches in Principal Cities in U.S. and in Canada) rot 
LOCKHEED HYDRAULIC BRAKE PARTS and FLUID... NoRoL ... CoMaX BRAKE LINING ... AIR 
BRAKES ... TACHOGRAPHS ... ELECTRIC MOTORS ... TRANSFORMERS .. . INDUSTRIAL BRAKES «53-4 





| 
}ever been before to witness an 
atomic blast. About 1,500 troops 
| and observers are crouched down 
jin trenches,—100 automobiles, 
|donated by dealers and manu- 
|facturers, are scattered over the 
| desert, occupied by clothing store 
|dummies, just to see what will 
| happen to them. 


“In return for the expense and 
risk the car owners have a reserved 
seat 40 miles from where the bomb 
goes off. But first those ‘gifts’ will 
have to cool off... and then they 
may be exhibited, after they have 
been critically examined. 

“Yuh see, Georgie, that’s the 
American way. Never miss a 
chance to learn something. 

* + * 


Reporters Take Their Places 


“Sone newspapermen won 
places in the nearest trenches, 
drawing by lot for the privilege. 
They were called the ‘Trembling 
Twenty’ and ‘Men of Extinction.’ 
The desert night was bitterly cold, 
and the men started warming fires 
with clumps of sage. Every man 
was thoroughly briefed on _ the 
enormity of the spectacle he was 
about to witness and had been 
emphatically impressed by his 
proximity to the scene. 

“While watching the tower 
| where the thing was mounted, the 
| crowd was briefed by an expert on 
|atomic enegry, Capt. Harold Kinne, 

—who welcomed them to Yucca 
| Flat, and told them that they might 
be hurt if they did not obey orders. 
The observers stamped their feet 
and swung their arms to keep 
warm. 


“At H-hour, the time of deton- 
jation . . . 5:30 a.m. minus 10 
|minutes, the troops and observers 
}entered the trenches. At H minus 
two minutes came the scream of 
|}a siren. All men in the trenches 
were told to ‘face left, kneel down, 
look down and stay down,’ bracing 
|themselves against the forward 
| wall of the trench. 


“One newspaperman wrote, ‘We 
heard the drone of a plane across 
the sky as the dawn brightened 
|over our heads, but we dared not 
look up.’ 


“Ten seconds, gentlemen ... nine 
.. eight... seven... the count 
down started. I instinctively held 
my breath and braced my shoulder 
jagainst the forward wall of the 
wre .«s Our... three... two 


- One... Zero. 
| * * 


|The Atom Blast Goes Off 


|“ ‘"IXHE great white light flared, 
and beneath my eyes the 
grains of sand and dirt on the 
trench floor assumed a bold indi- 
| vViduality, etched in sharp relief by 
an illumination kin to that of a 
photoflash bulb set off in front of 
your face. There was no heat. The 
|trench and distance protected us. 
Then the trench and the whole 
surface of the desert seemed 
caught in quick little subterranean 
convulsions. The trench appeared 
to wave and shake, the earth 
shock, little mentioned in the brief- 
| ing, was exceptionally strong. 
“Still we crouched. The sound 
came at last, like a heavy distant 
thunder, neither painful to the 
ears or terrifying to the senses. 


““At last we stood up .. . above 
us the atomic cloud was rising 
|with striking speed to enormous 
heights. Fifteen minutes after the 
explosion, the battalion combat 
teams moved forward with radi- 
|ation monitors scurrying like 
scouts before them. The steel tower 
was completely gone ... vanished. 
A typical two-story dwelling, 3,500 
feet from the ‘ground zero,’ was 
wrecked.’ 


“Well, Georgie, that’s what the 
new voice of America can do when 
it is just ‘playing with its job.’ 
Of course, that was only one of the 
‘child’s firecrackers,’ as bombs go 
. .. Perhaps if one of the big boys 
happened to drop on the Kremlin 
some evening it would be too late 
for the philosophy of Karl Marx, 
Lenin or Joe Stalin to do anything 


for you... So Watch Your Step 
Georgie ... Atta Boy ... Take It 
Easy .. . G-o-o-bye.” 


Fisher Managers 


Bill Speros, auto salesman and 
star athlete, has been appointed 
Chrysler sales manager for John T. 
Fisher Motor Co. in Memphis. 
Willis D. Lyon, salesman for more 
than 25 years, was named sales 
manager of the Plymouth depart- 
ment. 
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delphia. In 10 of these 29 states | 
preliminary steps toward inno-| 
vating the PAR program in some |§@ 


e form have been taken. Six other | 
ri = red states are about to embark on a| 
PAR while 


Highways & Safety ... 


campaign two states 
are working actively for PAR ob- 


jectives although they do not call | | 
rn oO a eS their programs by the PAR name. 

’ The remaining 11 states where | 
LITTLE more than one year| public information services, as well fakes ee ae Avonenas, | 
ago Project- Adequate Roads/|as industry. Colorado. Connecti e ut Tdaho. 

PAR) was born. Much has been + * & Sanees. Montana. Oklahoma. Ten- |i 

done since toward stimulating] go ¢ . 3 a aaa aca “ya Ph eintetes (ae 

eeded improvement of primary, | 22 States Join Activity “ham West Virginia 

econdary, urban and _ farm-to- ¥ ee whole PAR idea is predicted | = , 

narket roads. on the sound principle that 
First of all, it is generally |actual improvement of all roads— |W, Wa. Newest ‘Member’ 

agreed that the American people, | primary, secondary, urban, farm- | 7EST VIRGINIA is the most 

as a whole, took a_ greater |to-market and city streets—must iW recent of the states to initiate 
interest in road {be planned and carried forward la PAR movement, under the Army Bute Drivers Through the Mill— 


NATIONAL Safety 2nd street prob- largely within the states. lsponsorship of the West Virginia 
counci’s lems during From the very inception of |Highway Users Conference. In an Drivers of the Army's taxi service in Camp Gordon, Ga., are given a 40-hour 


the past year PAR it was realized that no | onthusiastic meeting, attended by | course in safe driving practices by civilian experts, Robert R. Lorenzana, safety 
Vd ae than in any one movement which was purely representatives of organizations training director, and Amiel C. Cook, assistant. Above, the instructors look over some 













vy i oe aa aggre = a an os both within and outside the State | of the traffic signs that are used for classroom study. 
red e desir results. at is WAY | Conference, PAR for West Virginia 

3 This — = the greatest possible stress has | got undecway. 7 . improvement based upon PAR ob- | New Home for Hardt 

TOMOTIVE ‘reflected in the | been placed upon the initiation of a a jectives. . 
ies aaa . reams of news- | PAR movements within each of While the PAR movement has|" par and the American public’s | G. K. Hardt (Hudson), of Santa 

paper, national | the individual states where |‘#ken various forms in other states, | interest in highway improvement Rosa, Calif., has moved into a new 

MEMES agazine and necessary. |the West Virginia group felt that 8| matters have come a long way in| business quarters at 701 Santa 
other material that has been During the past year, PAR ac- | Par committee should be organized|/g year and the outlook for con-|Rosa Ave. The firm has been in 
written and distributed to mil- | tivity has been started in 29 states | for the purpose of studying and/tinued progress is extremely en-| existence since 1937 and has been 
lions. }and one metropolitan area, Phila- |drawing up a program for highway | couraging, PAR officials say. expanded several times. 


A large segment of the American | 3 — - 


public and trade press is acutely 


aware of the highway crisis and 
has done a remarkable job in alert- | 

New Laws, Safety | doc age Sep 

Occupy Dealers : FASTER... 
EASIER 








ing the nation to the need for 
action. The PAR movement and 
what it is trying to do has had the 
continuing cooperation and support 
of many segments of the great | 
. 
At Pa. Sessions 
HARRISBURG, Pa.—(UTPS)—A 
series of meetings for more than 
2,200 new-car dealers throughout 
the State are being conducted by 
the Pennsylvania Automotive Assn. | 
The sessions, which are expected | 
to continue for the next several | 
months, are designed to keep} 
dealers abreast oi the latest| 
developments in_ legislation, | 
progress of the _ driver-training 
program in high schools, the State 
highway system and other matters. | 
Cc. S. Klugh, of Harrisburg, 
general manager of PAA, also an- 
nounced plans for a series of in- 
spection meetings for dealers and | 
their mechanics to be held prior | 
to the start of the next motor 
vehicle inspection campaign, which 


Carrum eel 
Tm Umer RS laf 
Fu Mee 


LUT tee le 


opens May 1. Among the subjects 

tc be discussed will be rules and and Rear Wheels 

regulations to be carried in a new y y 4 

State book on inspection. UL RY EI 
The important role new-car y7) the Car. 


dealers play in the advancement of 
the driver-training program in the 
State’s high schools is among the 
subjects being stressead at the 
dealer meetings. Pennsylvania 
cealers now are furnishing more 
than 350 dual-control cars to 
schools. The versatile, easily-installed 


emer 


Power(ful) Brakes 


Units in Chrysler Tests Take 


| 


HUNTERS 





. . sc’ s 

1% Million ‘Stops More than ever, the Hunter Balancer is an outstanding 
e | : : 
set the laboratory pace in testing | ™ installation. The profits from a Hunter Balancer are so great 
Noonan ee a which | that it can pay for itself in just a few days’ time 
ave already been installed on more si 
than 200,000 Chrysler and DeSoto With a Hunter you can make up to 33 times the profit 
cars, the company reports. you make Bg ae ee 


A special machine, designed by 
Chrysler engineers, tests the en- 
durance of the power units for 
these brakes. HUNTER PETAL! eT era 

A driver, making normal stops 
even from speeds as high as 50 Hunter Avenue and Ladue Road St. Louis 24, Missouri 
miles an hour, seldom develops 
brake line pressures beyond a 
range of 160 to 260 pounds per 
square inch. Yet each time a power 
brake unit is applied by the ma- 
chine, it generates pressures from 
1,000 to 1,400 pounds per square 
inch in the brake lines. 

Nevertheless, the units being 
tested are required to deliver at 
least 500,000 of the emergency 
stops” without failure. And it is 
not uncommon for them to com- 








To HUNTER Engineering Company 
Hunter Avenue and Ladue Road, St. Louis 24, Missouri 

Send me more information about Hunter 4-Wheel, 
on-the-car balancing. 


AN 4.53 


plete 1,500,000 maximum appli- Dinh bende cach secckeeews *eeeer eee eee eee ee eeereee eres 

cations without a _ breakdown, 

Chrysler says. IS jin cac apieiisies's 6a ssh 0s4nga't o00knee eh Aha aches awhens 
Crudgington Remodels NR itis ot bin dot binbs oso 0:6 abin'* éhdbine dik (eaamnine<wies 


Bob Crudgington (Studebaker), 
of Amarillo, Tex., has remodeled 
his showroom at 207 Taylor Ave. 


Es 6 a0 WA aces Wake ni been cos sc ceewakeckaeis 














hy, 
Z cently received Chevrolet awards 
showing them to be top men in 
southern California in their 
| spective classifications. 

| Kellett Opens Showroom | The awards were 
|Dr. Robert Thompson, 


George Jovan has been named 
truck sales manager of Luby Chev- 


rolet Co., of Baltimore 
o * * 








yo 


|| For Display of Trucks 






The Ford Dealers Advertising Assn. of the Salt Lake City district recently held a| York’s only showroom exclusively | 
meeting of its board of directors to elect the executive committee and to schedule; devoted to truck display.” 
ads for the second quarter. In the front row (from left) are Howard Eaton, Emmett, * * * 

Id.; Roy C. Davidson, Boise, Id., new president; H. C. Warner, Salt Lake City, vice- 2 Calif. Salesmen Win 

president; Max J. Bishop, Layton, Utah, secretary-treasurer, and William Thorley, 

Cedar City, Utah. Back row: W. B. Churchman, Jerome, Id.; Lawrence Heagle, Hailey, Awards from Chevrolet 
Richard B. Burt, sales manager | 


: i P , Utah; G B. Schotte, Butte, Mont., and H. F. Van Atta, ° 
Id.; Paul D. Vincent, Provo, Uta eorge chotte, Butte, Mont., an an a | a McDonald & OBoyle (Oldsmne.| Walls Reenters Business 


Blackfoot, Id. > 
——— bile-Chevrolet), Monrovia, Calif.,| C. M. Walls has come out of 
and Mason Maggard, salesman, re-' retirement and purchased Silcox 


Jacks Starts Dealership 


Lloyd Jacks, formerly of Camden, 
Ark., has opened an auto dealership 
in Arkadelphia, Ark. 


* * * 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 


Why specify 
“WARMED-OVER” AXLES 
designed prior to World War I1? 





TDA builds the only “family” of 
advanced-related design front and rear 
axles and six-wheel units in a complete 
range of capacities for motor trucks and 
buses. Also trailer axles and brakes. 


THE TIMKEN-DETROIT AXLE COMPANY e 


WORLD'S LARGEST MANUFACTURER OF AXLES FOR TRUCKS, BUSES 
PLANTS AT: Detroit and Jackson, Mich. © Oshkosh, Wis. © Utica, N.Y. © Ashtabula, Kenton and Newark, Ohio ¢ 


Detroit 32, Michigan 


AND TRAILERS 
New Castle, Pa. 


re- | 


presented by| 
sales psy-| 
| chologist, who conducted an eight-} 


" e cs We Ed Kellett, Ford dealer of | week course in salesmanship and| 
4 ' ee ae N. sca tae i Ded & | psychology which the two men at- 
ruck showroom at 1923 E. Ridge | tended 
Salt Lake Ford Dealers Study Ad Plans— Rd, described as “western New sy 


Motors (Willys), of Sarasota, 
Fla., which he will operate under 
the name of Walls Motor Co. 
Walls formerly operated dealer- 
ships in Princeton, W. Va., and 
Elkin, N. C. 


* * . 


Kierce Guides Chamber 
Brunson Kierce, Greenville (Ala.), 
auto dealer, has been _ elected 
president of the Chamber of Com- 


merce there. 
* * > 


Willys Dealer Arcure 
|Occupies New Building 

Steve’s Auto Sales (Willys) has 
moved to its new building at 617 
Detroit St., Ann Arbor, Mich. Steve 
|Arcure, owner, entered the auto 
|business in 1928 and took on the 
| Willys line in 1946. 


” 


Morgan Joins IH Deal 


| Edward W. Morgan is a new 

partner in Atchison Truck & 
Tractor Co., of Atchison, Kans., 
International Harvester dealer- 
ship. Morgan was associated with 
Harvester for a number of years 
as a territory representative and 
later as a dealer. 

* * e 


Kelly Sells Outlet 


H. F. Kelly, for 12 years owner of 
Tobacco City Motors, Inc. (Ford), 
| Wilson, N. C., has announced the 
| sale of his business to J. D. Cooke 
and J. C. Bradley, both of Golds- 
boro, N. C. 


* x 


Kindel Named Director 


A new member of the board of 
directors of the Los Angeles Area 
Dodge Dealers Assn. is Wallace 
|Kindel, junior partner in Kindel 
|Motors (Dodge- Plymouth), Mon- 
| rovia, Calif. 
- * . 


New Buick-GMC Firm 


| HL E. Wallis, of Syracuse, Kans., 
|and Van Trussell, of Kendall, Kans., 
have opened a Buick and GMC 
dealership in Syracuse. Wallis 
|formerly was manager of Western 
| Chevrolet Co. in Syracuse. Trus- 
| sell is a farmer and stockman. 
* ” * 


Haldeman Succeeds Savage 
|In Presidency of Firm 
Henry F. Haldeman has be- 
come president of Savage-Halde- 
man Pontiac, of Los Angeles, 


| after the death of his partner, 
Clair R. Savage. 


W. C. Savage, son of the late 
Clair Savage, has become vice- 
president and general sales man- 
ager, with Robert W. Swartz as 
his assistant. Fred W. Ryan was 
named vice-president and general 
manager. 

* ” 2 


| $250,000 Outlet Planned 


By DeMontrond in Houston 


A $250,000 outlet will be con- 
| structed in Houston to house the 
|new DeMontrond Buick Co., headed 
| by George DeMontrond. 

Two main buildings are planned. 

|One will contain a showroom and 
offices, the other the main shop and 
parts department. The latter build- 
ing will be double-decked with roof 
parking. 

There will be 4,000 square feet of 
floor space in the office and show- 
room structure, and 23,000 square 
feet of space on each deck in the 
parts and shop building. 

a. * eo 


Star Motor in Indiana 


Bought by Two Aides 


| William Hope and John Luxem 
| have bought Star Motor Co. (Ford), 
Longansport, Ind., from Earl A. 
Jennings and will operate the deal- 
ership as Hope-Luxem Co., Inc., 
| with Hope as president and Luxem 
as vice-president and treasurer. 
Jennings, who is retiring, has 
| operated the dealership since 1940. 
| Hope had been vice-president and 
| general manager of the outlet for 
seven years, and Luxem had been 
| secretary-treasurer for three years. 
| * * * 


| Foothill Chevrolet Dealers 


| Name Pollard President 


| The Foothill Chevrolet Dealers 
| Assn., representing the San Fer- 
{nando Valley and other points in 
| southern California, has elected the 
| following officers: 

Martin Pollard, of North Holly- 
| wood, president; M. K. Smith, of 
Ontario, vice-president; Vern 

(Continued on Page 25, Col. 1) 
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(Continued from Page 24) 


Harding, of San Gabriel, treasurer, 
end Glenn S. Roberts, secretary. 
Directors are Dan Clay, of Pasa- 
dena; Tom Brown, of Burbank; 
Stack Stachler, of Palm Springs, 
nd Dan Potter, of Alhambra. 
s = * 


then a village of 200. Together | 


with his son, Albert, he developed 
the firm into a leading dealership. 
Wilbert W. Busse, a grandson of 
the founder, is now president, 

* * * 


_ AUTOMOTIVE NEWS, APRIL 6, 1953 


25 





Kurz Motors, Fresno, secretary. 

Directors elected were Morris J. 
Landy, Landy Motors, Alameda; 
Albert E. Schlesinger, S & C Mo- 
tors, San Francisco; Clarence J. 
Tracy, Tracy Motor Co., Woodland; 
E. H. Balsiger, Klamath Falls, and 
Cc. C. Doyle, Susanville. 

* * : 


Richmond (Calif.) Chamber 
Elects Thompson President 
Del F. Thompson, owner of Con- 


FE; F t Mullen Donates to Church | 
r acts | Joe Mullen, Chevrolet dealer on 

igue oa : Vermont in Los Angeles, has|N, C, Dealers Hear Newspaper Ad Ideas— 
343 Years Total Business Age |donated a new Chevrolet to St. 


On L. A. Auto Mile | Bede's Church in La Canada. 


* 


The Downtown Figueroa St. New- Ford Dealers on Coast Elect 
Car Dealers Assn., of Los Angeles, 


tra Costa Motors (Buick), Rich- 
mond, Calif., has been elected presi- 
dent of the Richmond Chamber of 


. a .. | Commerce. 
The Salisbury (N. C.) Post recently invited 20 dealers of the area to see ao movie, | Active in Richmond civic affairs 


ie M - i : . : . 2 
ter, mony Cor, ew Hon Eanoner” ond We fee on xeentio ote a |gince he soguged his Bulck fran 
9 og oie 9 y : ss, President of the | chise in 1943, Thompson was presi- 


Salisbury Automobile Dealers Assn., the plan was well received. dent of the Kiwanis Club in 1944 
claims that during the total 343 Minto to Head Ad Group TS - —~| iin of the Ton Ve ce 
years its 11 members have been in| Dan C, Minto, Burlingame (Calif.)|ceeds Earl C. Dahlem, partner-|Sanderson, Sanderson Motor Co.,|Committee, director of the Rich- 
business, they have sold scores of |dealer, has been elected president|manager of William L. Hughson] Petaluma, vice-president; John H.|mond Boys Club and chairman of 
the 2,700 makes of cars which have |of the Ford Dealers Advertising|Co., San Francisco. Eagel, John H. Eagel Co., Stockton,|the Salvation Army fund-raising 
been manufactured during the past | Assn., Richmond District. He suc-| Other officers elected were: A, W.|treasurer; Fred H. Kurz, Fred ' campaign. 

50 years. eerie ic emanates ; le ee a 

Of the 21 surviving makes, the 
13 leading cars are sold at Down- 
town Figueroa Automotive Head- 
quarters. 

The largest dealer in the world 
is said to be located on Figueroa 
St., and most of the 11 new-car | 
dealers on Figueroa Auto Mile are | 
rated the largest in the world for 


particular makes of cars. 
+ * * 














Unsafe Occupation 
Safecrackers blew a _ safe at 
Willys Sales and_ Service, Old | 
Forge, Pa., onlv to find it empty. | 
However, the thieves obtained an 
estimated $500 worth of batteries 
and other accessories. 
* * * 


Racers Honor Estes 
Robert Estes, Lincoln -Mercurv 
dealer of Inglewood, Calif., has 
been elected vice-president and a/| 
member of the board of the! 
National Championship Racing Car 
Owners Assn. —_ | 
+ 


Boston Chevrolet Group 


Headed by Mitchell 

W. H. Mitchell jr., of Waltham, | 
has been elected president of the | 
Boston Metropolitan Chevrolet) 
Dealers Assn. 





Hypoid’ Gearing 


CUTS TRUCK MAINTENANCE COSTS 
—ADDS EXTRA MILEAGE 


* * 


Del. Top Aide, a Dealer, Sets 


Example in Business Conduct | 

Lt. Gov. John W. Rollins of | 
Delaware, who is a Ford dealer | 
among other things, has in- | 
structed key personnel in all his 
businesses not to sell anything to 
the State. 

He also has asked State of- 
ficials not to order anything | 
from his companies or invite any 
bids from them. 

e 


Years were spent in developing, 
testing and proving Hypoid for 
use in heavy-duty trucks 


Southern Calif. DeSoto Group | 


Elects Herrick President 


Doug Herrick, president of Her- 
rick Motors (DeSoto-Plymouth). of 
Los Angeles, has been elected 
president of the DeSoto Dealers 
Assn. of Southern California. 

He also was a delegate to the 
recent national dealer conference 
in Detroit. 


Soned for Safety 


Kansas Dealers Help Set Up 
Track for Youth 


Dealers and auto owners of Hoi- 
sington, Kans., met recently at 
Murdy-Iannitti Motor Co. to organ- 
ize an auto association with the 
purpose of helping youngsters let 
off steam. 

Under discussion was the problem 
of juvenile delinquency. The club 
will try to help youngsters work 
off energies with auto racing. 
Hoisington has a City-owned half- 
mile dirt track that will be availa- 
ble for racing. 

Peace officers who attended the 
meeting assisted in setting up a 
safety program. 

= 





Truckers today are getting more miles per truck, under 
tougher operating conditions, than ever before. Such major 
improvements as Hypoid gearing, developed and built by 
TDA, are increasing truck life and reducing maintenance 
in spite of the heavy schedules of a defense economy. 


in all three types of final drives—single-reduction, double- 
reduction and two-speed double-reduction—in a complete 
range of capacities. 


Although a relatively new development, Hypoid truck 
axle gearing has been fully tried and proved. Billions of 
ton-miles have been rolled up in actual on-the-job opera- 
tion since it was first introduced to truckers by TDA a 
few years ago. Find out why you should insist on rugged, 
dependable Hypoid gearing in the next medium- and 
heavy-duty trucks you buy. Write to TDA for an informa- 
tive, illustrated booklet on Hypoid gearing. 


Used on many makes of automobiles for more than a de- 
cade, Hypoid gearing is strictly a postwar development in 
medium- and heavy-duty truck axles. TDA, realizing its 
inherent advantages, spent years developing and testing 
before the first Hypoid-geared truck axles were placed in 
mass production. Today, only TDA offers Hypoid gearing 





* - 


Packard Dealer Quits 
Packard Motors of Lake Charles, 
Ine., Lake Charles, La., has filed 
notice of dissolution with the 


secretary of state. 
* * * 





THE TIMKEN-DETROIT AXLE COMPANY 


HYPOID PINION IS OFFSET FROM Detrolt 32, Michi 


THE CENTERLINE OF THE GEAR. 
Asa result the pinion is bigger and 


A COMPLETE “INDOOR PROVING GROUND” makes 
it possible for TDA engineers to test heavy-duty 
truck axles under the same conditions as those that 
are actually encountered on the toughest stretches 
of America’s highways. Truck axle torques and 
speeds can be reproduced, and repeated accurately, 
time after time. Advanced engineering facilities like 
this enable TDA to design and build the finest 
truck and bus axles in the world. 


stronger. Bearings are bigger. 
More teeth are in contact, reduc- 
ing loading per unit of contact area. 
Torque transmitting capacity is 
increased. Slower gear ratios are 
practical without loss of strength. 


WORLD'S LARGEST 
MANUFACTURER OF AXLES FOR TRUCKS, 
BUSES AND TRAILERS 


Busse Motor Celebrates 


10 Years in Business 
Busse Motor Sales, Inc., Chi- 
cago, which claims to be Cook 
County’s oldest Buick dealership, 
has celebrated its 40th year. | 
The firm was founded by Wil- 
liam Busse in Mount Prospect, | 


PLANTS AT: DETROIT AND JACKSON, MICH. @ OSHKOSH, WIS. @ UTICA,N.Y. @ ASHTABULA, KENTON AND NEWARK, OHIO @ NEW CASTLE, PA. 
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Sales Conditions in Various Areas otal 





Auto Market Reports 


Augusta, Ga. 

Used-car dealers in Augusta re- 
port that sales were off a little in 
February, but believe there will be 
a boost this spring. Sales increased 
slightly during the first two weeks 
of March. 

There has been a fair demand 
for 1948-52 models, with the 
biggest interest shown in Chevro- 
let, Ford and Plymouth, although 
some dealers says other models 
led at their lots during the past 
30 days. Prices are generally 
steady. 

Walker-Durant Motor Co. led in 
used-car sales during February 
with a total of 116 used-cars sold 
as compared with 104 for Henry 
Darling. Some dealers are offering 
prospective buyers special bargains, 
and report this method has _ in- 
creased their larger car sales. 

New and used truck sales have 
been moderate for some time but 
a little boost in pick-ups are ex- 

























Chrome on both 
top compression 
and oil rings gives 
COMPLETE PROTEC- 
TION through entire 
area of ring travel. 


| pected in the near future.--(Julanie 
| Lampkin.) 

2 * * 

| Denver 


A report issued by the Denver 
Used Car Dealers Assn. states that 
its members anticipate a banner 
year for 1953. 


Elwood Edwards, used-car deal- 
er, sounded the general opinion 
when he said he expects the ex- 
piration of ceiling prices to be a 
boon to the industry. He further 
stated: 

“When dealers can run their busi- 
nesses without Government restric- 

tions, everyone benefits. There are 
a lot more new cars coming off the 
lines; this will mean a good many 
more used cars will be in circula- 
tion. This greater turnover should 
result in lower prices to the cus- 
tomer.” 

According to the report, there 
were 723 sales by used- -car dalers | 


Co., 


‘extra mile 


Want to give your customers sustained power.. 
economy...for more than twice as long as ordinary piston rings? 
Then install Perfect Circle’s 2-in-1 Chrome Set on every 
re-ring job! 


No doubt about it... 


in January. During the same month 
last year, sales totaled 529. 

The report further declared 
that 195 fewer cars were sold 
by individuals to individuals in 
January than a year ago. The 
reason given for this is that “the 
average customer cannot afford 
to pay the lump sum for a used 
car that most individual sellers 
demand.” 

The report said the number of 
repossesions in January was 186, | 
compared with 207 during the same 
month of 1952.—(Ira R. Alexander.) 

* 


* > 
Flint 

Flint new-car registrations for 
February increased 31.2 percent 


over the previous month, and 32.3 
percent for the first two months of 


a 
| 
| 





this year as over last, the Flint | 


Chamber of Commerce announced 
last week. 

The survey found that retail 
_sales in general for February 





Perfect 
Circle 


mee TT | 


: 


Paint Posters Brighten NADA 


Francisco attracted wide attention among 
making advertising displays since 1918. 


were up 11.6 percent from the 
same period last year, and sales 
for the first two months were up 
22 percent. 
The chamber 
were fewer welfare cases in both 
the city and the county than a year 
ago. In the city, 363 families were 


on welfare, compared with 635 8ltTrade As 


for any. 
engine! 


. better oil 


For 2-in-1 has established new standards of piston ring 
performance. It seals compression, controls oil for over twice 
as long as ordinary sets. And only 2-in-1 furnishes an alter- 
nate HiPressure spring with each oil ring to assure positive 
oil control even in badly worn cylinders. 


2-in-1 is the truly modern piston ring 
equipment! Don’t settle for less for your customers! Perfect 
Circle Corporation, Hagerstown, Indiana; The Perfect Circle 
Ltd., Toronto, Ontario. 


| 
said that there 








Show— 
The exhibit of Litho-Paint Poster Co., Chicago, at the recent NADA show in San 


visitors, it is reported. The firm has been 


year earlier. For the county, 101 
cases were reported, as against 313 
for the same period last year. 

7 * * 


Washington, D. C. 


New-car sales for February in 
Washington totaled 1,635, according 
to the Washington Automotive 
sn. Comparable sales for 
- | January were 1,596, according to 
| the report. 


By makes, sales were scored as 
follows: Buick, 104; Cadillac, 46; 
| Chevrolet, 355; Chrysler, 38; De- 
|Soto, 24; Dodge, 69; Ford, 307; 
Henry J, 2; Hudson, 20; Kaiser, 6; 
| Lincoln, 19; Mercury, 43; Nash, 22; 
|Oldsmobile, 129; Packard, 14; 
Plymouth, 319; Pontiac, 96; Stude- 
| baker, 9; Willys, 9; British Ford, 2, 


and Miscellaneous, 2. — (William 
Ullman.) 
7 * = 
Columbus 


| New-car sales in Columbus 
(Franklin County) for the first 15 
|days of March totaled 899, it is 
announced by the Columbus Auto 
Trade Assn. 
This figure is appreciably up 
from the first 15 days of Febru- 
| ary, when 747 new units were 
sold. 


By makes, new cars were sold as 
follows: Buick, 80; Cadillac, 18; 
Chevrolet, 189; Chrysler, 27; De- 
Soto, 28; Dodge, 56; Ford, 128; 
| Henry J, 3; Hillman, 1; Hudson, 11; 
| Kaiser, 4; MG, 1; Mercury, 40; 
| Nash, 40; Oldsmobile, 55; Packard, 
|20; Plymouth, 124; Pontiac, 48; 
| Porsche, 1; Studebaker, 21, and 
| Willys, 4.—(Bert Strang.) 


* * * 


Roanoke, Va. 


| Used-car dealers in Roanoke, Va., 
|are blaming television for part of 
| the poor used-car business in the 
| area. 


| Dealers say that they have had 
good deals on the fire, then lost 
them when the customer’s “little 

| woman” decided the family needed 
a television set first. 


Seriously enough, dealers say 
that television sales have hurt the 
| market for lower-priced cars in the 
area. But, they hope that spring 
will change the picture. 

Business should start picking up 
next month and really get hot by 
the end of the summer, dealers 
| say.—(T. D. Eaton.) 


* * 


Toledo 


New-car deliveries in Toledo and 
Lucas County for February were 
jlower than January but higher 
than February a vear ago, accord- 
ing to the Toledo Automobile 
Dealers Assn. 

February sales totaled 1,383. 
against 1,432 in January and 1,186 
jin February, 1952. 

Contrasted with the same 
| month last year, Buick sales 
| jumped from 74 to 115; Cadillac, 
| 18 to 31; DeSoto, 18 to 25; Ford, 
158 to 264. Chevrolet sales 
| dropped in February from 308 
| @ year ago to 295. 
Deliveries of new commercial 
|vehicles totaled 125 in February, 
| compared with 153 in January. 
|Dealers sold 2,143 used cars and 
trucks in February, against 1,979 
in January. Casual, or person-to- 
person, sales of used cars amounted 
to 877 in February, and 1,016 in 
| January.—(Dick Roberts.) 


| Manly Starts Willys Deal 

| Manly Willys Co., of 1609 Georgia 
| Ave. North Augusta, S. C., has been 
|opened. N. F. Manly is president. 
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Ohio Dealers Draft License Code 


COLUMBUS, O.—A new set of 
ules for Ohio’s Motor Vehicle 
Dealer’s and Salesman’s Licensing 
saw has been agreed upon tenta- 
tively by the Ohio Automobile | 
Dealers Assn. and the Registrar of | 
Motor Vehicles. | 


A public hearing on these rules 
will be held at some future date. 
OADA members are invited to in- 
form the association of their 
views or recommendations on the | 


rules or to attend the hearing. | 


The rules are as follows: | 
| 


1. No two dealers, be they used 
or new-car dealers, may 
from the same location. 


2. No applicant shall be entitled 
to a used-car dealer’s license un- 
less the financial statement sub- 
mitted with the application for 
such a license shows a working 
capital of $5,000, and no applicant 
for a new-car dealer’s license shall 
be entitled to it unless the financial 
statement submitted with the ap- 
plication shows a working capital 
of $10,000. 

3. The fact that an applicant has 
been granted a franchise from an 
auto factory does not necessarily 
mean that the applicant will be 
granted a license to sell auto- 
mobiles in Ohio unless all quali- 
fications are met to the satisfaction 
of the Dealer's and Salesman’s 
Licensing Law. 


4. Even though a dealer has been 
granted a license to sell motor 
vehicles in Ohio and has a 
franchise to sell new or used motor 
vehicles from a manufacturer, the 
Ohio dealer license may be sus- 
pended or revoked at any time by 
action of the board for improper 
use of the license or by conducting 
the sale of motor vehicles in a 
manner to misrepresent, using 
false or misleading advertising, or 
by acts of deceit or fraud contrary 
to the best interests of the general 
public. 

5. An Ohio certificate of title or 
manufacturer’s statement of origin 
in the dealer’s name must be had 
for each motor vehicle displayed, 
offered for sale or sold as a motor 
vehicle either wholesale or retail, 
beyond a mere consignment on the 
back of the previous owner’s cer- 
tificate of title. 

6. The accumulation of junked 
motor vehicles, unsightly ma- 
terial or wrecked cars on the lot | 
on which a license has been | 
originally granted shall be just 

| 


operate | 


cause for suspension or revo- 
cation of the dealer’s license. 

7. Any person, partnership or 
corporation to which a dealer's li- 
cense has been issued will not be 
licensed to sell motor vehicles for 
any other licensed dealer. 

8. The wholesale or retail sale 
of three or more motor vehicles 
by any corporation or partnership 
within anv 12-month period is pre- 
sumed to be engaging in the sale 
of motor vehicles for profit and 
therefore will require a dealer’s 
license according to the provisions 


U.S. Rubber Names| 
Clark Advisor | 


NEW YORK.—Thomas E. Clark 
has been appointed engineering 
consultant for the tire division of | 
U. S. Rubber Co., | 
with headquar-| 
ters in New York | 
City, according | 
to Howard N. 
Hawkes, general 
manager of the 
division. Clark 
had been factory 
manager at the 
company’s Chico- 
pee Falls (Mass.) 
plant since 1943. 

Harold Weigold, 
assistant factory manager at the 
Detroit tire plant, will succeed Clark 
as factory manager at Chicopee 
Falls. 

In his new position, Clark will 
work with the company’s five tire | 
plant engineers on the most ef- 
fective use of equipment. He| 
started with U. S. Rubber in 1921, | 
and served as factory manager at} 
the Indianapolis tire plant and a 








ey 
Thomas E, Clark 


a Charlotte (N.C.) shell loading 
factory operated by the company 
during the war. 


of the Dealer's and Salesman’s 
Licensing Law. 

9. The displaying, offering for 
sale or selling of automobiles or 
trucks at public auction where 
motor vehicles are the principal 
product for sale, require that all 


motor vehicles be in the name of 
a licensed dealer at the time of 
sale and assignment completed to 
the auctioned buyer at the time 
of sale in the name of purchaser 
who must be licensed dealer. 


10. Any licensed dealer who has 
salesmen must require them to 
have a license. When a salesman 
terminates his employment with 
the dealer under whose en- 
dorsement he obtained a license, 
the dealer must notify the Bureau 
of Motor Vehicles of this em- 
ployment termination and reason 
for leaving. 

11. An original application for a 
salesman’s license must be ac- 
companied by a photograph of the 
applicant. 


12. All applications for license 


shall require the photograph of 
both new and used-car locations. 


13. Section 6303-2-3 Infor- 
mation supporting an application 
for a dealer’s license must contain: 
(a) Business reputation or em- 
ployment record, (b) credit rating, 
(c) favorable report from the local 
chief of police, and (d) reports or 
endorsement of local Better 
Business Bureau, banks or some 
other responsible organization. 


14, Individual files will be kept by 
the Bureau of Motor Vehicles on 
individual dealers, and any com- 
plaints by individuals, companies 
or organizations will be added to 
the dealer’s file to be reviewed at 
the time the license comes up for 
renewal, if not before. Such com- 
plants shall be reported, when re- 
ceived, to the dealer against whom 
the complaint is made. 


15. No licensed dealer, or any 
person acting on behalf of a dealer, 
shall hold or display for sale any 
motor vehicle without having first 
taken steps to obtain a proper Ohio 








Fy 


=< ee 


| 











\ 
ley 


“What worries me is, what kind | 
of resale value will it have?” | 





certificate of title in the dealer's 
name. 
16. No licensed dealer shall 


permit an auctioneer, acting on | 
behalf of the dealer, to offer at 
auction any motor vehicle with- 
out having first obtained a proper 
Ohio certificate of title in the 
dealer’s name, 

17, Where the primary business | 
is the selling, displaying and offer- | 
ing for sale of motor vehicles, and 
the secondary business is operating | 
a body shop or a garage in further- 
ance of the selling, displaying and 
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| offering for sale of motor vehicles, 


a dealer’s license may be issued if 
compliance is had with the other 
provisions of the Dealer’s and 
salesman’s Licensing Law. (To be 
amended.) 

18. A dealer shall have facilities 
such as garage, building or lot of 
such size permitting the display of 
at least three motor vehicles, (Ap- 
proximately 2,500 square feet.) 

19. A dealer shall have an office 
on location or premises, 

20. A dealer shall display a sign 
with trade name identifying owner- 
ship, same as wall license issued. 

21. A dealer must post $25,000 
performance bond, 

22, A dealer engaged in the 
business of selling motor vehicles 
at wholesale may apply for dealer 


license plate registration but not 
dealer wall license. (To be 
amended.) 

23. House trailers, motor bikes 
and scooters are motor vehicles. 


These dealers should not be re- 


quired to have show rooms. 


O’Daniel Adds Lot 
O’Daniel Motors (Studebaker), 
Louisville, has opened a_ second 
used-car lot at 960 S. Third St. 
The lot will be managed by Mason 
Morris. 
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Nash Motors, Division Nash-Kelvinator Corporation, Detroit, Michigan AMBASSADOR 


It’s official! 


As published in “Automotive News”— 
Nash scored the greatest sales gain, 
percentage wise, of all car makers in 1952! 


And now the latest figures show 
sales for January and February topping 
all records in Nash history! 


And how does the future look? 


Every independent survey shows— 
among prospective car buyers—a greater 
preference for Nash than ever before. 


Yes, Nash started something, 

caught the imagination of America with 
Pinin Farina styling ... started the 
whole new car trend toward continental 
design, which has left its mark 

on each new offering of the industry. 


Such daring is not new with Nash! 
You saw it in the tradition-breaking 
Nash Rambler... the first car 
designed for today’s traffic—and look 
what that started! 


You saw it in the launching of the 
Nash-Healey...in the development of 
Airflyte Construction ...in many 
pace-setting Nash engineering 
achievements. 


You can be assured that Nash will 
continue to take full advantage of its 
position as an independent... with 

full freedom to dream—to dare—to build! 


to 





STATESMAN 
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Four-Letter Awards Presented to Los Angeles District Ford Dealers— 
At a ceremony last week, Walter J. Cooper, los Angeles Ford district sales manager, and A. S. Hatch, western regional sales 
manager, presented 1952 Four-Letter awards to 20 Los Angeles area Ford dealerships. In the front row (from left) are E. R. Branch, 


los Angeles; Wayne Daniels, Alhambra; Jesse E. Smith jr., Glendale; Glenn Pearson, San Diego; Ivor de Kirby, San Diego; Les | 


Kelly, Los Angeles; Hatch; Cooper; P. H. Johnston, Huntington Park; Harry Fortner, Los Angeles, and Maurice E. Buerge, Los 


Angeles. 


Second row: J. A. King, assistant regional sales manager; A. W. Carey, San Diego; George E. Fortner, Los Angeles; Jesse R. | 


Ellico, Alhambra; J. H. Wray, Van Nuys; Charles E. Cook, Los Angeles; Stockton Quincy, Los Angeles; Ben Barclay, Los Angeles; 
Carlton W. Walker, Los Angeles, and Dan R. Ashcraft, Beverly Hills. 

Third row: E. F. Kerl, western region truck manager; King Jenkins, Santa Monica; D. F. Wray, Van Nuys; Roy A. Pierce, Santa 
Monica; Freeman A. McKenzie jr., Long Beach; Howard F. Cook, los Angeles; Lowell Goode, Culver City; A. B. Cornforth, Los 


1953 __ 


| 





J. A. Kiggen jr., has been named |Co., Philadelphia, according to C 


export manager of White Motor W. Perelle, president. Since re- 
Co., with headquarters at 441/tiring from the Navy, Zeigler has 
| Lexington Ave., New York, accord-| been connected with the aircraft 


ing to T. T. Harrow, export di-| industry, primarily in engineering 
rector. capacities 
Kiggen joined White in 1921. 


Previous to his new appointment,| Ford Appoints McLaughlin 


he was eastern regional coach sales Southeast Region Sales Aide 


eee Promotion of M. S. McLaughlin, 


. - assistant sales manager of the 
Bechtol Joins Kenworth Ford division’s Chester (Pa.) dis- 


As Personnel Director trict, to assistant sales manager of 
Appointment of Charles R. the southeast region, has been an- 
Bechtol, former assistant director |nounced by C. R. Beacham, re- 
of athletics at the University of |gional sales manager. 
Washington, as personnel director, L, A. Iacocca, merchandising sec- 


* ¥ 


\of Kenworth Motor Truck Corp.,|tion manager of the division’s 
|has been announced by John G./truck sales department in Dear- 
| Holmstrom, general manager. born, Mich., will succeed Mc- 


Bechtol was a three-year football | Laughlin as assistant sales man- 
\star and also a three-year track | ager of the Chester district. 
| letterman during his undergraduate McLaughlin succeeds J. J. Walsh, 
| years. who resigned after 23 years with 
|the company to become a Ford 
dealer in Morton, Pa. 

+ 


Mack Names Kendall 


W. Denis Kendall, executive vice- 


* * * 


Zeigler Joins ACF-Brill 
| Capt. S. J. Zeigler, USN (Ret.), | 
|has been appointed development 
| manager of research and de- 








Angeles; H. H. Hageman, Los Angeles; Corson W. Ide, Beverly Hills; G. M. Sutton jr., Inglewood, and H. W. Nerney, Los Angeles. ‘velopment for ACP-Brill 


GRAND OPENING 
WEDNESDAY, APRIL 15th 


FLINT AUTO AUCTION, INC. 


FLINT, MICHIGAN 











3711 WESTERN RD. 
WITHIN CITY LIMITS 


LARGEST AND FINEST AUTO AUCTION FACILITIES IN UNITED STATES 


SELLERS PROTECTION: We Issue Our Check for All Cars Sold. 


BUYERS PROTECTION: Blocks, Transmissions, Cranks, Rear-Ends—Guaranteed. 


Large Building 105 by 45 — 10 Acres for Parking 


uctioneer--Col. Carl E. Marker 


DOOR PRIZES ‘‘$400’’ FIRST SALE 


Tasty Food — Served by Famous "Checker Barbecue" Restaurant 


Phone 9-4492 


<< Sale Every Wed. 12:30 P.M. 22: 


TVs IN EVERY ROOM FOUR MILES TO AIRPORT 


Ray Williams, Pres. Howard Lintz, V-Pres M. D. McCollum, Treas. 


Motors | president of Brunswick Ordnance 


Corp., a subsidiary of Mack Trucks, 

|Ine., has been appointed a vice- 
president of Mack Mfg. Corp. and 
will direct manufacturing at all 
|Mack plants. Kendall will make 
|his headquarters at the Allentown, 
| (Pa.) plant. 


* * * 
Hertz System Grants 


|Promotions to Three 


Three promotions in Hertz Driv- 
| Ur-Self System, Inc., have been an- 
| nounced by Walter L. Jacobs, presi- 
dent. 

Edward G. Dorsett will become 
assistant to D. E. Kern, Pacific 
coast manager, specializing in sales. 
| He replaces Victor G, Phillips, who 
is retiring after 21 years with the 
organization. 

Ed M. Armstrong jr. replaces 
Frank Goldsmith as manager of the 
Flint station. Goldsmith is retiring 
after 26 years. 

Harold Leland is the new man- 
| ager of operations in the San Fran- 
cisco area. 





American Brake Shoe Unit 


Promotes 3 Sales Aides 


Three appointments have been 
announced by the sales department 
of the Brake Shoe & Castings 
Division of American Brake Shoe 
Co. John F. Ducey jr., has been 
name vice-president, George E. 
Anne becomes assistant vice-presi- 
dent and Daniel J. Wagner is 
district sales manager. 

Ducey joined the division in 1936. 
He was appointed district sales 
manager in 1949 and assistant vice- 
president in 1951. He is located at 
the San Francisco office. 

Anne, a sales _ representativ:: 
since 1925, is located at the 
Philadelphia office. Wagner, who 
joined the division in 1946, became 
a New York sales representative 
in 1947. He will be located at th- 
Chicago office. 

+ * + 


Chevrolet Selects Hopkins 


As Sales Promotion Aide 


Appointment of Fred T. Hop- 
pins jr., former assistant zone 
manager at Flint, as assistant 
manager of sales promotion for 
Chevrolet, has been announced by 
W. E. Fish, general sales man- 
ager. 

Hopkins has been with Chevro- 
let since 1936, when he started at 
Flint as a time clerk. He has 
been in the central office, Detroit, 
and in zone offices at Buffalo, 
Cleveland and Norwood, O. He 
was Flint regional organization 
manager before being made as- 
sistant zone manager there. 

| aa * * 


Buick Divides Los Angeles 


Into 2 Sales Districts 


Buick has reapportioned the Los 
Angeles area into two districts and 
j}has named J. R. Hendrix and 
| Walter Klock as district managers, 
|according to P J. Kelly, Los An- 
| geles zone manager. 
| Hendrix’s former status as man- 
ager of the Los Angeles city district 
remains unchanged, but with super- 
vision over reallocated territory. 
Klock was district manager at 





Sacramento. His successor is 
(Continued on Page 31, Col. 1) 
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Auto Personnel 


(Continued from Page 30) 





Douglas Graham, who previously | territories, and Clifton E. Burt has 
was associated with a Buick dealer-| been named field representative in 
ship in Portland, Ore. the Memphis, Birmingham, and 

. - * New Orleans 


Burnham Heads Arco territories. 


J. B. Burnham, former vice- 
president of Arco Auto Carriers, 
Ine., Chicago, has been elected | : 
president following the resignation | tional Batteries industrial division 
of Mrs. Hazel G. Arthur. Burnham | Sales staff in St. Louis, has been 
has been associated with the firm|Promoted to district manager in 
for 19 years. Mrs. Arthur will re- that area, according to Maurice W. 


main vice-chairman of the board. | Heinritz, vice-president of indus- 
oe * trial sales. 


Wacarty Awarded Gold Pin 


For 30 Years with Ford 


Fred L. Macarty, Denver dis- 
trict sales manager for Lincoln- 
Mercury, has been awarded the 
gold pin commemorating 30 
years with Ford Motor Co. The 
award was made by Henry B. 
Daniels, Lincoln-Mercury sales 
manager for the 11 western 
states. 

Macarty started his automotive 
career in Oklahoma City buffing 
right front fenders on Model T 


Gould Promotes Burkey 


| * * * 
oe Tire Changes Setup 


In Credit, Office Personnel 


General Tire & Rubber Co. has 
announced personnel changes in 
its field credit and office organi- 
zation. 

Hoyt H. Hendricks has _ been 
promoted from office and credit 
manager of the Atlanta division to 
credit manager for the southern 
region. 

Conrad Uhrich, former district 
credit manager for the Chicago, 


NAPA Warehouse 


W. H. Burkey, of the Gould-Na- | 
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| Wilkinson Moves in Style— 

George C. Wilkinson, Mobile (Ala.) Packard dealer, made no little plans when he 
moved his showroom and service facilities to a new location. An extensive program of 
sales promotion and advertising attracted more than 20,000 visitors in a 12-hour 
period and resulted in the sale of 46 cars in a single day, 24 of them used cars. The 
ribbon-cutting ceremony is performed by Mobile's mayor, Charles Baumhaver, while 
Wilkinson looks on from the mayor's left. 


from the credit department of the 
Chicago division to office and credit 
manager of the Kansas City di- 
vision. 

Paul J. Churchwell, former office 
manager of the Houston division, 
has been named office and credit 
manager of the San Francisco di- 
vision. 


has been named credit manager for 
the west central region. 

Edward M. Gillies, of the credit 
department, in the eastern region, 
has been appointed office and 
credit manager for the Atlanta 
sales division. 


Twin City and St. Louis divisions, 
John E. Niess has been promoted 





Fords in 1923. In the 30 years | 
that followed he moved from the | 
production line to production | 
accounting. In 1940 he became 
assistant controller of the Ford | 
Kansas City plant and _ later 
served as traveling auditor for 
the company out of Detroit. 

In 1947 Macarty joined Lincoln- 
Mercury in Los Angeles as ad- 
ministrative manager and a year 
later was promoted to the Den- 
ver post. 





Silverthorn and Gorris 


Promoted by Chrysler 


Howard R. Silverthorn has been 
named plant engineer and N. R.| 
Gorris master mechanic at Chrysler 
Corp.’s Trenton (Mich.) engine 
plant, M. E. Trueman works man- | 
ager, has announced. 

Silverthorn joined Chrysler in| 
1929. He became supervisor of plant 
layout for the Highland Park plant 
engineering department in 1945, a) 
position he held until his recent 
appointment. 

Gorris became associated with | 
Chrysler in 1933. Last year he was | 
promoted to assistant master me-| 


chanic at the Trenton plant. 
* x z 


Schuelke Promoted 


Chain Belt Co., Milwaukee, has 
announced the appointment of 
Gilbert J. Schuelke as assistant 
sales manager of its chain and 
transmission division. Schuelke, 
who started with the company ir | 
1936, served in its Milwaukee | 
works and district sales offices in | 


Atlanta and Milwaukee. 
* * . 


Detroit Picks Walker 


William M. Walker jr., adminis- | 
trator of Federal regulations for | 
General Motors, has been named a 
member of the Detroit Streets and 
Traffic Commission, according to| 
Mayor Albert E. Cobo. Before) 
joining GM in 1944, Walker held 
several City posts, including 
purchasing commissioner and 


public works commissioner. 
= 2 * 


pe Mle] 
Million-and-a-Half 


| 
| in Trucks Today! 


Trailmobile Ups Lang 


Appointment of Arthur W. Lang 
as manager of the new factory 
branch of Trailmobile, Ine., in 
Dayton, has been announced bv 
William A. Burns, president. Lang 
joined Trailmobile in 1947. In 1951, 
he was assigned to the sub-branch 
in Dayton, which was _ recently 


elevated to a full factory branch. 
e * . | 


Ethyl Names Ryan 


A. F. Ryan has been appointed | 
Ethyl Corp. district manager in 
Denver, a new position, according 
to Harold R. Berg, general man- 
ager of antiknock sales. Ryan had 
been an account representative in 
Kansas City for two years. 

7 * » 


Davis, Burt Appointed Aides 


In Clevite Sales Setup 


Two new field appointments have 
been announced by R. H. Wicker- 
sham, distributor sales manager for 
Clevite Service, Inc., a unit of Cle- 
vite Corp. 

John R. Davis has been named 
field representative in the Atlanta 
and Jacksonville NAPA Warehouse 
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MAKE US PROVE 
100% to 200% Absorption 


IN YOUR 


SERVICE: DE 


PARTMENT 


We Guarantee 
To Help You 


@ Increase Customer Paid Labor Sales 
@ Prevent broken promises to customers 


@ Give your Service Manager time to 
handle his executive responsibilities 


@ Permit Shop Foreman to devote all time 


to improvement of mechanical work 
@ Bring ALL service operations to 
clock-work precision 


APPROVED BY 
ALL LEADING MOTOR CAR 
MANUFACTURERS 


We have accomplished this for hundreds 
of Motor Car Dealers . . . coast to coast. 


4 note on your company letterhead will 
bring all particulars— promptly. 


FLASH-A-CALL 
UO ae 


1112 South Wabash Avenue 
__ Dept._AN-43, Detroit 5, Illinois _ 





The right gear ratio for every situation means engines operate in 
their lowest-cost speed range. Easy shifting, greater maneuverability, 
faster get-away with Eaton 2-Speeds—reduce driver fatigue. Quicker 
full-load trips, longer truck life, less maintenance—mean minimum 
hauling costs. Proved every day by operators all over the world! 


EATON 


AXLE DIVISION 


COMPANY 


OHIO 


PRODUCTS: Sodium Cooled, Poppet, and Free Valves « Tappets »« Hydraulic Valve Lifters « Valve Seat Inserts « Jet 
Engine Parts «Rotor Pumps « Motor Truck Axles « Permanent Mold Gray Iron Castings « Heater Defroster Units « Snap Rings 
Springtites «Spring Washers « Cold Drawn Steel « Stampings «Leaf and Coil Springs « Dynamatic Drives, Brakes, Dynamometers 
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On the Financial Front. . 
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Short Position Gains 
In 7 Vehicle Firms 


By George Deery 
Associate Editor 
HE common shares of seven car 
and truck makers are in the | 


current short - position compilation | * 


by the New York stock exchange, | 
which shows the sharpest rise for 
all classifications of stocks since | 
August, 1951. 


On March 13, Chrysler was 
credited with 23,407 shares, com- 
pared with 21,281 Feb. 13; Gen- 
eral Motors gained to 48,381 from 
46,406, while Hudson wound up 
the month with 9,316 shares. A 
month earlier it had 8,901. 


International-Harvester appeared 
in the list of stocks favored by the 
“bears” for the first time in several 
months with a total of 3,338 shares, 





whereas at mid-February the ag- 





gregate for this truck builder was 
914 
* * * 
NJ ASH-KELVINATOR'S latest fig- 
ure is 7,020 against 4,570. Stude- 
baker, in the list consistently for 


Gar Wood Profit 
Slips to $280,237 


Gar Wood Industries has_ re- 
ported 1952 net income of $280,- 
237, or 22 cents a share, for the 
quarter ended Jan. 31. This com- 
pares with $395,828, equal to 35 
cents per share, in the same period 
a year ago. 

Sales for’ the 


quarter were 


boosted to $15,018,100, against $11,- 
661,752 for the corresponding three 
months last year. 





1. No amount of fancy talk will take the place 


of car performance... 





| the past several months along with 

General Motors and Chrysler, regis- 
| tered a boost in short shares to 29,- 
689 from 27,894. 

Willys-Overland, mentioned in a 
possible merger with Kaiser- 
Frazer, is tabbed with 5,925 
shares, which compared with 3,876 
in the previous report. 


One of the sharpest increases was | 


in Graham-Paige to 12,400 from 200. 


The W-O and Kaiser-Frazer merger | 


\talks may have affected Graham- 
Paige because it holds some Kaiser 


notes, according to eastern financial | 


writers. 
* * * 

| F THE four rubber companies, 
one was down. The latest total 
for Goodrich—13,010 compared with 
13,595. Goodyear gained to 10,348 
from 8,705; Firestone to 5,250 from 
5,161, and U. S. Rubber to 12,509 
from 12,412. 

The March 13 total for all types 
of companies on the Big Board 
was 1,789,995 shares against 1,648,- 
375 shares 30 days ago. 

Missouri- K ansas - Texas Railroad 
lead the list with a short side of 
80,550, as compared with 80,576 on 
Feb. 13. 








HOW to LOSE FRIENDS 


AND ANTAGOMW/ZE CUSTOMERS 





YOU'RE WRONG, MADAM, THIS ARTICLE 
WAS PERFECT WHEN DELIVERED. 


AUTOM IVE SERVICE 
~~ IaCCESSORIES 
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Federal-Mogul Net 
Off to $2,734,000 


A 3 percent decline in sales last 
year to $35,037,000, compared with 
$36,122,000 in 1951, lowered Federal- 
Mogul’s net profit for 1952 to $2,- 
734,000, against $2,915,000 in the 
preceding year. Per share income 





| was $3.22 in 1952 and $3.44 for the 
| prior year. 
During 1952, Federal-Mogul sales 


2. And if your customer doesn’t get the per- 
formance he expects, somebody’s going to 


catch it in the neck. 





3. But if you want him to think you’re the 


cat’s whiskers... 


4. Speak up and tell him to use ‘‘Ethy]”’ gaso- 


line and get all the power he paid for. 
(Of course, the timing should be set 


for “Ethyl” gasoline.) 





| of original equipment were widely 
diversified both from the standpoint 
of products sold and markets 
| served, according to an announce- 
ment accompanying the mailing of 
jthe 99th cash dividend to share- 
| holders. 

Seven different industries were 
|represented among the company’s 
top 10 original-equipment custom- 
ers, the note said, and _ similar 
diversification extended throughout 
|the customer list. 

+ . . 


Snyder, Thomas 
‘Slated to Join 
Chrysler Board 


New nominees among the 20 di- 
rectors of Chrysler Corp. to be 
elected at the annual meeting today 
(Apr. 6) are Carl J. Snyder, vice- 
president and operating manager, 
and C. B. Thomas, vice-president 
of Chrysler Corp. and president of 
Chrysler Export Corp. 

They would succeed Herman 
Weckler, general manager, and 
Carl Breer, engineering consultant, 
who are retiring. 

The corporation last year paid $1,- 
508,774 to nine officers, according to 
the proxy statement for the meet- 
ing. Amounts to each, plus esti- 
mated annual retirement benefits, 
shown in parentheses, are: 

Breer, $16,967 (none); L. L. Col- 
bert, president, $200,900 ($73,980); B. 
| E. Hutchinson, chairman of finance 
| committee, $226,000 ($60,580); K. T. 
| Keller, board chairman, $300,900 
| ($25,200). 

Owen R. Skelton, engineering con- 
sultant, $50,300 (none); G. W. 
| Troost, comptroller, $100,450 ($36,- 
| 480); A. vanderZee, sales vice-presi- 
| dent, $110,350 ($36,072); Weckler, 
| $185,400 ($41,223), and James C. 
Zeder, director of engineering and 
| research, $115,450 ($42,105). 


* * * 


‘Commercial Credit 
‘Boosts Income 


Commercial Credit Co. has re- 
ported consolidated net income of 
$19,814,307 for 1952, compared with 
| $19,713,887 for 1951, and $19,853,511 
| for 1950. 


Net income per share on the 
;common stock outstanding at the 
jend of each period, adjusted for 
| distribution of one share for each 
share held July 1, 1952, was $4.34 
for 1952, compared with $4.33 for 
| 1951, and $4.32 for 1950. 

The total volume of receivables 
acquired by the finance companies 
| was $2,907,587,057 for 1952; $2,783,- 
|942,471 for 1951, and $2,346,583,865 
| for 1950. Net income of the finance 
| companies was $12,197,428 for 1952: 
| $11,873,474 for 1951, and $10,925,044 
|for 1950. 


The total net sales of the manu- 
facturing companies was $102,223,- 
306, a record year, for 1952, com- 
pared with $99,115,875 for 1951, and 
$84,992,183 for 1950. Their net in- 
come was $4,085,265 for 1952, com- 
nared with $4,575,305 for 1951, and 
$3,531,106 for 1950. 


3M alias Peak 


$185,241,760 Intake Hikes 


Net to $16,089,995 


Minnesota Mining & Mfg. has re- 
ported 1952 sales of $185,241,760, an 
alltime high and an increase of 





Wm. L. McKnight 


R. P. Cariton 


|8.9 percent over the $170,067,527 in 
| 1951. 

| Net profit last year was $16,089,- 
995, or $1.96 a share, compared with 
| $15,738,452, equivalent to $1.92 a 
share, in the preceding year. Profits 
|before taxes last year were $41,- 
| 389,995, the highest in the firm's 
| 50-year history. 

| William L. McKnight, chairman, 
jand Richard P. Carlton, president, 
|}expressed optimism for 3M and 
|business generally for the re- 
| mainder of this year, 
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Truckin’ 


... by Jack Weed 





UR automotive outfield is weak 

on handling screaming “grass 
cutters” and has had little experi- 
ence going either to left or right; 
our infield is slow and inexperi- 
enced in cutting down opposition 
runs, and our pitchers have in great 
measure lost the art of “cutting 
the corners.” Even our coaches are 
too inexperienced on many teams. 

Funny “kickoff” for a column 
having to do with trucking? 

Well, let’s cogitate a bit. 

At home the other night I got 
thinking about the great Amer- 
ican League of automotive retail- 
ing in terms of baseball right 
after reading a story about our 
own Detroit Tigers, last year’s 
last place team that is now trying 
to stage a comeback with a whole 
lot full of new and transplanted 
players. 

For the last month or so I have 
been talking with a great many 
dealers, many of them topflight 
volume truck men. And I have sat 
in on numerous conferences having 
to do with what various groups 
are planning to do to meet the 
competitive selling period we are 
just about to enter in “league com- 
petition.” 

. + * 


‘Grass Cutters’ 

MY mind’s eye, I can picture 
the new vehicle selling outfield 

in terms of baseball. These boys on 

the selling front haven’t had to 

move around much since the war 

to keep their team ahead in the 


in the dim past, are beginning to 
believe that we may witness con- 
siderable ragged play during the 
year and may even see some teams 
blow up when the heavy pressure 


comes later in the season. 
+ 7 * 


Competitive Play 

ET’S analyze our automotive re- 

tail merchandising league. 

Starting with the team managers, 
we find that approximately 60 per- 
cent of them have never played in 
the big league in their present 
capacity, and many observers be- 
lieve that another 20 percent have 
forgotten most of the rudiments of 
fast competitive play in the 12 years 
when highly competitive team play 
has not been necessary. 

Far too many of the field men, 
who should be able to coach the 
inexperienced players on the moves 
to make, have never worked under 
a competitive market and only 
know what the scantily - written 
book tells them. ; 

The selling outfield hasn’t had 
to exert themselves very much to 
cut down runs by the opposition, 

nor have they looked at very 
many pitches that mixed up 


| curves with those high fast ones. 


Many of them, in fact, have been 
able to keep their batting average 
high by practically bunting Texas 
leaguers. They have practically 
‘Continued on Page 34, Col. 1) 





league race. There has been such 
a high percentage of balls hit di- 
rectly at them that they haven't 
had to bestir themselves overly 
much to go after hard hit balls to 
either their right or left or set 
themselves for those screeching 
“grass cutters” off the bats of hard- 
hitting buyers. 

The service infield has been woe- 
fully weak on both cutting down 
runs that got on the bases, as well 
as in manufacturing runs for its 
team. 

And the used-vehicle pitchers 
in far too many cases have prac- 
tically lost the art of serving up 
their pitches so that they look 
attractive enough for the batter 
to take a healthy swing at them. 

To make things worse, with the 
league play opening up strong in 
a matter of weeks, there doesn’t 
seem to be enough experienced or 
well-trained coaches available to 
show the present crop of players 
how to do the job effectively. 

Taking all of these things into 
consideration, many experts, who 
have gone ve gone through tough seasons 





By Jack Weed 
Truck Editor 

Aw a signal opportunity 

to create a good used-truck 
prospect list is looking them in the 
face, none of the makers has devel- 
oped any special program for tak- 
ing full advantage of the May 
Safety Campaign from a truck 
standpoint. 


Meanwhile, experienced truck 
men point out that the basic 
reason why many dealers are 
fearful of growing used-truck in- 
ventories is because they don’t 
know, or have forgotten, how to 
develop sales of used units. 


Yet, the Safety Month deal offers 
a setup, where, if the truck dealers 
get solidly behind the “Check Your 
Truck” program, the best used-truck 
prospects in the area would expose 
themselves. And, in a great many 
cases, they would provide the deal- 
er with a profit for the opportunity 
of putting themselves in a vulner- 
able position saleswise. 
x * * 


f bypeee se dealers, the experts are 
certain, who provide the facili- 
ties and manpower and invite all 
truck operators in their area for a 
free check of the 10 safety points 
pointed out in the Inter-Industry 
Safety Check program, can expect 
to have many of their best used- 
truck prospects bring their trade 
right to their shops and expose 
themselves to an “up-trade,” if not 
the purchase of a new vehicle. 
This is especially true in the 
case of older- vintage trucks, 


betes 


Nee Ld 


i cae 


Trucks Are the Target— 








A great part of the public considers trucks a safety hazard. Dealers, therefore, must 
not miss any opportunity to help make them safe. Results of last year's Florida safety 
check campaign seem to indicate that there is some basis for the public's uneasiness. 


The survey found that 39.7 percent of the 


trucks checked were unsafe. 





| whose safety check will prove 


that to put the vehicle in a fully 
safe condition will cost a consid- 
erable sum of money. That owner 
really gives the man who makes 
the check, an opportunity to sug- 
gest that instead of spending 
money on this heap of iron the 
owner use this money for the 
purchase of a truck that is in 
good and safe condition, and will 
give him good service for years 
to come. 


Of course, to make that sales ap- 
proach stick, the dealer will first 
have to make certain that the 
trucks on his used-truck lot have 
been checked for safety and all re- 
pairs made. He should also have 
checked them mechanically so that 
he can offer the potential buyer 
some sort of a warranty. 

* » * 


E SHOULD also have recondi- 
tioned his own jobs so that 
they look like good buys for the 
price tags hung on them. In every 
case the seat backs and seats 
should be like new, either rebuilt 
or replaced if badly worn. 


The chassis, and bodies if left on, 
should be either cleaned, or if they 
are in bad shape from an appear- 
ance standpoint, painted. The tires 
should be good so that the buyer 
won’t be faced with the necessity 
of purchasing new rubber within a 
few weeks. 

This is the opportunity that the 
May Safety Drive presents to 
every truck dealer, plus the abil- 
ity to pick up both parts and 
customer labor sales on the pro- 
gram. 

Only three truck factories are 
making any effort to promote the 
May Safety Program for their deal- 
er body, and not one of these, ac- 
cording to a recent survey, has 
gotten out any big signs or banners 
offering a free check to truck 
owners. 

Chevrolet is including truck safe- 
ty checks in its regular preventive 
service program, and Ford is mak- 
ing quite a deal available to dealers 
—but all this is based primarily on 
car checks with no particular em- 
phasis on trucks. 

* * * 

(= TRUCK and Coach has gone 

the farthest in its truck-aimed 
check, and, of course, as a truck 
maker has aimed all of its litera- 
ture and signs directly at trucks. 
But while special effort will be 
made in May to corral as many 
trucks in dealer shops for a safety 
check as possible, the GMC pro- 
gram is primarily aimed at a 12- 
month preventive service offered 
owners and is not geared to include 
every truck in the area of its 
dealers. 

The response last year from the 


Combination Dealers Get Profit Alert 


that it will be more important this , about 60 percent of what is realized| truck sales to car sales that will 


By Bernie Thomas 


Associate Editor 


year than ever before in postwar 


‘Ts following merchandising ad-|to show a healthy profit on truck 


vice 
harder these days by factory sales 
Officials for the benefit of their 
combination car-truck dealers: 

“Prospectin’ gets prospects for 
truck sales. If you can’t sell the 
prospect now, get him into your 
service department so you can 
sell him later.” 


No effort is being spared to im-|have been handling trucks as a| lack of demand. 
Press upon such dealers that the|mere sideline. Back 
is | “washout” 


truck side of their businesses 


is being pounded out|sales. 


Factory dealer management of- 
ficials say the day is past when 
any dealer might permit new-car 
revenue to carry the burden of 
truck sales losses, and still expect 
to remain in business. 

They say there is considerable 
| evidence that too many dealers 


in 1948, the! 
gross on a new truck 


vastly more important today than | was about the same as on a new 


it was ane 
* . 


With new-car profits getting) 


thinner, they are being warned | 


{oor for the average dealer. 
* 


opay, the average gross on a 
truck sale has slipped to only 


on a car. 
The dip in truck profits since | 
1948, say the factory people, is 
dangerous because of the almost | 
certain prospect that competition 
for both car and truck sales will 
get tougher in the future. 
| Moreover, they contend, a lack of 
|sales effort has been the biggest 
factor in declining truck sales 
profits for dealers, rather than a 


| are being told that the ratio of 





New Products 
See Page 36 


| be required of them in the future 


will not be any less than it has 


| been over the past five years. 


* * x 


Wi production lids off, the 
truck industry is set to build 
anywhere from 1,200,000 to 1,400,000 
units this year. Combination 
dealers will get the job of retailing 
more than 70 percent of the volume, 
minus units built for export and 


|military orders. 
Meanwhile, combination dealers | 


Factory market research people 
say there is more room for ex- 
pansion of the nation’s truck 
population than there is for cars. 
In prewar, there was only about 
one truck built for every five cars. 

(Continued on Page 37, Col. 1) 





May Campaign Offers Truck Opportunities ... 


Sales Clue in Safety 


truck dealers of the nation to the 
special truck kit put out for the 
May Safety Check program, it is 
learned, was so disappointing that 
even the Inter-Industry Highway 
Safety Committee has not seen fit 
to make up a special truck kit 
for this year’s campaign. 

So the truck dealer who wishes to 
take advantage of this outstanding 
opportunity to “make hay” while 
every promotional agency of the in- 
dustry is going strong to drive busi- 
ness into his shop and sales room, 
must make his own plans now as 
to how he is going to utilize the 
program, 

* + * 

VEN if there were no “money-in- 
pocket” urge from the stand- 
point of plus-service department 
sales, and potential used and new- 
truck prospect contacts, there are 
sufficient goodwill and general safe- 
ty features in the program for every 

(Continued on Page 35, Col. 1) 


Wide Parts Range, 
Alert Sales Staff 
Up Truck Profit 


PHILADELPHIA.—“Truck sales 
can prove to be the profit side of 
a new-car dealer’s business,” ac- 
cording to John A. Lafore jr., presi- 
dent of Central-City Chevrolet. 

As a service to its customers, 
the 22-year-old firm stocks special 
units for large buyers, By main- 
taining this inventory, including 
truck bodies, the firm finds it 
possible to pull out of its stock 
the special items which are 
needed by individual buyers. 

The firm, however, does not wait 
for customers to come to it. It has 
three salesmen who specialize in 
truck sales exclusively. These men 
are out on the street almost all the 
time, but they do put in about 12 
hours a week on the floor in the 
firm’s display rooms. 

J. William Burroughs, the firm’s 
truck manager, said: “We don’t 
push our truck salesmen too hard, 
but we think they should be able 
to make about eight calls a day. 
If a salesman does this five days 
a week, he has made 40 contacts 
in a week’s time. About 10 percent 
of this number should be good 
prospects, and the salesman should 
be able to sell at least eight trucks 
a month.” 

The “truck-mindedness” of the 
firm is demonstrated by the way it 
cares for customers in emergencies. 

“When a truck is wrecked or 
damaged in an accident,” Lafore 
said, “the customer usually needs 
a quick replacement in order to 
stay in business. Central-City 
Chevrolet goes out of its way to 
aid the customer at such a time. 
“It will try to swing a deal with 
another dealer, whether the dealer 
is near at hand or is_ several 
hundred miles away. Sometimes it 
will loan such a customer a truck 
while the wrecked or damaged 
vehicle is repaired. 

“While we may spend a few 
dollars in serving our customers 
during emergencies, our efforts are 
rewarded in the good-will which we 
build.” 

Central-City Chevrolet is located 
in the heart of this city at 23rd 
and Chestnut street. While the 
location has made it possible for 
the firm to “fall over” a car or 
truck deal occasionally, it has built 
up its truck business primarily by 
rendering service, according to La- 
fore. Truck sales have been in- 
creasing consistently since the com- 
pany began to do business and if 

(See PROFIT, Page 35, Col, 1) 
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Truckin’... . 








by Jack Weed 


(Continued from Page 33) 


lost the art of manufacturing 
runs one at a time through team 
play and fast base running. 

As for roving the field and en- 
deavoring to outguess the batter, 
so that they will be in position to 
catch the ball when it comes—well 
that takes exertion and _ work, 
study and concentration, and just 
hasn’t been in the books since sell- 
ing came back into the business, 
in far too many cases. 

But if these boys on the selling 
team are going to stay in the big 
league, they are going to have to 
roam the outfield and be alert to 
knowing where to be when the sale 
leaves the bat of the man at home 
plate. They are going to have to 
learn to work on the pitcher and 
develop a run out of what might 
now or last year have resulted in 
an infield out. 

a + * 
All Fast Balls 
ND that service infield, which is 
not only charged with cutting 
down the opposition’s runs by good 


team play but which also must | 
manufacture its own quota of runs | 
|for the team— well the play for | 
some time has been strictly sandlot, | 
in the eyes of most experienced 
observers. 

January saw the lowest sales per 
repair order contact in many years, 
and this at a time when absorption 
of gross was so necessary to keep- 
ing dealership gross at a satisfac- 
tory level. Here and there in the 
truck business, a service infield will 
work together to really develop and 
maintain customer appreciation of 
the product and weld the customer 





to the dealership by the type of 
service that is dished out. But, in 
the main, the satisfaction of the 
all-important customer has _ been 
practically forgotten. 

And the pitchers, who are 
charged with keeping used-ve- 
hicle sales in line with industry 
selling ratio at a profit or very 
small loss, seem to have lost the 
art of dishing up anything but 
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Class Presents Portrait to Ford School— 


Members of Class F-13 of the Ford division's merchandising school presented this | 
picture of the late Henry Ford to the school at the conclusion of recent graduation | 


ceremonies. It will hang in the school lounge in Mr. Ford's residence-laboratory, Fair 
Lane, in Dearborn. From left are John Heflin, school manager; Frank J. McGinnis, 
manager of advertising, sales promotion and training; L. W. Smead, general sales 
manager, and Gerald A. Stoltenberg, Omaha district field manager, representing the 
57 members of the class who contributed the picture. 


at least the better trades and have 
insisted that their dealers keep the 
used stuff moving at a maximum 
rate. The dealers, who have rolled 
up their sleeves and followed these 
“rules of the game,” are not in too 
bad a shape now. 

These dealers know that there 


pace, the art of serving up the 
hard ones so that they look easy 
to the batter, and the ability to 
figure out the weakness of each 
individual batter, seems to be a 
lost art. 

Some factories have consistently | 
insisted that their dealers keep | 


straight fast ones. The change of |their used lots active in retailing! are buyers out there for practically 
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Here at last is an accounting machine so swift, so 
efficient, so simple to operate, that it brings bigger savings 
to every job—does all jobs with unerring accuracy! 


The Sensimatic’s amazing effort-free speed comes from its | 
exclusive sensing panel or “mechanical brain” that automatically 
directs it through every accounting operation. Its superior 


us teghe-epced jp 


design makes the operator’s work easy. There is less 


to do—less to learn. Automatic controls, continuous visibility 


of work in progress, and complete keyboard control, 
reduce operations and chance of error—provide 
peak production on every accounting job. 


Get the facts today about Sensimatic’s astonishing 


record of low-cost, 


high-speed operation! Call 


the Burroughs office nearest you. It’s listed in the 
yellow pages of your telephone book. Burroughs Adding 


Machine Company, 


Detroit 32, Michigan. 


CHANGE JOBS INSTANTLY ... at a turn of the job 


selector knob. Any four 


different accounting oper- 


ations controlled by one sensing panel. Any number 
of panels can be used, so there’s no limit to the 


number of jobs a Sensimatic will do. 


WHEREVER 





IT DOES THESE JOBS 
—AND MORE! 


Accounts Receivable Ledgers 
and Statements « New-Car Deposits 
Monthly Financial Statement 
General Ledger ¢ Payroll 
Accounts Payable « Age Analysis 
Revenue Distribution 


Now there ate ive ! 


Sensimatic 500 with 19 totals 


Sensimatic 400 with 9 totals 
Sensimatic 300 with 11 totals 
Sensimatic 200 with 5 totals 
Sensimatic 100 with 2 totals 








THERE'S BUSINESS THERE'S | Burroughs 


any piece of used stuff that should 
be resold, They have learned how 
to go out and find these buyers 
when they don’t come to the lot 
looking. They have also come to 
realize that, in the main, the only 
prospects that come to the lots are 
the “shoppers” who are continually 
looking for the “low-dollar” buys. 
a * - 


Hot Prospects 


a TEST, they have learned that 
if they can get their salesmen 
to take a good looking piece out on 
|a cold canvass, the salesman will 
|}usually come up with not only a 
| flock of prospects for used stuff but 
| will also drag back a few new hot 
leads for new vehicle sales. 

This was demonstrated very aptly 
recently by a zone truck manager 
for one of the major companies, 
who took the greenest salesman of 
a dealership in a tough metropoli- 
tan area out for one day of cold 
calls. They drove a 1950 pickup and 
| started off calling on gasoline sta- 
tions and independent service sta- 
tions that had bought used pickups 
in the past, but quickly switched to 
calling on every firm they thought 
might have use for a pickup on the 
street they were working. 

Due to other work that had to 
be done, the zone man was able 
to spend only about four hours of 
the day with the salesman. The 
zone man made the green sales- 
man (who knew nothing about 
trucks except that they had en- 
gines and carried things) do all 
the talking. He didn’t enter into 
any discussion on any call, 
| The result of the one test? 

Two firmed sales and 16 addi- 
tional hot prospects that should 
develop in 30 days or less. This 
|}zone man is watching the “play” 
closely to see what the “bring- 
home-the-bacon score” will be 30 
days after the experiment. 

* * * 


Watch Used Lots 


—_— are thousands of good 
sales out there in the brush, if 
|any dealer will send out some bird 
| dogs with the ability to flush them. 
| Total registration figures indicate 
|that there not only are thousands 
of older models of trucks that have 
| long passed their economic life and 
cost the owner more to operate 
them than they are worth, but all 
truck men know that there are 
also other thousands of trucks now 
being used that don’t fit the jobs 
they are being used on. Many of 
these trucks the buyers had to take 
because they were the only vehicles 
available at the time when pur- 
chased. 


As all factories and most deal- 
ers must know, under our present 
economy at least, the first slow- 
down of new truck sales will 
come as a direct result of stag- 
nated used-truck lots. 

This year’s May Safety Month 
can be used by truck dealers, who 
get active in the promotion of the 
event, to bring many of these ve- 
hicles into their service depart- 
ments for inspection. In doing this, 
the owners will expose themselves 
to trading possibilities, if the dealer 
is alert. 

And the best part of the whole 
May safety promotion is that previ- 
ous experiences have proved that 
offering free inspections will pay 
off handsomely in parts and cus- 
tomer labor sales. 


Leyland Reduces 


Bus, Truck Prices 


LEYLAND LANCASHIRE, Eng- 
land.—Leyland Motors Ltd., has 
announced price reductions on all 
its bus and truck models in current 
production. 

Cuts in list prices apply both to 
home and export vehicles and vary 
according to the model, the firm 
said. In the case of some home 
goods chassis, reductions exceed 70 
pounds ($196) which, when 
purchase tax is taken into con- 
sideration, will mean a saving to 
the buyer of nearly 100 pounds 
($280), it is said. 





Everett Succeeds Father 


A. W. Everett has been named 
president and general manager of 
Dominion Motors, Ltd., of Winni- 
peg, succeeding his father, Horace 
Everett, who has retired. Another 
son, Douglas, became vice-presi- 
dent. 
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May Safety Campaign Has Profit Potential . . . 





Truck Checkup Invites Sales 


(Continued from Page 33) 
truck dealer to use it to good ad- 
vantage. 
As the GMC promotional pieces 


| 





not only a tremendous customer la- 
bor and parts sales business out 
there on the highways just waiting 
for some enterprising dealers to in- 


point out, trucks are the target of|vite it into their shops, but that 


tar too many police and safety offi- 
cials, as well as too large a segment 
of the public who look upon trucks 
as the greatest safety hazards on 
our highways. The dealer who has 
his money invested in merchandis- 
ing trucks cannot sit idly by and 
do nothing to eliminate that hazard 
to his business. 

Nor should the truck dealer de- 
ceive himself into thinking that 
there is no basis for this bad 
feeling. 

For instance, in the figures re- 
leased by the Florida Highway Pa- 
trol and the Florida Automobile 
Dealers Assn. at the end of the 
safety drive last year, it was found 
that among the 169,576 vehicles 
checked, 39.7 percent of the trucks 
were found unsafe as compared with 
31.4 percent of the cars. 

The truck “unsafe” figure showed 
a jump of approximately 46 percent | 
from the year before when but 27.2 
percent of all trucks were found | 
be unsafe. 

7 + + | 

F THIS increase is a general| 

trend, and across the country | 
39.7 percent of all trucks are in 
such bad shape from a safety stand- 
point that they cannot be given an 

okay by the dealers who check 
them, then it follows that there is 


Profit 


(Continued from Page 33) 
now boasts that it is “the largest | 





Chevrolet truck dealers in the 
east.” 
The firm goes after individual 


truck sales as well as multiple-unit 
sales. Its biggest multiple-unit sale 
was for 50 trucks. 

Central-City does not have an 
extensive advertising program, 
but its does distribute a monthly 
bulletin to 18,000 truck owners. 
It is not able to measure the 
drawing power of this form of 
advertising, but believes that it 
has helped to increase sales of 
parts as well as trucks. 

Besides maintaining a large stock 
of parts, it has a truck which car- 
ries on a delivery service of parts to 
customers, and has its own paint 
and body shop for cars and trucks. 
It can put shelves into trucks, paint 
them, and put the customer’s name 
on the truck within its own shop, 
Lafore said. 

Aside from the salesmen who deal 
exclusively with trucks, the firm’s 
other eight salesmen also can 
handle truck sales. The tirm has 
sold 450 to 500 cars annually dur- 
ing the past several years, and 
expects to go over the 550 mark 
tnis year. 

“We have translated our interest 
in truck sales into action, and we 
are not resting on our laurels,” La- 
tore deciared. 


Ton-Mile Tax Law 


Repealed in Idaho 


BOISE, Id.—The Idaho Legis- 
lature has repealed the state’s 
ton-mile tax law because, ac- 
cording to Gov. Jordan, it was 
too costly and involved to ad- 
minister, and constituted a 
problem in working out reci- 
procity with other states. 

In place of the 1951 law the 
Legislature has substituted a 
truck licensing bill whereby 
trucks will pay a flat fee rang- 
ing from $10 for those under 
6,000 pounds, up to $310 for 
those over 40,000 pounds. Trucks 
over 24,000 pounds will pay use | 
fees ranging from $30 to $160 
for those over 40,000 pounds. 

Use fees for trucks using | 
diesel, propane, or butane range | 
from $40 to $200. Trucks, be- | 
tween 24,001 and 26,000 pounds 
gross weight, traveling more | 
than 30,000 miles, will pay an 
additional tax of $10.45 per 1,000 
miles. The scale is graduated 
upward to $13.30, plus 45 cents 
for each 2,000 pounds over 40,- | 
000 pounds gross weight, for 





each 1,000 miles traveled, The 
new law becomes effective Dec. 
3L 





there also must be a tremendous 
potential of both used and new- 
truck prospects waiting for someone 
to give them just one good reason 
why they should buy a new job. 
First among the things that 
were found to be most defective 
in the trucks checked were rear 
lights — 18.9 percent —and there 
isn’t a truck dealer in the coun- 
try who can’t make money re- 
placing truck rear lamps which 
have outlived their usefulness. 
Brakes were second, with 17.9 
percent of the trucks found to have 
faulty brakes. Any dealer knows 
that brake work is one of the most 
profitable items in his service shop. 
Exhaust systems were third on 
the list with 11.3 percent of the 
trucks having bad mufflers or muff- 
lers and tail pipes. There’s some 


profit in replacing those, too, Front 


lights were bad on 10.4 percent of 
the trucks checked. 
* + + 
ND so it goes on down the list. 
‘ Almost 10 percent of the trucks 


| had bad steering mechanisms, and | 
what a satisfaction it must give any | 
dealer to know he has made money | 
eliminating a safety hazard from | 


the streets on which he also must| @& 


drive. 

Glass on 7.9 percent of the trucks 
checked needed replacement, wind- 
shield wipers on 7 percent, rearview 
mirrors on 6.3 percent, and horns 
on 5.2 percent. 

One of the ideas employed in 
this year’s safety check campaign, 
that can be used to good advan- 
tage by the truck dealer, is the 
steering wheel tag which not only 
tells the owner what has been 
found faulty but also carries a 
“tear-off” coupon which can be- 
come a permanent record in the 
dealer’s file. This coupon if filled 
out properly can be made just as 
productive for the sales depart- 


Quicker Refuse Collection— 


Victor Hayes (right), superintendent of 
keys to two new Pax-all garbage trucks 





streets. The trucks, manufactured by St. 


loading through control of a single lever. 
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streets of Dickinson, N. D., accepts the 
from Vincent Miklautsch, commissioner of 
Paul Hydraulic Hoist, feature automatic 
Each is equipped with a %%-yard bucket. 





ment as it should be for the serv- 
ice department. 


partment the condition of the truck 
and give an idea when the owner 


For the service department it is| Should be approached on replacing 
designed to be used as a basis for | it with either a new or better used 


follow-up on service work needed | Vehicle. 


but not done at the time of the 


Free safety checks energetically 


safety check call. But at this time | promoted by the truck dealer this 
the greatest value of the coupon/spring should return good profit 


can be to indicate to the sales de-| dividends, 





WHEN YOU SELL 


Here, in the heart of the hoist, is where the years- 
ahead design of Gar Wood's famous “Rolling Wedge” 
cam and roller hoist action pays off in superior perform- 
ance and unmatched dependability for your dump truck 
customers. Exclusive ‘Rolling Wedge” cam and roller 
action provides built-in control of oil pressure during 
the entire lifting cycle. Oil pressure remains uniform at 
all times—there are no sudden changes from low to high 
or from high to low. Pump life is substantially increased 
and sudden shocks to hydraulic system are eliminated. 


Scientific cam design with exclusive, lift-propor- 
tioned cam contour provides maximum lifting effort at 


the start of the lift, 


without increased: hydraulic pressure. 


Reduced cam entering angle gives greater lifting effort 





with slower, smoother action at the start. Stresses to 


GAR WOOD 


INDUSTRIES, 





GorWood CAM AND ROLLER HOISTS 


hoist and chassis are minimized. As the rollers are forced 


deeper, cam contour changes to 


provide accelerated 


lifting as the center of the mass is moved towards the 
discharge end of the body. Oil pressure remains uniform 
during this entire lifting and dumping cycle. 


Sell your hoist customers smooth, dependable 


operation . 


. . longer, more profitable service life. Sell 


them famous Gar Wood “Load Engineered” Dump 
Bodies and Hoists—there’s a size and type to fit every 
operating requirement. For complete specifications and 
prices see your nearby Gar Wood Distributor—or 
write direct to Customer Service Department, Gar Wood 


Industries, Inc., Wayne, Michigan. 


INC. 


WAYNE, MICHIGAN 


TRUCK EQUIPMENT: Dump Truck Bodies and Hoists, Winches and Cranes, Refuse Collection Units, Elevating End-Gates 
CONSTRUCTION EQUIPMENT: Excavators, Scrapers, Dozers, Ditchers, Spreaders, Finegraders, Truck-Mounted Road Graders. 








GAR WOOD 
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charger for both fast and slow charging 
and booster starting; 3. Ll-612 Lo-Boy 
Deluxe with built-in Cell Comparator 
tester; 4. B-612 Hi-Boy Deluxe, a fast and 
slow charger, and 5. W-12 Tungar Slow 
| Charger, an overnight series charger for 
. |groups of batteries. Fox Products Co., 
4720 N. 18th St., Philadelphia 41, Pa. 








EMERGENCY LIGHT — Trouble Lite Reel 
comes with 20 and 40-foot extensions and 
has a heavy-duty handle. The gravity lock- 
ing mechanism operates like a window 
shade and is guaranteed not to break 
down, according to the maker. Cordomatic 
Division, Vacuum Cleaner Corp. of Amer- 
ica, 5600 Green St., Philadelphia 44, Pa. BATTERY CHARGER—The midget Model 
| BC-57 rates up to 80 amperes for six-volt 
batteries, and 40 amperes for 12-volt bat- 
|teries, according to the manufacturer. 








Ave., Cleveland 5, O. 





20-TON DUMP TRUCK —The Morgan- 
town has a body length of 20 feet.) © 
Double-acting tailgate is 35 inches high. 
Dumping is handled by a Galion Model | # 
77353 hoist with a capacity of 20 tons. | 
Galion Allsteel Body Co., Galion, O. 








WINDSHIELD WASH—Vizo is a fluid 
| which, according to the manufacturer, is 
especially effective against bug spatter 
and other windshield debris. It 
Solvents and Specialties, Inc., 22700 
Harper Ave., St. Clair Shores, Mich. 


“PARTS-PAL” 
Interchangeability Parts List 


for 


EATON HYPOID 2-SPEED AXLES 








oe 
| 


FUELING FOLDER— How Bennett - Eco} 
fueling and tire service equipment can | 
reduce fleet operating costs and increase | 
shop efficiency is described in a folder | 
issued by the Bennett pump division of | 
John Wood Co., Muskegon, Mich. 


THE BARES COMPANY 


7120 Cormegie Ave. Clevelond 3, Ohi 





TRUCK PARTS CATALOG—The Parts-Pal 
cross-reference book comprises eight vol- 


umes covering Eaton and Timken axles 
and Clark, Spicer, Fuller and Warner 
transmissions. Bares Co., 7120 Carnegie 


Ave., Cleveland, O. 





BATTERY CHARGERS—Five new models | 


for six and 12-volt batteries: 1. H-612 REDESIGNED TRUCK BODY—New fea- 
Multi-Purpose Powercharger for boost and/ tures in the Service-Master body include 
slow charging; 2. G-612 Portable Power-| increased capacity, double-pane! doors, 





| King Electric Equipment Co., 9223 Inman 


is also} 
| said to prevent ice formation. Automotive | 
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NEW PRODUCTS 


rearrangement of parts bins and a hinged 
cover over the parts bins, according to the 
firm. Bodies are designed for %2, %, and 
1¥%-ton chassis. McCabe-Powers Auto Body 
Co., 5990 N. Broadway, St. Louis 15, Mo. 


oo | 





| SPEEDY RECEIPTS —Receipt-Rite, it i- 
claimed, speeds up writing of customer 
receipts, combining three operations in 
one. Reynolds & Reynolds Co., Celina, O. 


* * 








WHEEL BALANCER—More effective mer- 
chandising of wheel balancing service is 
achieved through caster mounting, it is 
claimed. The Balance Master's flashing 
lights indicate the amount and location of 
dynamic unbalance, a demonstration which 
is said to impress car owners. Manbee 
Equipment Division, 185 N. Wabash Ave., 
| Chicago 1, Ill. 








| AUTOMOTIVE SEALERS—Four new 
products have been added to the Vibra- 
damp 400 line of sealers. Body Sealer is 
for sealing welded body seams. Weather- 
strip Cement is an adhesive to fasten 
weatherstrip materials and gaskets to 
| cowls, hoods, doors, etc. Body Deadener 


is used to soften vibration. Trim Cement | 


water-resistant bond 
installation. 


is a non-bleeding, 
| for interior trim repair and 


Mich. 





MUD FLAPS — Now being required on 
trucks in 


all legal requirements. Fruehauf Trailer 
Co., 10940 Harper Ave., Detroit 32, Mich. 


* 





GLARE FILTER—Glass-Tint is a spray-on 
that makes windshields glareproof, ac- 
cording to the maker, and also filters out 
the hot roys of the sun. It will not be 


. | Robinson Ave., Barberton, O. 


Vibradamp Corp., P. O. Box 570, Jackson, 


18 states, while 13 others are) 
considering legislation. Designed to meet | 


than the Chevrolet skirt, giving cars more 


of a European-type look. A_ factory-in- 
stalled invisible rubber molding and an 
| arm-type locking device speed up installa 
tion, it is stated. Williams & Bennett Co., 
2900 N. Alameda St., Compton, Calif. 


affected by simple window washing 
methods, says Glass-Tint Corp., 220 S. 
State St., Chicago, Ill. 

» * * 





HOT-SPRAY HEATER—Circa-Flo Pressure- 
matic combines a heater with a pump 
powered by an explosion-proof motor, the 
manufacturer says, which moves finishing 
materials in continuous circulation from 
the heater to the spray head and return, 
thus providing a constant spray tempera- 
| ture. Spee-Flo Co., 720 Polk Ave., Houston, 
Tex. 





RUBBER BUMPERS — Designed for ab- 
sorbing impact, the Bump-Air guards fit! “4 
| most cars from 1947 and on, according | ## 
to the maker. They bolt onto bumpers the | 
| same as the steel type. They are offered | 
| in @ variety of colors. Bump-Air, Inc., 248 | jess 


* % 





PLAID TOP COVER—Now being offered 
for regions with strong sunshine and ex- 
treme dampness is a three-layer fabric, 
Plaid-Top, which, according to the maker, 
lis color-fast and long-wearing. It is avail- 
| able in ,yard goods as well as in ready- 
REAR BUMPER HITCH—For use on '/2.| made tops. Arrott Mills, Inc., Adams Ave. 
% and one-ton pickups. Bumpers are! and Leiper St., Philadelphia 24, Pa. 
| drilled to fit holes provided by the manu- 
facturer. Easy to install, the firm says. | 
Hitch and bumper withstand the maximum 
pulling power of any pickup truck, ac- | 
cording to Mobile Bumper, Inc., 960 N. | 
Pennsylvania Ave., Indianapolis, Ind. 

* * ¥* 
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HYDRAULIC CONTROL—Lift Gates have 
a single-lever control which utilizes the 
lift cylinder both to lift a load and close 
- the gate. Eliminates extra cylinders, valves 
ELECTRONIC SOLDERING — Quick - Hot}@nd many parts, according to the manu- 
heats in three seconds, it is claimed, and | facturer. Anthony Co., Streater, Ill. 
has no “duty cycle.” Wen products Co.,| ae 
5808 Northwest Hwy., Chicago 31, Ill. 


* * 











HYDRAULIC JACK—This tool pulls out 

FENDER SKIRT — Equipped with wide,| :mashed fenders, rippled bumpers and 
low flared bottom flange and custom- | >sattered doors so a repairman can get ot 
designed for the 1953 Chevrolet. FS 69! ihe job easier, it is claimed. Kansas Jack, 
(pictured here) covers more of the wheel | Inc., McPherson, Kans. 








| DUAL-WHEEL DOLLIES—For use on smooth or uneven surfaces. Eliminate pullinc 
|and straining when truck wheel are to be removed. Used in conjunction with hydrauli: 
| stands and jacks, the dollies do the work normally requiring several mechanics, the 
firm says. Alexonder-Tagg Industries, Hatboro, Pa. 
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7 ruck Advice from Makers... 





Combination Dealers 


Get Profit Alert 


(Continued from 


From the start of 1948 through 
1952, dealers for Chevrolet, Ford, 
Dodge and Studebaker retailed 
an average annual volume of 
722,340 trucks, as against an 
annual volume of 2,288,470 cars, 
or about one truck for every 
three cars. 

Of the aforementioned dealer 
lines, Dodge’s ratio of truck sales 

to car sales has been the highest 
in the last five years. Chevrolet is 
next, followed by Ford and Stude- 


baker. 


* * * 


HREE of the makers concerned 

are on record as eying a bigger 
slice of the truck market in 1953, 
and the other’s silence is not being | 
interpreted that it isn’t. Similar 
market penetration ambitions have | 
been voiced by exclusive truck | 
manufacturers. 

It all seems to add up to a | 
bigger sales job this year for all | 
truck dealers, and especially for 
the combination dealer. 

The factory people concerned are 
apprehensive that many dealers in | 
the latter group may find their | 
profit positions under too much 
pressure from two fronts — truck 
sales and service. 

For, it is said, the usual charac- 
teristic of the combination dealer 


| factories 





who has not been making money | 
on his truck sales is that he is not 
showing a satisfactory absorption 
rate in his service department | 
either. 


= 


HUS, the advice: 

“Prospectin’ gets prospects for 
truck sales. If you can’t sell the| 
prospect now, get him into your| 
service department so you can sell 
him later.” 

At least one factory is going 
all-out to show its dealers that 
contacting prospects compiled | 
from owner registry lists pays 
dividends. 

Just recently, a district supervisor 
proved the point by going out with 
a dealer’s salesman and contacting 
10 truck owners. They took along 
a panel truck that had been in the 
dealer’s inventory for 32 days. 

* cd * 

E salesman, who incidentally 

had never sold a truck before, 
was allowed to do all the talking. 
The sales pitch agreed upon at the 
outset was that the salesman had 
a chance to take the truck in trade, 
but wanted to sell it by himself so 
he could earn the best possible 
commission. 

It took about three hours to 
make the 10 contacts. However, | 
long before the last contact had | 
been made the panel truck was | 
sold and the salesman had 16 
other prospects for either a new 
car, new truck or a used vehicle 
in either category. | 
Within a week’s time following, | 
four of the 16 prospects had been | 
turned into a sale. One of them, | 
who had expressed a desire to buy | 
a used-truck, ultimately decided to | 
go a little further and bought a 
new one. 

It is the multiple-point dealer 
whose future as a truck merchan- | 
diser the factories are most con- | 

| 


® * 





cerned about, and especially the 
dealer who talked his factory into} 
giving him a major share of the} 
distribution in his area back when 


SEC to Reopen 
K-F, Otis Case 


WASHINGTON. — The Securities | 
and Exchange Commission an- 
nounced here last week that it will 
reopen an investigation of the abor- 
tive $10 million Kaiser-Frazer stock 
offering to Otis & Co., Cleveland, in 
1948. Hearings will begin May 5. 

SEC said it would look into the 
New York Circuit Court finding 
that K-F’s summary of earnings 
filed with SEC in connection with 
the disputed offerings was mislead- 
ing, and that it will resume investi- 
gation into circumstances surround- 
ing the refusal of Otis & Co. to 
market the stock. 
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a dealer could wait for the truck 
prospect to come to him. 
* * * 


py such dealer, who has been 


ry 
that the factory should cut his 
truck quota and spread the differ- 
ence among other dealers in his 
area. 

The factory’s response, 
stance, was this: 

“You wanted to be a 60 percent 
dealer when the going was easy. 
So far as we are concerned, you 
will have to continue to be a 60 
percent dealer. We may have to 
reshuffle truck distribution in 
your area, but it wouldn’t be fair 
to reshuffle with you still in the 
deck.” 

However, to protect such dealers, 
are starting to crack 
down on those dealers who get rid 


in sub- 





FEDERAL-MOGUL SERVICE 


| of all their trucks without attempt- 
| ing to make & profit. 


ONE tnctory eales official says| 
| taking this} 


his company is 
| position: 

“We will ignore the dealer who 
has a quota of say 10 trucks, and | 
| perhaps sells all 10 at little more| 
'than his cost. But when that dealer | 
|starts ordering the 11th and 12th 
}truck and sells those also at cost, 


|we will begin to wonder whether | 
us proper represen- | 


|he is giving 
| tation.” 


With the used-truck becoming | 
| an increasingly important factor, | 
handling 60 percent of the} 
| trucks in his area, visited his facto- | 
last week with the suggestion | 


dealers are being urged to make 
provision for greater used-truck 


prospect is just as impressed by 
appearance as a used-car buyer. 


| used-trucks, one factory is citing 
| the example of Dealer A and Dealer 
|B, both of whom operate in areas 
|with almost the same sales po- 
tential. 

Dealer A, during 1952, handled 
only 15 used-trucks in conjunction 
|with retailing 58 new ones. He 
wound up with a total truck gross 
lof $13,400. 

Dealer B handled 63 used trucks 
in the process of retailing 61 new 
ones. He wound up with a total 





gross on trucks of $23,500. 


(Division of Federal-Mogul Corporation) 


DETROIT 13, MICHIGAN 





reconditioning activity. They are | 
being reminded that a used-truck | 


To emphasize the importance of | 


| viewfinder atop a mobile television unit as R. O. Dunning, general manager, looks 





Ask your Federal-Mogul Jobber! 
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MOBILE UNIT 
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Herman Body for ‘Rolling Studio’ 


Al G. Sparling, chief engineer of station KHQ-TV, Spokane, checks the camera 


on. The body was built by Herman Body Co., St. Louis, and is equipped with a 
specially reinforced roof, guard rails and built-in rings for anchoring equipment. 








Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire | story every week ¢ throughout the rears 
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Used-Car Auction Prices 


Market Trend 


The overall average price of used cars at wholesale fell $32 last 
week to stand at $1,074, according to Automotive News’ used-car index. 
This figure is the lowest since 1953 models were included in the overall 


figures of the index, 


The price of '53s gained $31, the index showed, with '48s up $8; 


"46s, $2, and °49s, $1. 


Losses were led by 52s, which fell off $184; ’51s, down $79; 47s, $23, 


and ’50s, $5. 


Despite a larger number of cars being offered at auctions last week, 
buying activity was down, the index showed, At eight representative 
auctions last week, 994 cars were sold from 1,658 offerings for an 
average of 60 percent. At the same auctions a week earlier, 864 cars 
were sold from 1,394 offerings to average 62 percent. 


Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. 


FORT WAYNE, IND. 


(Carl Marker’s Auction. Sale every ‘Tues- 
day. Prices are for sale of March 24.) 


(Prices good. Dealers appear to be ac- 
tive at auctions. Sold 124 cars out of 
143 offerings.) 

BUICK—’52 RM 4-dr., $2,120*. '51 RM 4- 
dr., $1,630°. ‘49 RM 4-dr., $685*; Super 
4-dr., $825. '47 Super 4-dr., $500. 

OADILLAO — '53 (62) 4-dr., $4,705*. °51 
(61) club coupe, $2,875*; (62) 4-dr., $2,- 
640°. '48 (61) sedanet, $1,410°. 

CHEVROLET—’52 SL Deluxe 4-dr., $1,- 
515°, $1,555*; 2-dr.. $1,405*. °51 SL De- 
luxe 2-dr., $1,165, 905, 1,120*. "50 SL De- 
luxe 4-dr., $1,025*, $1,060*, $915, $990; 
2-dr., $1,120*%, $905. ’°49 SL Deluxe conv., 
$1,000* °48 FL aerosedan, $755. '47 SM 
2-dr., $510, $585. 

CHRYSLER—’51 Windsor 4-dr., $1.470*, 
$1,600*. °50 Windsor 4-dr.. $1,245*. °48 
Windsor 4-dr., $760*. '46 Windsor 4-dr.. 


DeSOTO—’49 Custom 4-dr., $840. 

DODGE — '53 Coronet 4-dr.. $2,110*. °52 
Wayfarer 2-dr., $1,185. ’50 Coronet 4-dr., 
$1,115. °49 Wayfarer roadster, $605; Cor- 
onet club coupe, $830. 

FORD—’51 Custom (8) 2-dr.. $1,170*, $1.- 
200*; Country Squire, $1,310*. °50 Cus- 
tom (8) 2-dr.. $890. '49 station wagon. 
$500. °48 Deluxe (8) 2-dr., $565. °46 SD 
(8) 2-dr., $410. 

HUDSO 


$1,220°. °49 


IN—’51 Hornet 4-dr., 
PM 4-dr., $630. 
KAISER—’51 Henry J (6) 2-dr., 2 at $650. 
$640. °49 4-dr., $330. 
MERCURY—’52 Monterey. $2,000*. $2.210*. 
$2,220*. °50 club coupe, $1,190; 4-dr., 


$995. 
NASH—’50 Statesman sedanet. $865. ‘49 
(600) 4-dr., $645. °46 (600) sedanet. 


OLDSMOBILE—'52 Super (88) 4-dr., $2.- 
080*: club coune, $2.090*. °51 (98) Holi- 
dav, $1,800: (88) 4-dr., $1,685*. '50 (SS) 
sedanet, $1.100. °48 (98) 4-dr.. $640: 
(68) sedanet, $605. "47 (78) sedanet. 


PACKARD—’47 Clinver sedanet. $335. 


PLYMOUTH—'53 Belvedere. $2,259*. ‘51 
Cranbrook 4-dr.. $1.170. ‘49 SD 4-dr., 
$890. $900. "48 SD 4-dr.. $690. 


PONTIAC—’52 Catalina. $3.005*. '52 Chief- 
tain (8) 4-dr., $2,200*. °51 Chieftain (8) 
2-dr., $1,535*. '50 Catalina 2-dr., $1.600 
"49 Chieftain (8) club couve $1.075*: 4- 
dr., $1,030*, $1.065*, $925. "48 SL (6) 
sedanet, $510. $745. 

STUDEBAKER—’51 Land Cruiser. $1.075. 
$1,195*; Champion sedan. $1,050*. ‘50 
Commander (8) 2-dr.. $980*. "49 Com- 
mander conv., $705. '47 Champion 4-dr. 


DANVILLE, VA. 


‘Danville Auto Auction. Sale everv Wed- 
nesday, Prices are for sale of March 25.) 
(Spring business appears to be here. 
Market more active. Sold 60 cars out of 
100 offerings.) 
BUICK—’52 Svecial 4-dr.. $1.755*. "59 Sne- 
cial 4-dr.. $965. °49 Super 2-dr., $740. °48 
Super 4-dr., $605. 


CADILLAC—'49 (61) 4-dr., $1,400*. ‘48 
(62) 2-dr., $1,370°. 
CHE VROLET—'53 %-ton rickur &1.260. 


*52 SL Deluxe 2-dr.. $1.605*%. '51 ST. Ne- 
luxe 4-dr. $1,205: 2-dr.. $1.280*, &1.980 
$1,110*; FL Deluxe 2-dr.. S995. "59 SL 
Svecial 2-dr.. $800. °49 SL Deluxe 9-dr. 
$640; SL Special 2-dr., $650. "47 FM 4- 
dr.. $600: 2-dr.. $500. °41 2-dr.. $310. 
FORD—’53 Victoria $2,.360*%. ‘51 Deluxe 
(8) 4-dr.. $855: Custom (8) 2-dr. &1.- 
O80*, $925. $1.905*. "59 Custom (8) ?-dr 
$845: 4-dr., $900. $895. "49 Custam (8) 


2-dr., $755, $665; 4-dr.. $680. 6A". ‘47 
SD (8) 2-dr.. $605. $595. *46 SD (8) 4- 
dr., $385. °39 (8) 2-dr.. $175 


HUDSON—’49 Commodore (8) 2-dr.. $550. 
°47 Suver (6) 4-dr. $170. 

OLDSMOBILE—’51 (88) 4-dr.. £1.710*. ‘50 
(88) 4-dr., $1,.340*. '49 (98) 2-dr.. $98. 

PLYMOUTH—’53 Cambridge 4-dr.. $1.615 
*51 Cranbrook club couve $1,105; 4-dr.. 
$1.110. '49 SD 4-dr.. $815. 

PONTIAC—’51 SL (8) 2-dr.. $1.455*, $1,- 
435°. '48 station wagon, $210 

STUDEBAKER—'51 Champion 2-dr., $790. 
*50 Champion 2-dr.. $550. 

WILLYS—’49 Jeepster, $400. 


DALLAS 


(Southwestern Auto Auction. Sale everv 
Wednesday. Prices are for sale of March 
18.) 

(Market steady. 
136 offerings.) 
BUICK—’47 Special sedan. $305, $275. 
CADILLAC—’51 (61) sedan, $2,760°. 
CHEVROLET—'52 SL Deluxe sedan. $1,- 

565, $1,735; pickup, $925. ‘51 Bel Air. 

$1,575. '50 SL Deluxe sedan, $980. $940, 

$975; pickup, $725, $670. '49 SL Deluxe 
sedan, $555, $635, $715. '48 SM sedan, 
$710. 

CHRYSLER—’'50 Windsor sedan, $890, $1,- 

° 

DODGE—’49 Coronet sedan, $680. ‘47 se- 
dan, $635. 

FORD—’52 Custom (8) sedan, $1,550*, $1,- 
420°; ranch wagon, $1,425*. ‘51 Custom 
(8) sedan, $1,225*, $1,185. ‘50 Custom 
(8) sedan, $730, $850. $705. '49 Deluxe 
(8) sedan, $680. $750, $700, $765. °'48 
SD (8) sedan, $515. °47 SD (8) sedan, 
$375, $585. °46 Deluxe (8) sedan, $375, 
$320; sation wagon, $260. 

LINCOLN—’52 Capri sedan, $2,900*. 


Sold 68 cars out of 


MERCURY—’51 sedan, $1,000*. '50 sedan, 
$910. '49 conv., $970; sedan, $910. °46 
sedan, $410. 

NASH-—'50 sedan, $650, $385. 


OLDSMOBILE—’49 (88) sedan, $715. ’41 
(76) sedan, $145. 

PACKARD—’'49 station wagon, $390. 

PLYMOUTH—’50 Deluxe sedan, $815. °49 


Deluxe sedan, $455. '48 SD sedan, $260. 
’41 SD sedan, $215. 

PONTIAC—’50 SL (6) sedan, $700. ‘49 SL 
(8) sedan, $735. '46 Chieftain (6) sedan, 
$290. 

STUDEBAKER —’47 Champion sedan, $375. 


CLEVELAND, 0. 


(O.K. Auto Auction. Sale every Monday. 
Prices are for sale of March 23.) 
(Market steady. Sold 19 cars out of 
40 offerings.) 
BUICK—'50 RM_ sedan, 
$800. '49 Super conv., 
sedan, $475. 
CHEVROLET—-’53 (210) sedan, $1,850. '50 
SL Special club coupe, $850; SL Deluxe 


$1,290*; Special, 
$950. '47 Super 


club coupe, $1,030*; SL Deluxe sedan, 
$1,000*. ‘48 FM 4-dr., sedan, $610, '47 
FM 4-dr. sedan, $415. '46 SM 4-dr. se- 
dan, $350. 


DODGE—’46 Custom sedan, $375*. 
FORD—’51 Deluxe (8) sedan, $875. 
Custom 4-dr. (6) sedan, $625. 
KAISER—’52 Henry J (4) sedan, $775. 
MERCURY—’50 Deluxe club coupe, $1,100*. 
‘47 sedan, $390. 
OLDSMOBILE—’49 (76) sedan, $730*, 
PONTIAC—’51 Catalina, $1,750*. °47 SL 
(8) club coupe, $500. 
STUDEBAKER—’52 Commander (8) sedan, 
$1,350*. 


‘MANHEIM, PA. 


(Manheim Auto Auction. Sale every Fri- 
day. Prices are for sale of March 20.) 

(Market good. Sold 107 cars out of 197 
offerings.) 


BUICK—’53 RM 4-dr., $3,230*. '52 Super 
Riviera 2-dr., $2,180*; Super Riviera 4- 
dr., $2,150*. '51 Super Riviera 4-dr., $1,- 
580*; RM 4-dr., $1,400*. '50 RM 4-dr., 
$1,275*; 2-dr., $1,125*; Special 4-dr., $1,- 
000. 

CADILLAC—’52 (62) club coupe, $4,000*. 
"51 (62) Coupe deVille, $3,175*; (60) 4- 
dr., $2,810*. ‘49 (62) 4-dr., $1,690*; $1,- 
660*. '48 (62) 4-dr., $1,260. 

CHEVROLET—’53 (210) 2-dr., $1,920*. °52 
FL Deluxe 2-dr., $1,555*. ’51 Bel Air, 
$1,515*; $1,485; SL Deluxe 2-dr., §$1,- 
280. '50 SL Deluxe 4-dr., $1,030. ’49 SL 


"49 


Deluxe 4-dr., $920. "46 FM 2-dr., $575. 
CHRYSLER—’53 NY 4-dr., $3,090*. ’52 
NY 4-dr., $2,400*; Windsor 4-dr., $1,- 


980*. "50 NY conv., $1,335*. '47 Windsor 
conv., $575. 
DeSOTO—’53 Fire Dome (8) club coupe, 


$2,480*. ‘52 Fire Dome (8) 4-dr., $1,- 
860°. °51 Custom 4-dr., $1,460*. °’49 
station wagon, $1,025*. 

DODGE—’53 Coronet 4-dr., $2,250*. ’51 
Coronet 4-dr., $1,300*. '49 Coronet club 
coupe, $1,000*; Meadowbrook sedan, 
$810. 

FORD—’53 Victoria, $2,325*; Custom (8) 


4-dr., $2,075*. "52 Ranch wagon, $1,940; 


Custom (8) 2-dr., $1,760. '51 Victoria, 
$1,555*; Custom (8) 2-dr., $1,300. ’49 
Custom 4-dr., $885. 


HUDSON—’47 PM 2-dr., $375. 

KAISER—’51 4-dr., $900. 

LINCOLN—'52 Capri club coupe, $2,680*. 
*49 Cosmopolitan 4-dr., $670. 

MERCURY—'52 Monterey, $2,070*, $1,- 
840*; club coupe, $1,710*. ’50 4-dr., $1,- 
005. '48 4-dr., $370. 

NASH—’53 Rambler station wagon, $1,800. 
‘52 Rambler country club, $1,460. ‘51 
Ambassador 4-dr., $1,225. '50 Ambas- 
sador 4-dr., $780. 

OLDSMOBILE—’53 Super (88) 4-dr., $2,- 
530°. "52 Super (88) 4-dr., $2,175*. 51 


(98) Holiday, $1,780*. '50 (88) 4-dr., 
$1,000. °49 (98) 4-dr., $860*. °46 (66) 
2-dr., $290. 


PACKARD—’'50 4-dr., $690. '49 4-dr., $700. 

PLYMOUTH—'53 Cranbrook 4-dr., $2,040*, 
$1,960; Cambridge 4-dr., $1,830*%. °'52 
Cambridge club coupe, $1,310. "50 SD 4- 
dr., $1,000. 

PONTIAC—’52 Chieftian (8) 4-dr., $2,025*; 
Chieftain (6) 4-dr., $1,480. '51 (8) conv., 
$1,735*. °50 SL (8) 4-dr., $980. '49 Chief- 
tain (8) 4-dr., §930*. '47 Chieftain (8) 
club coupe, $650. 

STUDEBAKER—’51 Commander (8) 2-dr., 
$950*; Champion 2-dr., $900. '50 Cham- 
Pion 4-dr., $715. '47 Commander 4-dr., 


$480. 
WILLYS—'51 Station wagon, $940. ‘49 
station wagon, $700*. 


N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction. Sale every 
eneee. Prices are for sale of March 
) 


“(Market steady with cars moving 
better. Good demand for clean cars. Sold 
52 cars out of 97 offerings.) 


BUICK—’50 Special sedan, $1,000. 


CADILLAC—'48 (62) sedan, $1,495*. 
(62) sedan, $1,695*. 
CHEVROLET — '53 (210) sedan, $2,065*. 
"52 SL deluxe sedan, $1,480*. '51 SL 
Special sedan, $1,060. '50 SL Special Bel 
Air, $1,210*; FL deluxe sedan, $1,060*. 
‘49 SL deluxe sedan, $835. '48 FL deluxe 
sedan, $675. 
DODGE — '49 Custom 
Custom sedan, $110. 
FORD—’51 Custom (8) conv., $1,090. '50 


"49 


sedan, $760. '42 





Custom (8) sedan, $945. '49 Deluxe (8) 
sedan, $565. '48 Deluxe (8) sedan, $585. 
’'47 SD (8) sedan, $580. '46 %-ton pick- 


up, $300. '41 SD (8) sedan, $195. 
KAISER—'47 sedan, $100. 
MERCURY—'51 Custom sedan, $1,165*. '47 

sedan, $395. 
NASH—'51 Rambler conv., $705. 
OLDSMOBILE—’53 (98) sedan, $3,300°*. 
PONTIAC—'52 Chieftain (8) sedan, §$1,- 

590*. '51 Chieftain (8) sedan, $1,390*. 
WILLYS—’49 Station wagon, $400. '48 Jeep 

$405. 

N. PLAINFIELD, N. J. 
(Lebanon Auto Auction. Sale every 


Wednesday. Prices are for sale of March 
25.) 

(Trading brisk, and market firm. Sold 
65 cars out of 94 offerings.) 


BUICK—’52 Super Riviera sedan, $2,450*. 
"51 RM Riviera sedan, $1,735*. '50 
Special sedan, $1,020. '49 RM sedan, $1,- 
000*, $920*, $860; Super sedan, $910*. 

CADILLAC—’52 (62) sedan, $3,750*. °50 
(62) sedan, $2,450*, $2,410*. °48 (62) 
sedan, $1,300*. '46 (62) sedan, $460*. 

CHEVROLET—’53 (210) sedan, $2,075*. 
51 SL Deluxe sedan, $1,250*. '50 SL 
Deluxe sedan, $1,090, $995; SL Special 
sedan, $920, $895. '49 SL Deluxe sedan, 
$900; SL Special sedan, $780. '48 FM 
station wagon, $540. 

CHRYSLER—’49 Windsor sedan, $980. 

DeSOTO—’51 Custom sedan, $1,410*. 

DODGE—’51 Coronet sedan, $1,260*. 

FORD—’'52 Custom (8) sedan, $1,720*; 
Mainline (8) sedan, $1,330. '51 Custom 
(8) sedan, $1,350*. ’49 Custom (8) conv., 
$925; sedan, $850, $810, $700. ’46 SD 
(8) sedan, $420. 

KAISER—’52 Henry J (6) sedan, $835. '47 
sedan, $220. 

MERCURY—’52 sedan, $2,150*. '49 sedan, 


$860*. 

OLDSMOBILE—’50 (88) sedan, $1,360*. ’49 
(88) sedan, $1,010*. '47 (98) sedan, 
$500*, $440*. 

PACKARD—’49 sedan, $500. 

PLYMOUTH—’53 Suburban, $2,130. ’52 
Cranbrook sedan, $1,510, $1,470. ’51 


Suburban, $1,450. '50 SD sedan, $1,000. 
49 SD sedan, $845. ’48 SD sedan, $630. 
’47 Deluxe sedan, $480. ‘46 SD sedan, 
y4 


$230. 

PONTIAC—’53 Catalina, $2,975*, $2,960*. 
"52 Catalina, $2,285*, $2,185*; Chieftain 
(8) sedan, $1,910*. °51 Chieftain (8) 
sedan, $1,550*; Chieftain (6) sedan, $1,- 
400. '47 SL (8) sedan, $550; (8) station 
wagon, $380. 

STUDEBAKER—’53 Champion sedan, $1,- 
980. °50 Commander (8) sedan, $870; 
Champion sedan, $890, $870. 


ALBANY, N. Y. 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of March 23.) 
(Prices very narrowly escaped decline, 
as rough or damaged cars prevailed. 
Cream puffs are bringing close to retail 
price. Sold 134 cars out of 180 offerings.) 


BUICK—’53 Super sedan, $2,960*, $2,870*. 
‘52 Super Riviera sedan, $2,350*. '51 
Special sedan, $1,600. ’50 Special sedan, 
$1,095*, $1,120*; Riviera sedan, $1,250*. 
"49 RM sedan, $900*; conv. $875*. °48 
Super sedan, $710. °42 Special sedan, 


$100. 

CADILLAC—’49 (61) sedan, $1,875*. °47 
Limousine, $1,040*. '41 (62) sedan, $340. 

CHEVROLET—’53 Handy Man, $2,140; Bel 
Air sedan, $2,450*, $2,400*; conv., $2,- 
300*; club coupe, $2,485*. ‘52 SL Deluxe 
sedan, 2 at $1,550*, $1,500; club coupe, 
$1,580*, $1,500. '51 SL Deluxe sedan, $1,- 
275*, $1,270, $1,360*; FL Deluxe sedan, 
$1,180. '50 FL Deluxe sedan, $1,010*, $1,- 
130*, $1,160*; SL Special sedan, $960, 
$750; SL Deluxe conv., $1,200*; sedan, 
$1,100*; Bel Air, $1,200*. '49 FL Special 
sedan, $750; SL Special sedan. $775. 

CHRYSLER—’51 Saratoga sedan, $1,510*. 
’49 Windsor sedan, $830*; conv., $850*. 

DeSOTO—’52 Fire Dome (8) club coupe, 
$1,810*. 

DODGE — '52 Diplomat, $1,700*. °50 Cor- 
onet sedan, $1,210*, $1,050*, $1,160*. 
’46 Custom sedan, $405, $590. 

FORD—’53 Mainline sedan, $2,080*; Cus- 
tom (8) sedan, $2,100, $2,250*, $2,190*; 
Victoria, $2,465*. °'52 Victoria, $1,800*. 
"51 Victoria, $1,370*, $1,500*, $1,350; 
Deluxe (8) sedan, $1,085; Custom (8) 
sedan, $1,140; Custom (6) sedan, $1,060*. 
"50 Deluxe (6) sedan, $800, $790. °49 
Custom (8) sedan, $770; station wagon, 
$925. "48 SD (8) sedan, $560. ’47 Deluxe 
(8) conv., $440; sedan, $375, $560. 

FRAZER—’48 sedan, $360*. 

LINCOLN—'48 sedan, $310*. '47 club coupe, 
$235. 

MERCURY—’'53 sedan, $2,300*, $2,475*. 
’51 sedan, $1,500*. ’48 sedan, $600. 

NASH—’51 Rambler conv., $925*, $960. 
"50 Ambassador sedan, $1,050*. °46 club 
coupe, $320. 

OLDSMOBILE — '52 (88) sedan, $1,975*; 
(98) sedan, $2,650*; (88) Holiday, $2,- 
300°. '51 Super (88) sedan, $1,750*. ’50 
(88) sedan, $1,120. 49 (98) sedan, $910*. 
"47 (68) sedan, $360. 

PACKARD—’52 (200) sedan, $1,350*. °50 
sedan, $720*. 

PLYMOUTH — ’51 Cambridge club coupe, 
$1,085; Cranbrook club coupe, $1,150. ’50 
SD sedan, $1,040. '49 SD conv., $865. 
°48 SD sedan, $650. °47 SD sedan, $525. 
’46 SD club coupe, $435; Deluxe sedan, 


$410. 

PONTIAC—’53 Chieftain (8) sedan, §$2,- 
450°, $2,550°. °52 Catalina, $2,050*, $2,- 
320°; Chieftain (8) sedan, $1,870*, $1,- 
650. '51 Chieftain (8) sedan, $1,580*, $1,- 
300. ‘50 Chieftain (8) conv., $1,260°; 
Catalina, $1,340. '49 Chieftain (8) sedan, 
$1,030*; club coupe, $1,020. 

STUDEBAKER—’53 Champion sedan, §$1,- 
900*. '51 Champion club coupe, $1,100*; 
sedan, $1,020. '49 Champion sedan, $590°*, 
$750*. '48 Champion sedan, $300*; conv., 
$425*. ‘47 Commander sedan, $380°*. 

WILLYS—’47 station wagon, $460*. 


MASON CITY, IA. 


(Lapiner Auto Auction. Sale every Wed- 
nesday. Prices are for sale of March 25.) 
(Market extremely active with lots of 
buyers attending. Prices firm on new and 
late-model offerings. Sold 106 cars out of 
151 offerings.) 


BUICK—’'53 RM Riviera 2-dr., $3,220*. ’51 
RM Riviera 4-dr., $1,765*; Special 2-dr., 
$1,490*. °50 Super 4-dr., $1,200*; Special 
4-dr., $1,080, $940. '48 RM 4-dr., $690*. 
’47 Super 2-dr., $570. 

CADILLAC—’51 (62) 4-dr., $2,685*. 

CHEVROLET—’53 Bel Air sedan, $2,330*, 
$2,160; (210) 4-dr., $2,020. '52 SL Special 
2-dr., $1,265, $1,250, $1,240; SL Deluxe 
4-dr., $1,405*. 51 SL Deluxe sedan, $1,- 
145, $1,130; SL Special sedan, $1,075, 
$1,025. °50 SL Deluxe 4-dr., $1,015; SL 






$953 


i 


March 


$1,074* 


Apr. 


*Includes '53 Models. 





Average Used-Car Prices 


(Compiled by Automotive News) 


(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News.) 









April 1953. March Feb 
Model (to date) 1953 1953 
1953... $2,388 $2,357 
1952 1,626 1,810 $1,813 
1951 1,263 1,342 1,348 
1950... 1,049 1,054 1,086 
1949 817 816 842 
1948 596 588 640 
1947... 459 482 520 
1946........ 397 395 422 
Overall a 
Average $1,074 $1,106 $ 953 








Special club coupe, $965. °49 SL Deluxe 
2-dr., $910, $875, $840; FL Special 4-dr., 


$865. '48 FL aerosedan, $735. 
CHRYSLER — ‘49 Windsor 4-dr., 
$915". 
DeSOTO—’52 Custom club coupe, $1,450*. 
’51 Custom 4-dr., $1,275*. 
DODGE—’49 Custom 4-dr., $885*. 
FORD—’53 Victoria, $2,365*. ’°52 Victoria, 
$1,950*; Custom (8) 2-dr., $1,550. °51 
Deluxe (8) 2-dr., $950, $930. "50 Custom 
(8) 4-dr., $1,035*, $960, $940. °49 Deluxe 
(8) sedan, $735*, $715; Deluxe (6) 2-dr., 
$670*. ’°48 SD (8) 4-dr., $625. 
KAISER—’51 2-dr., $935*. '48 4-dr., $350. 
LINCOLN—’49 4-dr., $895*. 
MERCURY — ’53 Monterey, $2,610*. ’51 
sedan, $1,415*, $1,385*. '49 4-dr., $960*, 
$950. '48 4-dr., $725*. '46 4-dr., $505. 
NASH—’51 Ambassador 4-dr., $950*. 
OLDSMOBILE—’53 (98) 4-dr., $3,225*. '50 
(76) 4-dr., $980*, $960*; (88) 2-dr., $1,- 
040. '49 (98) 4-dr., $945*. 
PACKARD—’49 2-dr., $570. 
PLYMOUTH—’52 suburban, $1,480; Cran- 
brook 4-dr., $1,315. ’51 Cranbrook 4-dr., 
$1,120. 49 suburban, $970. 
PONTIAC—’53 Catalina, $2,890*. "52 Chief- 
tain (8) 2-dr., $1,755*. '51 Chieftain (8) 
4-dr., $1,560*. °47 SL (6) 2-dr., $540. 
STUDEBAKER—’53 Commander (8) 4-dr., 
$2,210*; Champion 4-dr., $1,930*. °49 
Champion 2-dr., $710. 
WILLYS—’52 Aerolark 2-dr., $1,250*. 


CHARLOTTE, N. C. 


(E. M. Stafford, Inc. Sale every Wed- 
nesday. Prices are for sale of March 25.) 
(Sold 87 cars out of 185 offerings.) 


BUICK—’52 Super Riviera 2-dr., $2,260*, 
$2,050. °51 Super 4-dr., $1,650*. ’°50 
Super 4-dr., $1,100*. 

CADILLAC—’49 (62) 4-dr., $1,950*; (61) 
4-dr., $1,675*. 

CHEVROLET—’53 Bel Air 4-dr., $2,200*. 
52 SL Deluxe 4-dr., $1,640*; Deluxe 
2-dr., $1,500, $1,435, $1,425, $1,400; SL 
Special 4-dr., $1,350. ’51 SL Deluxe sta- 
tionwagon, $1,375; Bel Air, $1,490*; SL 
Deluxe 2-dr., $1,250, $1,055*, $1,020*, 
$1,000; SI. Special 2-dr., $1,100. ’50 SL 
Deluxe 4-dr., $1,120*, $1,000; Deluxe 
2-dr., $1,100*, $1,025, $980. °49 SL De- 
luxe 4-dr., $950; Deluxe 2-dr., $875, 
$865, $850. °48 FL aerosedan, $650. '47 
SM 2-dr., $605, $530. 

CHRYSLER—’53 Windsor 4-dr., $2,525*. 

DeSOTO—’50 4-dr., $950*. 

DODGE—’52 Coronet 4-dr., $1,350*. ’51 
Coronet club coupe, $1,275*. '50 Meadow- 
brook 4-dr., $1,065. 

FORD—’52 Victoria, $1,910*, $1,885; con- 
vertible, $1,900*; Custom (8) 4-dr., $1,- 
635. ’51 Custom (8) 4-dr., $1,240*, $1,- 
125*, $1,100. ’50 Custom (8) 2-dr., $1,- 
250*; 4-dr., $1,000; Deluxe (8) 2-dr., 
$1,065, $1,000, $860. ‘49 Custom (8) 
2-dr., $700. ’°48 SD (8) 2-dr., $575. °47 
SD (8) club coupe, $700; 2-dr., $665. 

MERCURY—’50 4-dr., $1,030*. °46 club 
coupe, $595. 

NASH—’50 Rambler convertible, $850*. 

OLDSMOBILE—’51 (98) Holiday, $1,825*; 


$1,050*, 


(88) 4-dr., $1,650*, $1,605*. °50 (88) 
4-dr., $1,195; 2-dr., $1,325*. °49 (88) 
2-dr., $850*. 

PLYMOUTH—’52 Cranbrook 4-dr., $1,390. 


’50 suburban, $910; SD club coupe, $925. 
’48 SD 4-dr., $600. 

PONTIAC—’53 Chieftain (8) 2-dr., $2,600*. 
’51 Chieftain (8) 4-dr., $1,525*; Chief- 
tain (6) 4-dr., $1,200. 49 SL (8) 2-dr., 
$865. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 
Thursday. Prices are for sale of March 26.) 
(Attendance and demand were up. 
Prices strong on new and late-model 
cars. Sold 55 cars out of 70 offerings.) 


BUICK—’51 Super Riviera 2-dr., $1,670*, 
$1,580*. ’50 Special 4-dr., $900. "49 RM 
2-dr., $700*. '48 RM 4-dr., $500. °47 


Special 4-dr., $575. 
CADILLAC—’49 (62) sedanet, $1,500*. 


CHEVROLET—’52 Bel Air, $1,760*; SL 
Deluxe 2-dr., $1,315*. '51 SL Deluxe 
4-dr., $1,210*. ’50 Bel Air, $1,265*; SL 
Deluxe 4-dr., $1,010, $975; FL Deluxe 
2-dr., $995. ’°49 FL Deluxe 2-dr., $795. 
48 FM 2-dr., $620. '47 SM 2-dr., $370. 
41 MD 2-dr., $205. 

DODGE—’50 Meadowbrook 4-dr., $955*. 


46 Custom 4-dr., $450. ’41 4-dr., $155. 

FORD—’52 Custom (8) 2-dr., $1,460; Main 
(6) 2-dr., $1,400. °51 Custom (8) 2-dr., 
$1,165; Custom (6) 4-dr., $1,050; 2-dr., 
$1,080, $1,050. °50 Custom (8) club 
coupe, $930; Deluxe (8) 2-dr., $875, $850. 
*49 Custom (8) 4-dr., $680; 2-dr., $685; 
Deluxe (6) 2-dr., $540; (6) %-ton 
pickup, $685. °47 SD (8) 4-dr., $570. 

HUDSON—’48 Commodore (8) 4-dr., $585; 
Super (6) 2-dr., $375. 

MEROURY — ’50 2-dr., $960. °49 2-dr., 
$770. 

NASH—’48 (600) club coupe, $360. 

OLDSMOBILE—’'49 (98) 4-dr., $880*. 

PLYMOUTH—’53 Cranbrook 4-dr., $1,840*, 
$1,760, $1,740. '51 Cranbrook 4-dr., $1,- 
260; Cambridge club coupe, $1,035. '49 
SD 4-dr., $905. '48 SD 2-dr., $500. '46 
SD 4-dr., $480. 

PONTIAC—'53 Chieftain (8) 4-dr., $2,640*, 
$2,400*. ’°50 SL (6) 2-dr., $1,125. '48 
SL (8) 2-dr., $750*. '41 (8) 2-dr., $175. 

STUDEBAKER—’46 %-ton pickup, $395. 


LAUREL, MD. 


(Colie’s Auto Auction. Sale every Wed- 
nesday. Prices are for sale of March 25.) 
(Market off slightly, but attendance is 
increasing. Sold 53 cars out of 78 offer- 
ings.) 
BUICK—’52 Special 4-dr., $2,075*. ’51 Spe- 


cial Riviera sedan, $1,475. ’50 RM Rivi- 
era 4-dr., $1,030*; Special 2-dr., $990. 
’49 RM 2-dr., $830*. '48 RM 2-dr., $675 

CHEVROLET—’52 SL Deluxe 2-dr., $1,260 
‘51 Bel Air, $1,400*, $1,285; SL Special 
2-dr., $1,000. ’50 SL Deluxe 2-dr., $950, 
$825; club coupe, $905. '49 SL Deluxe 
4-dr., $860. 

CHRYSLER—’47 NY 4-dr., $500, $375. °46 
NY 4-dr., $355. 


DeSOTO—'42 Custom 4-dr., $140. 


FORD—’51 Victoria, $1,000. ’50 Custom 
(8) 2-dr., $925, $800; conv., $935. °49 
Custom (8) 2-dr., $745; Deluxe (8) 4-dr., 
$500. ’47 Deluxe (8) club coupe, $400. 

HUDSON—’47 Commander (6) 4-dr., $335, 
$100. 


KAISER—’51 Henry J (6) 2-dr., $435. '49 
4-dr., $450. 


LINCOLN—’47 (12) 4-dr., $360. 

MERCURY—’51 4-dr., $1,305. 

OLDSMOBILE—’47 (76) 2-dr., $300. 

PACKARD—'48 2-dr., $410. °46 Clipper 
4-dr., $200. 

PLYMOUTH—’49 Deluxe suburban, 
’47 SD club coupe, $470. 


PONTIAC—’53 Chieftain (6) 4-dr., $2,265*. 
‘52 Chieftain (8) 4-dr., $1,895*. ’50 
Chieftain (6) 4-dr., $800, $795. '49 Tor- 
Be00. (6) 2-dr., $765. '47 SL (6) 4-dr., 


STUDEBAKER—’51 Champion 2-dr., $800. 





$875. 





Minnesotans Seek 
Streamlining of 


Title Procedure 


MINNEAPOLIS. — A bill to 
modernize Minnesota’s title pro- 
cedure has been introduced as 
Senate File 349 and House File 566. 
It was developed in cooperation 
with the Minnesota Automobile 
Dealers Assn. and the Minnesota 
Bankers Assn., according to an 
MADA bulletin. 

Under the bill, a car’s certificate 
of title would be conclusive proof 
of ownership and would show the 
mortgages, conditional sales con- 
tracts or other liens. 

All future mortgages and con- 
ditional sales contracts would be 
filed with the motor vehicle regis- 
trar. Furthermore, the seller would 
be required to endorse and deliver 
the title to the buyer, who would 
present it to the registrar within 
five days to get a new one. 

MADA believes that under this 
bill present inconveniences and de- 
lays occurring between title states 
and Minnesota would be reduced. 


Chevrolet Opens 
New Texas Depot 


EL PASO, Tex.—An expanded 
warehouse and zone sales office has 
been opened here by Chevrolet. 

The new building has nearly 38,- 
000 square feet of storage, re- 
ceiving and shipping space for 
Chevrolet, Oldsmobile and Pontiac 
parts and accessories. It will serve 
dealers in west Texas, New Mexico 
and Arizona. 

The front part of the building, 
housing the Chevrolet zone sales 
office and warehouse office, was re- 
modeled from the zone’s former 
building. The rear portion, includ- 
ing the major part of the ware- 
house, is entirely new. 

The building includes a fireproof 
storage area for inflammable ma- 
terial, which is served by an auto- 
matic heating and air-conditioning 
system, and electronic equipment 
to protect the entire building from 
burglary and fire. Approximately 
100 persons are employed in the 
warehouse and the zone sales office. 


Tupman Adds U.C. Lot 


Hilt Tupman has announced that 
Tupman Motors, of Los Angeles, 
has enlarged its used-car de- 
partment, and that Jack Burgh has 
been appointed assistant used-car 
manager. New facilities consist of 
a paved and lighted lot across the 
street from the firm at 3330 S. 
Figueroa St. 
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“ruehauf Official 
3ees Greater Use 


“or Truck-Trailer 


DETROIT.—C. L. Schneider, di-| 
rector of sales for Fruehauf Trailer 
Co. and new eastern vice-president | 
of the _ Truck- 
Trailer Manu- 
facturers Assn., 
said last week 
that “we have 
hardly scratched 
the surface with 
respect to adapt- 
ing the truck- 
trailer to our 
modern way of 
life.” 

Professional 
haulers and a 

industries—such 
as oil, food, and warehousing— 
have profited from the advantages 
of truck-trailers over straight 
trucks, Schneider declared. 

“And now,” he added, “other in- 
dustries are becoming interested in 
applying these advantages to their 
transportation requirements. 

“The future holds promise of 
great expansion in the use of 
trailers by all these industries as 
well as for traveling salesrooms, 
display and demonstrator units, 
mobile offices, educational tools, 
medical laboratories and the like.” 

Schneider, a veteran of 35 years 
in the automotive field, has been 
Fruehauf sales director since 1950. 





Cc, L. Schneider 
number of basic 








“I break out in a cold sweat 
every time I think of the 2,750,000 
new cars we salesmen have to 
sell in the first half of ’53. You 
oldtime salesmen never had to 
face anything like THAT!” 





Perry Moves Operations 

CAMDEN, N. J.—Production and 
administrative operations of the 
Perry Filter division of the R. M. 
Hollingshead Corp. are now cen- 
tered here, it has been announced 
by M. M. Perry, head of the 
division and a vice president of 
Hollingshead. Spark-O-Liner Corp., 
of Minneapolis, with which Perry 
was formerly associated, no longer 
has any connection with the filter, 
he said. 





Lawsuits Affecting Dealers .. . 
Court Decisions 


By Leo T. Parker | 

Attorney at Law 

A CCORDING to a higher court! 

decision, the holder of a re-| 

corded chattel mortgage or condi- | 

tional contract on an automobile | 

has a superior lien, and one who 

repairs the vehicle in any county 

or state in the U. S. has only a 
secondary lien. 


In other words, it is well settled 
that a chattel mortgage properly | 
recorded in the county of the resi- | 
dence of the auto owner is con-| 
structive notice of the instrument | 
in all other counties into which the | 
auto may be taken. | 

For example, in Lincoln Bank & 
Trust Co. v. Netter, 253 S. W. (2d) | 
260, the testimony showed facts as} 
follows: | 

One Netter purchased a Ford | 
from a dealer under a condition- 
al sales contract. Subsequently, | 
this contract was sold by the deal- 
er to Lincoln Bank & Trust Co. 
and was properly recorded. 

Some time later, Netter took the} 
auto to Hall’s garage and had him | 
make repairs to the extent of $384. | 
The testimony showed that Hall in- | 
stalled a motor block, generator, 


carburetor and radiator, and also| Versed, with directions that a judg-|E. J. Baumberger, traffic manager 
that Hall’s garage is situated in a|™ent be entered in favor of the|of Edison Brothers Stores, Inc., St. 


county other than the one in which 
the bank recorded the conditional 
contract. 

+ 
Lien on Repairs 
I ATER the bank, and holder of 
+4 the conditional contract, sued 


* * 


| 
| 
| 


his lien for repairs was superior 
to the bank’s recorded conditional 
contract. 

The lower court held that Hall 
could remove the accessories he in- 
stalled in the automobile after which 
the bank had a prior lien. In other 
words, the court held that if the 
bank wanted possession, it must pay 
Hall’s bill. 

The higher court reversed this 
decision and held that Hall must 
give the bank possession of the 
auto without removing the acces- 
sories or receiving any payment 
for his repair work. This court 
said: 

“Tt is also well settled that a duly 
recorded chattel mortgage on a mo- 
tor vehicle is superior to subsequent 

statutory lien for labor and acces- 


|sories. The removal of the acces- 


sories from the vehicle in this case 
would destroy the machine’s use- 
fulness. These accessories were 
united to the machine so as to be- 
come, under the doctrine of acces- 
sion, an integral part thereof. The 
judgment of the trial court is re- 


ank.” 


Pegues-Hurst Expands 
Pegues-Hurst Motor Co. (Ford), 
Longview, Tex., has taken a long- 
term lease on the Nash-Longview 
building, to which it will add 5,000 


to recover possession of the auto|square feet of space. Owners of 


when Netter failed to make the 
agreed payments. Hall claimed that 


the Nash outlet plan to erect a new 
building. 





First Ford Truck Delivered— 


Chris A. Winkler, Inc., Flushing, N. Y., claims to be the first Ford dealer to deliver 


co 1953 truck. Dr. Roy K. Marshall, Ford's television authority on the wonders of the 
mechanical world, hands the keys to Peter Silvestri, an independent contract hauler, 
whe bought the truck. Gerry Richter, sales manager, looks on. 


Some New Orleans Dealers Halt Tradeins.. . 
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Higher-Priced Lines Feel Pinch 


Staff Correspondent 

NEW ORLEANS.—Dealers in the 
low-price field are in an enviable 
position, selling cars as fast as they 
are received. As a matter of fact, 
some New Orleans dealers in this 
price range have a backlog of 
orders. 

The situation with other dealers 
is entirely different—not that they 
have a big inventory of new cars, 
but the merchandise is not moving 
as fast as they would like. 

The salvation of a number of 
these dealers is that factory 
shipments have been slow. The 
competitive market has already hit 
dealers in the medium and high- 
price class since quite a number 
are slashing prices in giving over- 
allowances. 

In order to keep their used- 
ear stock under control, a 
number of new-car dealers have 
stopped trading. 

One dealer confessed: “I’m not 





Shipping Interests 
Urge Removal of 
Truck Surcharge 


By Gordon Hebert 


CHICAGO. — Representatives of 
shipping interests have urged 
Interstate Commerce Commission 
to remove a $1.50 surcharge on 
truck shipments of less than 5,000 
pounds. The request was made at 
a hearing before ICC Examiner 
James J. Williams here. 

Charging that the surcharge is 
discriminatory, Ben Ugelow, secre- 
tary of the National Retail Furni- 
ture Assn.’s traffic committee, said 
that his organization believes the 
surcharge will not produce ad- 
ditional revenue for trucking com- 
panies. Traffic will be lost and 
changes in buying patterns by re- 
tailers may actually reduce the 
need for carrier service, he said. 

ICC is conducting hearings to 
determine whether the surcharge, 
which has been in effect since last 
May, should remain in force. In 
hearings in Washington recently, a 
group of motor carriers testified in 
favor of retaining the surcharge. 

Ugelow said that if the sur- 
charge is not removed, more of the 
larger stores will use their own 
trucks to pick up merchandise at 
nearby factories. He said, further, 
that flat surcharges based on ship- 
ments below certain weight mini- 
mums imposes a burden on small 
|furniture stores. 


Ugelow’s views were supported by 


Louis, who said his company 
| believes surcharges on small ship- 
ments discriminate unfairly against 
the large majority of shippers and 
favors others who are able to move 





quantities of 5,000 pounds or more. 


Baumberger said that shipments 
of 5,000 pounds or more move at 
a rate of 20 cents a pound below 
charges imposed on_ smaller 
shipments. In addition, there are 
still further differentials between 
truckload and less than truckload 
shipments. 


WHI Schedules 


Calif. Convention 


SAN FRANCISCO.—Problems of 
the motor carrier industry in the 
11 Western states and Alaska will 
be reviewed at the annual member- 
ship meeting of the Western High- 
way Institute Apr. 30-May 2 at 
Santa Barbara, Calif. 


Principal speaker of the occasion 
will be Dave Beck, president of the 
International Brotherhood of 
Teamsters. Other guests of honor 
will be Walter Carey, president and 
John Lawrence, general manager 
of the American Trucking Assn., 
Inc., national organization of the 
motor carrier industry. Both men | 
are scheduled to speak. 

The Santa Barbara Biltmore will 
be convention headquarters, with 
the Miramar and Mar Monte hotels 


trading anything until I get my 
used-car stock down. And when I 
start trading again, I'll take them 
at today’s price level.” 

The independent used-car dealers 
have forced the new-car dealers 
back in the used-car business in a 
big way. This is due to the fact 
that independent dealers are loaded 


DuPont to Head | 


Road Bureau 


WASHINGTON. — Secretary of 
Commerce Sinclair Weeks, with 
the approval of President Hisen- 
hower, has appointed Francis V. 
duPont, of Wilmington, Del., as 
commissioner of the Bureau of 
Public Roads, U. S. Department of 
Commerce. He will succeed Thomas 
H. MacDonald, who has held the 
post for 34 years. 

DuPont served for 27 years as 
a member of the Delaware High- 
way Department, serving 23 of 
them as chairman. DuPont will 
take office on Apr. 1. 


,and are not giving the top dollar 
|for used cars at wholesale. 

Five dealers during the past 60 
days have opened additional used- 
car outlets. 


The used-car market still shows 
signs of weakness, but, strange as 
it may seem, prices remain firm. 

This end of the business has been 
extremely spotty. 

About the best explanation 
given by an independent dealer 
when he said, “It’s like a rubber 
ball when you bounce it—the 
market is down and up.” 

All in all the used-car picture is 
not what it should be at this time 

of the year. Consensus is that sales 
have to pick up when the flow of 
new cars begins. 

Finance companies have 
tightened up on deals, and some 
are still turning down as much 
paper as they accept. Finance com- 
panies also report an increase in 
repossessions. 

The bright side of the picture for 
dealers is service and parts. Many 
dealers are still establishing new 
highs in this end of the operation. 





truck 





EASY INSTALLATION 


The Cobey Hydra-Power End Gate is 
designed for easy installation on any 


or trailer—and to save mounting 


time and costs. It has a large and ready 
market because 


its use reduces labor 


costs, employee accidents and cargo 
kes . = damage. Ramp-type platform- gate 
re anny a's available in three sizes to meet all re- 
stopped at any point between i 
ound and truck floor. Gate quirements 


rides level — even under un- 


balanced loads. 









ae 


Bi tt tt 3 


baits 


LIFTS and holds a real load 
of 3,000 Ibs. max. Sturdy lift 
frame designed to prevent dis- 
tortion and sway of platform. 
Platform is well braced to give 
maximum rigidity. 


the 


HYDRAULIC power quickly 
closes the rugged end gate. 
Self-locking devices hold plat- 
form-gate in raised and closed 
positions without use of posts 
or chains. 


Superior Features of the 
Cobey Hydra-Power End Gate 


@ ONE hydraulic cylinder (operating 
from truck motor) performs all oper- 
ations of lowering, raising, and 
closing the platform-gate. 


@ Operating controls are conveniently 
located at the rear of truck platform; 
also can be operated from the gate 
itself—either by foot or hand. 


@ The 6” hydraulic cylinder with 11” 
stroke permits ample hydraulic power 
to lift maximum loads easily. 


@ Precision-honed cylinder walls, and 


use of patented hydraulic seals, 


eliminate by-passing of oil and “‘creep- 
ing’ 
@Safety devices prevent accidental 
dropping of gate, and assure a safe, 


uniform lowering speed — always 
under control. 


’ of platform. 


For literature—write Dept. A-43. 


Engineered, Manufactured, and Guaranteed by 


THE PERFECTION 


STEEL BODY CO. 


GALION, OHIO 
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New Passenger Car Registrations, 36 States for February, 1953-1952 


Car registrations by states are 
released here weekly, as com- 
piled by R. L. Polk representa- 
tives in state capitals. 
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New Commercial Car Registrations, 34 States for February, 
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The following advertised-delivered prices 
are based on factory retail prices sug- 
gested by the factories. These prices in- 
clude Federal excise taxes and factory 
handling charges, plus dealer delivery 
and handling charges. They do NOT in- 
clude transportation charges, state and 
local taxes or optional equipment, 

ALLSTATE — Four — 2-dr. sed. $1,499. 
Six—$1,686.18. (Sold only by Sears, Roe- 
buck and Co. stores in certain areas.) 

AUSTIN—A-30 sed., $1,495; A-40 Som- 
erset sed., $1,795; stat. wag., $1,895; 
conv., $1,945; A-40 sports conv., $2,295. 
(Delivered at U. S. ports.) 

BUICK—Special — 4-dr. sed., $2,208.76; 
2-dr. sed., $2,149.32; 4-dr. Deluxe sed., 
$2,255.32; 2-dr. Deluxe sed., $2,196.88; 
Riviera cpe., $2,295.43; conv., $2,553.17. 

-dr. Riviera, $2,696.17; Riviera 
epe., $2,610.56; conv., $3,001.59; stat. 
wag., $3,429.73. Roadmaster—4-dr. Riviera, 
$3,254.36; Riviera cpe., $3,358.05 conv., 
$3,505.56; stat. wag., $4,030.73; Skylark 
sports car, $5,000. (Dynaflow standard on 
Roadmaster models, optional at $192.50 on 
all others. Power steering standard on 
Roadmaster models, optional at $177.40 on 
others if equipped with Dynaflow. Power 
brakes standard on Skylark, optional at 
$35.19 on other Roadmaster models only. 
Air conditioning optional at $594 on Rivi- 
eras in the Super and Roadmaster series 


only.) 

CADILLAC—Series 62 — 4-dr. sed., $3,- 
666.26; cl. cpe., $3,571.33; Coupe deVille, 
$3,994.57: conv., $4,143.72. Series 60 Spe- 
clal—4-dr. sed., $4,304.88. Series 75——8- 
pass. sed., $5,407.54; lim., $5,620.93. Eldo- 
rado—conv.. $7,750. (Hydra-Matic stand- 


ard on Series 62, Series 60 Special and 
Eldorado, optional at $198.36 on Series 75. 
Power steering standard on Eldorado, op- 
tional at $176.98 on all other models. Auto- 
matic beam control optional at $53.36. Air 
conditioning optiona! on all enclosed mod- 
els at $619.55.) 

CHEVROLET — One-Fifty — 4-dr. sed., 
$1,670; 2-dr. sed., $1,613; cl. cpe., $1,620; 
bus. cpe., $1,524; 6-pass, stat. wag., $2,- 
010. Two-Ten — 4-dr. sed., $1,761; 2-dr. 
sed., $1,707; cl. cpe., $1,726; spt. cpe., 
$1,967; conv., $2,093; 
$2,123; 8-pass. stat. 
—4-dr. sed., $1,874; 2-dr. sed., 
pe cpe., $2,051; conv., $2, 175. 

glide optional at $178.35 on Two-Ten and 
Bel Air models only. Power steering op- 
“enal at $177.55 on all models.) 





CHRYSLER — Windsor — 4-dr. sed., $2,- 
482.25 (8-pass., $3,423); club cpe., $2,461.- 
75; stat. wag., $3,278.75. Windsor Deluxe 
—4-dr. sed., $2,711; Newport, $3,015.25; 
conv., $3,236.75. New Yorker—4-dr. sed., 
$3,174.50 (S8-pass., $4,359); club cpe., $3,- 
145.50; Newport, $3,512; stat. wag., $3,- 
922.75. New Yorker Deluxe—4-dr. sed., $3,- 
317.50; club cpe., $3,288.50; Newport, $3,- 
677.75; conv., $3,970. Custom Imperial—4- 
dr. sed., $4,249.50; lim., $4,787; Newport, 


$4,550.25. Crown Imperial — 8-pass. sed., 
$6,921.50; lim., $7,043.75. (Fluid-Matic 
optional at $130.10 on Windsor, standard 


on other models. Fluid-Torque standard on 
Custom Imperial and Crown Imperial; 
optional at $139.75 on other eight-cylinder 
models, at $106.40 on Windsor Deluxe and 
at $236.50 on Windsor. Power steering 
standard on Crown Imperial, optional at 
$177.35 on other models; not available on 
Windsor cars with standard transmission. 
Wire-spoke wheels optional at $290.25 on 
all models.) 


DeSOTO —- Powermaster 6 4-dr. sed., 
$2,375.75 (8-pass., $3,271); club cpe., $2,- 
354; Sportsman, $2,624.25; stat. wag., $3,- 
097.75. Fire Dome V-8—4-dr. sed., $2,663 
(8-pass., $3,548.75); club cpe., $2,641.50; 
Sportsman, $2,912.50; conv., $3,134.25; stat. 
wag., $3,371. (Tip-Toe Shift at $130.10 on 
all models. Tip-Toe Shift with Fluid Torque 
Drive optional at $236.50 on V-8s only. 
Power steering optional at $177.35 on all 
cars equipped with special transmissions. 
Power brakes optional at $36.55 and wire- 
spoke wheels at $290.25 on all models.) 

DODGE — Meadowbrook Special — 4-dr. 
sed., $2,017.75; club cpe., $1,975.50. Mea- 
dowbrook—4-dr. sed., $2,124; club cpe., 
$2,094.75; stat. wag., $2,193.75. Coronet 
Six—4-dr. sed., $2,128.50; club cpe., §$2,- 


101.50. Coronet V-8—4-dr. sed., $2,237; 
club cpe., $2,215.50; Diplomat, $2,378; 
conv., $2,511.50; stat. wag., $2,520. (Fluid 


Coupling optional at $20.40 on all six- 
cylinder models except the Meadowbrook 
station wagon. Gyro-Matic optional at 
$130.10 on all models except the Meadow- 
brook station wagon. Gyro-Torque optional 
at $233.50 on V-8s only. Wire-spoke wheels 
optional at $290.25 on all models.) 
FORD—Mainline 6—4-dr. sed., $1,690.47; 


Current Prices on New Cars 


2-dr. sed., $1,641.59; bus. cpe. $1,537.33; 
stat. wag., $2,018.90. Customline 6—4-dr. 
sed., $1,782.69; 2-dr. sed., $1,733.79; cl. 
cpe., $1,743.29. Mainline 8—4-dr. sed., 
$1,766.09; 2-dr. sed., $1,717.20; bus. cpe., 
$1,613.53; stat. wag., $2,095.07. Custom- 
line 8—4-dr. sed., $1,858.35; 2-dr. sed., 
$1,809.45; cl. cpe., $1,819.50; stat. wag., 
$2,266.76. Crestline 8—Victoria, $2,120.23; 
conv., $2,229.92; stat. wag., $2,403.24; 
(Fordomatic optional at $184 on all mod- 
els.) 


FORD OF BRITAIN—Prefect 4-dr. sed., 


$1,337.04; Anglia 2-dr. sed., $1,179.07; 
Consul 4-dr. sed., $1,695; Consul conv., 
$2,075 (power top, $150 extra); Zephyr 


Six 4-dr. 
$2,425. 
entry.) 


HENRY J—Corsair Four—2-dr. sed., $1,- 


sed., $1,890; Zephyr Six conv., 
(Delivered at New York port of 


499. Corsair Deluxe Six—2-dr. sed., $1,- 
686.18. 

HUDSON—Jet—4-dr. sed., $1,858. Super 
Jet—4-dr. sed., $1,954. Wasp—4-dr. sed., 
$2,310.87; 2-dr. sed., $2,264.12; cl. cpe., 
$2,310.87. Super Wasp — 4-dr. sed., §$2,- 
465.84; 2-dr. sed., $2,413.28; cl. cpe., $2,- 
465.84; Hollywood, $2,811.58; conv., $3,- 
047.50. Hornet—4-dr. sed., $2,768.86; cl. 


pe., $2,741.99; Hollywood, $3,095.15; conv., 
$3,342.05. (Hydra-Matie optional on all 
models at $178.03.) 


JAGUAR—Mark VII—4-dr. sed., $4,170; 
Mark VII 4-dr. sed. with Borg-Warner 


automatic transmission, $4,450; XK-120 
cpe., $4,065; XK-120 cpe. with modified 
equipment, $4,460; XK-120 conv., $4,039; 


XK-120 conv. with modified equipment, $4,- 
434. (Delivered in New York City.) 


KAISER—Deluxe — 4-dr. sed., $2,512.79; 
club sed., $2,459; 4-dr. Traveler, $2,618.55. 
Manhattan—-4-dr. sed., $2,649.63; club sed., 
$2,596.76; 4-dr. Traveler, $2,755.36. Dragon 
—$3,923.91. (Hydra-Matic standard on 
Dragon, optional at $178.55 on other mod- 
els.) 


LINCOLN — Cosi 
$3,522; 


mopolitan — 4-dr. sed., 
spt. cpe., $3,625. Capri—4-dr. sed., 
$3,766; ‘‘hardtop,’’ $3,869; conv., §$4,- 
030.50. (Hydra- Matic standard on all 
models. Power steering optional at $198.90 








$43 and 


on all models, power brakes at 
power seat at $69.90.) 


MERCURY — Custom — 4-dr. 
250.50; 2-dr. sed., $2,193.50; spt. cpe., 
$2,315. Monterey — 4-dr. sed., $2,332.50; 
hardtop, $2,451.50; conv., $2,609.50; 8-pass. 
stat. wag., $2,825.50. (Mere-O-Matice op- 
tional at $189.81 on all models.) 


MORRIS and MG—Morris Minor — 4-dr. 
sed., $1,535; 2-dr. sed., $1,435; conv., $1,- 
465. Morris Oxford—saloon, $2,150; stat. 
wag., $2,385. MG/TD—standard conv., $2,- 
115; Mark II conv., $2,360, (Delivered in 
New York City.) 


NASH—Rambler Super — Suburban, §$2,- 
002.60. Rambler Custom — Hardtop, §$2,- 
125; conv., $2,150; stat. wag., $2,118.90. 

tatesman Super — 4-dr. sed., $2,178.35; 
2-dr. sed., $2,143.55. Statesman Custom— 
4-dr. sed., $2,331.70; 2-dr. sed., $2,309.50; 
hardtop, $2,433.20. Ambassador Super — 
4-dr. sed., $2,557.20; 2-dr. sed., $2,520.75. 
Ambassador Custom—4-dr. sed., $2,716.45; 
2-dr. sed., $2,695; hardtop, $2,828.60. 
(Hydra-Matic optional at $178.85 on States- 
man and Ambassador; power steering at 
$192.40 on Ambassador only. LeMans en- 
gine optional at $192.50 on Ambassador.) 


OLDSMOBILE — Deluxe 88 — 4-dr. sed., 
$2,327.09; 2-dr. sed., $2,261.62. Super 88 
—4-dr. sed., $2,461.71; 2-dr. sed., $2,- 
395.25; hardtop, $2,673.39; conv., $2,852.59. 
Classic 98—4-dr. sed., $2,785.82; hardtop 
$3,021.75; conv., $3,228.84; Fiesta sports 
car, $5,715. (Following equipment stand- 
ard on Fiesta, optional at extra cost on 
all other models: Hydra-Matic, $178.35; 
power steering, $177.40; power brakes, 
$35.50.) 

PACKARD—Clipper—4-dr., sed., $2,588; 
club sed., $2,534; Deluxe 4-dr, sed, $2,- 
735; Deluxe club sed., $2,681; Sportster 
hardtop, $2,795. Packard — Cavalier 4-dr. 
sed., $3,234; Mayfair hardtop, $3,268; 
conv., $3,476; Patrician 4-dr. sed., $3,735; 
Caribbean conv., $5,200; formal sed., $6,- 
526; executive sed., $6,895; corporation 
lim., $7,095. (Ultramatic standard on Pa- 
triclan and formal sed., optional at $199 
on other models. Power steering optional at 
$195 on all models; power brakes at 
$39.45.) 


sed., $2,- 


PLYMOUTH—Cambridge—4-dr. sed., $1,- 
760; club sed., $1,722.25; bus. cpe., $1,- 
612.50; stat. wag., $2,059. Cranbrook—4- 
dr. sed., $1,867.50; club cpe., $1,837.50: 
Belvedere, $2,059; conv., $2,215; stat. wag.. 
$2,202.25. (Hy-Drive optional at $145.80 on 


all models. Wire-spoke wheels optional at 
$290.25.) 

PONTIAC — Chieftain 6 Special — 4-dr. 
sed., $2,014.64; 2-dr. sed., $1,956.36. 
Chieftain 6 Deluxe—4-dr. sed., $2,118.53; 
2-dr. sed.. $2,060.28; conv., $2,444.21. 
Chieftain 8 Special—4-dr. sed., $2,089.62: 
2-dr. sed., $2,031.45. Chieftain 8 Deluxe— 
4-dr. sed.. $2,193.51; 2-dr. sed., $2,136.32: 
conv., $2,517.66. Catalinas—Deluxe 6, $2,- 


304.30; Custom 6, $2,370.43; Deluxe 8, 
$2,370.99; Custom 8, $2,446. Station wag- 
ons—Two-seat Special 6, $2,449.61; three- 
seat Special 6, $2,505.15; two-seat Deluxe 
6, $2,589.61; two-seat Special 8, $2,524.61; 
three-seat Special 8, $2,580.15; two-seat 
Deluxe 8, $2,663.61. Grain finish on all 
station wagons, $80 extra. (Hydra-Matic 
optional on all models at $178.35, power 
steering at $177.40. Autroniec Eye at 


$53.65. ) 
ROOTES—Hillman Minx—4-dr. sed., $1,- 
699; conv., $1,899; stat. wag., $1,938. 


Humber—Hawk sed., $2,395; Hawk touring 
lim., $2,640; Super Snipe sed., $3,295; 
Super Snipe touring lim., $3,580; Super 
Snipe Pullman lim., $5,110. Sunbeam-Tal- 
bot—Sed., $2,685; conv., $2,911. Rover— 
Sed., $2,897. (Delivered in New York City.) 


STUDEBAKER — Champion Custom - 
4-dr. sed., $1,767.40; 2-dr. sed., $1,735.12. 


Champion Deluxe — 4-dr. sed., $1,862.83: 
2-dr. sed., $1,830.58; 5-pass. cpe., $1,- 
868.21. Champion Regal — 4-dr. sed., $1.- 


949.17; 2-dr. sed., $1,916.92; 5-pass. cpe.. 
$1,954.55; hardtop, $2,115.80. Commander 
Deluxe — 4-dr. sed., $2,121.15; 2-dr. sed.. 
$2,088.90; 5-pass. cpe., $2,126.52. Com- 
mander Regal—4-dr. sed., $2,207.54; Land 
Cruiser 4-dr. sed., $2,315.64; 5-pass. cpe.. 
$2,212.91; hardtop, $2,374.16. (Automatic 
Drive optional at $231.24 on Champion. 
$243.08 on Commander. Power steering 
optional at $161.25 on Commander.) 
WILLYS — Aero Lark — 4-dr. sed., $1,- 
732.10; 2-dr. sed., $1,645.70. Aero Falcon 
—4-dr. sed., $1,860.61; 2-dr. sed., $1,- 
759.97. Aero Ace—4-dr. sed., $2,038.43; 
2-dr. sed., $1,963.11. Aero Eagle (hardtop) 
—$2,156.79. Station wagons — 4-cyl., $1,- 


862.22 (four-wheel drive, $2,304.03); 6-cyl., 
$1,948.75. 
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Used-Car Notes 





Florida Dealers Launch 


Membership Drive 

MIAMI, Fla.— The Florida Used 
Car Dealers Assn. has launched a 
drive to increase its membership 
to 500 dealers. 

Arch Livingston, executive secre- 
tary of the organization, said that 
1 larger membership is necessary 
to “protect the used-car dealers’ 
interests” at the coming session 
f the State Legislature. 

* + o 


VUCDA Counsel Dickey Due 


For D. C. Commissionership 

WASHINGTON. — Raymond R. 
Dickey, Washington counsel for the 
National Used Car Dealers Assn., 
appeared last week as a likely 
nominee for a District of Columbia 
commissionership. 

Dickey is generally credited with 
making some outstanding Capitol 
Hill presentations on behalf of 
NUCDA, particularly in the matter 
of credit restrictions and price 
ceilings. 

& > 


Kansas Dealer Is Robbed 


While Talking to ‘Prospect’ 
FORT SCOPT, Kans. — Elmer 
Allen, owner of a used-car business 
near here, was robbed of $170 by 
a gunman and a partner recently. 
Allen said he had gone outside 
of his nome when he was accosted 


|Zinks seek additional damages 
|}under a state statute that requires 


|the motor vehicle 
protect buyers “for any loss 
suffered by reason of the practice 
|of fraud.” 


* 


Commission Sales 
Help Used-Car 
Business in Ottawa 


ers here are increasing their busi- 
ness by selling privately owned cars 
solely on a commission basis, in- 
stead of buying the cars and resell- 
ing them in straight deals. This, 
they say, is more profitable and 
less risky under the tightening up 
of competition. 

“Of course,” said one used-car 
dealer, “we need a fairly large 
turnover to make it worthwhile to 
carry on this commission business, 
but we have found it quite success- 





by one of the men. While Allen 
was being asked some questions by 
the man, who pretended to be 
looking at a car, a second man 
shoved a gun in his back. 


The men tovk Allen’s wallet 
s * = 


Used-Car Auction 


Is Formed in Flint 
FLINT. — Three used-car deal- | 
ers here have formed the Flint 
Auto Auction, Inc., which will be 
opened at 12:30 p.m. Wednesday, 
Apr. 15. Sales will be held each 
Wednesday thereafter. 

The auction property, at 3711 
Western Road, includes a building 
105 by 45 feet and 10 acres of 
surfaced parking space. 

Owners are Ray Williams, pres- 
ident; Howard Lintz, vice-presi- | 
dent, and Martin McCollum, sec- 
retary-treasurer. McCollum is a 
former president of the National 
Used Car Dealers Assn., and Wil- 
liams is the dean of Flint used- 
car dealers. 

McCollum says the auction area 
will be lighted by 600 feet of flour- | 
escent lighting. The auction will | 
issue its own checks for cars sold, 
and will guarantee crankshafts, 
blocks and rear-end transmis- 
sions, Carl Marker, also a former 
NUCDA president, will be auc- 
tioneer. 


* 


co * * 
OPS Sues Economy Sales | 
PROVIDENCE. — Economy Auto 
Sales, Inc., used-car concern at 1224 
Broad St., has been named in a 
complaint filed in the U. S. District 
Court here by the Rhode Island 
OPS. The firm is accused of selling 
a used car last fall for $325 more 
than the ceiling price. OPS is ask- 
ing triple damages, totaling $975. 
* * * 


Dobbs Adds Lot in S. C. 
LOUISVILLE, Ga.— Tommie L. 





Dobbs, of Dobbs Motor Co., used- 
car and trailer dealer, has opened 
a used-car lot in Edgefield, S. C. 
James Shivers will be manager, 
and Walter Boman assistant. Dobbs 
operates two used-car lots in Louis- 
ville. 


Denver Couple Asks $3,000 


In Suit Against Carson 


DENVER.—Mr. and Mrs. Victor 
A. Zink jr., of this city, have filed 
a suit in district court accusing a 
Denver used-car dealer of selling 
them a foreign car and repre- 
senting it as an American-built 
automobile in good condition. 

The couple sought total damages 
of $3,000 in claims filed against 
Robert Carson, doing business as 
Carson Used Cars, 5991 W. Colfax 
ave., and the Western Surety Co., 
with which Carson had a $5,000 
idemnity bond. 

The Zinks charge they paid $1,500 
July 3, 1952, to Carson for a car 
represented as a 1950 Pontiac. 

In a second claim against Carson 
an? the Western Surety Co., the 
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SIGN OF FRIENDLY SERVICE 
FOR CAR DEALERS 


SOCONY-VACUUM OIL COMPANY, INC., MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 


lear dealers to post a bond with | 
division to! 
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Reo Ups Payload in Concrete Mixer— 


The new tandem truck for hauling concrete mix or dump bodies has power steering 


OTTAWA. — Some used-car deal-| ong increases payloads up to 331; percent, according to Reo. To allow for the extra 


| weight, the truck features a 14,000-pound front axle and extra-heavy front springs. 4 


| ful. We're satisfied it is good, sound 
| business, with very little risk on 
our part.” 

One dealer said he discovered 
many prospective used-car buyers 
favor such commission methods be- 
cause they know exactly how much 
the original owner was paid and 
what the middle man is getting. 


to insist that sellers supply him 
with the complete history of the 
car involved as far as this is possi- 
ble, including all previous owners, 
repairs, etc. 

“If more used-car dealers did 
this, they’d soon find that such 
written records sell cars better than 
mere sales talk,” he declared. “This 


This dealer has made it a point|gives a buyer more confidence, 









and Affiliates. 


The average Socony-Vacuum 






Americas Favorite Pai 
Mobilgas & Mobiloi! — 


First choice of millions of motorists coast to 


coast for power, protection and performance. 


Years of Expenence 
with Car Dealers — 


calling on car dealers has had almost 17 years’ 


experience working on your problems. 


Exclysive 
'On-thejob” Traihihg— 


= 


which is so important in the used- 
car trade today.” 


‘Packaging Parley 
‘To Open Apr. 20 


| NEW YORK.—Latest packaging 
|methods and new company 


+ | programs will be described to more 


|than 1,500 business executives ex- 
| pected to attend the American 
Management Assn.’s National 
|Packaging Conference, Apr. 20-22, 
at Navy Pier, Chicago. At the same 
time the newest in packaging 
| equipment will be on display at the 
|association’s 22nd National Pack- 
aging Exposition, expected to draw 
some 25,000 persons to Navy Pier, 
Apr. 20-23, officials said. 


The two-day conference program 
will include discussion of new pro- 
duction methods, merchandising 
trends, materials, and significant 
company packaging programs, the 
association said. The exposition 
will include an expected 350 ex- 
hibitors of machinery, equipment, 
materials and services More than 
120,000 square feet of exhibit space 
has already been reserved, placing 
the 1953 show 20 percent ahead of 
last year’s, officials said. 





Cocony-Vacuum Offers 
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Finest lubrication and sales training program of 





its kind—includes showing your men how to feed 


extra business to your other Service Departments. 


SOCONY-VACUUM 
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Separate Building Boosts Volume 40% .. . 





Shop for Trucks Only Pays Off 


TRUCK service department, in-; 


stalled several months ago 
when the dealership moved to its| 
new location, has been credited | 


with a 40 percent increase in serv-| 
ice volume at Al Long, Inc. (Ford), 
13200 Joseph Campau, Detroit. 

The department, which fea- 
tures complete rebuilding of 
heavy-duty trucking equipment, 
was opened when the owners 
realized the sales potential that 
existed in the new area, 
Formerly located in a residential 

part of the city, the operations 
were transplanted into the midst 
of a highly industrialized section, 
populated with numerous truck 
firms and auto factories. 

* * ea 

HE owners wasted no time in 

cultivating truck volume when 

they relocated. As a result of its 
“go-getter” policy, the dealership 
today has several large fleet and 
four major oil company accounts. 
The oil companies bring in their 
giant tankers and trailers regu- 
larly into the Long outlet. 

The block-long shop is so 
equipped that it can handle the 
largest trucking units on the road 
today. The most modern work tools 
fill the shop. 

There are extra-long stalls, 
heavy-duty equipment and espe- 
cially high doors. A double drive- 
way down the middle of the 





backshop enables the larger ve- 
hicles to move around with ease. 
Altogether, there are 15,000 
square feet of space in the serv- 
ice department, which employs 
15 mechanics, 

“There isn’t a job we can't 
handle,” comments Richard John- 
son, service manager. 

+ * * 
RECENT example of the spe- 
4 cial work the truck depart- 
ment can perform was a job done 
for a large cartage company. It 
was necessary to rebuild a Ford 


Tracks Pace Rise 
In Ga. Registry 


ATLANTA.—As of Dec. 31, 1952, 
there were 213,746 trucks registered 
in Georgia, according to figures 
from the state. This represents an 
increase over 1951 of 5,602 trucks— 
and represents 19 percent of the 
state’s total motor vehicle registra- 
tion of 1,075,176. This latter figure 
was an increase of 56,065 over ’51. 

Truck and truck-trailer registra- 
tion fees in 1952 amounted to $2,- 
433,274, representing 42 percent of 
total registration fees which 
amounted to $5,747,043. All told, 
Georgia realized an increase of 
$392,838.24 in registration fees over 
1951. 





DAILY 
DIVIDENDS! 


With regular American Airfreight 
shipments, you reduce overtime 
by gaining production time. Thus 
you earn a worthwhile daily 
“dividend.” 


For further information, wire us collect: 
American Airlines, Cargo Sales Division 
100 Park Ave., New York 17,N. Y. 








IN OREGON @ YOU'LL SELL MORE 
WITH THE OREGONIAN 


. . . largest circulation newspaper in Portland 
and the entire Oregon Markets*, both Daily and 
Sunday. The Oregonian is First in Automotive 
advertising linage, First in General 

Advertising and First in sales. 


*All Oregon and 7 
The Oregonian is 


southwest counties of Washington. 


your best Oregon Buy! 


the Oregonian 


225,421 Daily 283,744 Sunday 


REPRESENTED NATIONALLY BY MOLONEY, REGAN & SCHMITT, INC, 





Our New Prices Are the Lowest Yet 


LICENSE PLATE CLIP 
(1 AN AA asa Ae A 


e BRIGHT 
@ STRONG 


40c Each 


35c Ea. in 


One Doz. Lots 
Immed. Delivery 


CADMIUM RUSTPROOF FINISH 
TENSION SPRING, DOUBLE LOOP 


@ GUARANTEED BY MANUFACTURER 

@ LIMITED SUPPLY. 

Enclose 25¢c Postage on All Orders. 
Attractive Offer for Jobbers. 


DEALER AUTO ACCESSORIES 


3210 Avenue H, Brooklyn 10, N. Y. 


ORDER NOW. 


Dept. AN 3 





|F-8 tractor from the ground up, 
| because the frame had been dam- 
| aged. 

The fleet firm was faced with 
|the problem of deciding on buying 
|new equipment or the rebuilding 
job. The cartage firm was shown 
that it could have the tractor re- 
built, motor overhauled, front 
wheel work replaced and body re- 
painted for only one-tenth the cost 
of a new unit. 

“Our specially trained mechan- 
ics and body paint men soon had 
the tractor on the road again, 
ready for more years of good 
service,” recalls Johnson. 

The department, which remains 
open every day until midnight, can 
handle anywhere up to 20 trucks 
an evening. “Our customers appre- 
ciate the late hours, because their 
trucks must keep rolling during 
the day and the companies don’t 
like to tie up their units in the 
shop,” says Johnson. 

* ca *” 

 _ our outlay in the 

truck department was heavy, 
the service volume from it has al- 
ready paid for much of the im- 
provements and has put us ahead 
of previous shop profits,” Johnson 
declares. 

The dealership does not advertise 
the trucking department in news- 
papers. Trade from the area is ob- 
tained through a hard-hitting fol- 
lowup plan. Sales and service de- 
partment personnel work together 
closely. 

“Our salesmen ‘pound the beat’ 
for service customers con- 
stantly,” explains Johnson. 
“When we sell a service job, 
whether it’s on a car or truck, 
we usually call the customer a 
few days later to find out if 
everything is satisfactory.” 

This policy, it is pointed out, has 
given customers much confidence 
in Long’s service operations, “and 
they always come back.” 

Most of the mechanics have 
been with the dealership a long 
time and the owners know their 
capabilities. All have had extensive 
training in car and truck service 
work. 





AP Parts Offers 
Muffler Line for 
‘Heavy-Duty Units 


TOLEDO.— AP Parts Corp. has 
announced plans to produce a line 
of heavy-duty truck mufflers, ac- 
cording to B. W. Lang, AP vice- 
president. 

Lang said his company’s entry 
into such a replacement market 
was prompted by the fact that 
more than 500,000 heavy - duty 
trucks are now in use, and that 
present day mufflers for such vehi- 
cles last only an average of about 
16% months. 

“Statistics show, too,” said Lang, 
“that the production and hauling 
schedules of heavy-duty trucks are 
on the increase.” 

He said AP has set up ma- 
chinery to produce the mufflers as 
a separate line. He added that the 
mufflers feature heavy steel and 
all-welded construction, with pre- 
cision fitting nipples. 


| Air Scale 
| Cushion Under Truck Keeps 


Weight Record 


DETROIT.—Trucks of the future 
may carry built-in air-pressure 
scales which would eliminate 
weighing enroute. 

A new device by Weber Instru- 
ment Co., a division of Link Engi- 
neering Co., is said to support a 
load on compressed air cushions 
instead of the _ conventional 
springs. The air pressure increases 
with the load and can be read at 
a gauge, thus keeping the trucker 
informed of the weight at all times. 

Not yet in production, the 
cushion is reported 25 to 50 per- 
cent cheaper than springs. One 
cushion, according to Weber, will 
support a load up to 9,000 pounds. 

Called the Pnu-Ride Weigh- 
master, the cushion also is said 
to keep a truck on an even keel 
even if the load is not balanced. 
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Trucks Build Service Volume at Long's— 





When Al Long, Inc. (Ford), Detroit, moved to its new location several months ago, 
the owners acted fast to cultivate the truck service volume that existed in the area. 
Foremost thought was given to service department planning. Special equipment was 
installed, and the shop was so arranged as to be able to handle the largest trucks on 
the road. As a result, truck companies contributed about 40 percent of the total service 


volume at the Long outlet. 





By J. B. Van Tassel 
Dealer Business Consultant 

HE only reason a used car gets 
into a new-car dealer’s stock is 
as part of the sale of a new car. 
It is not a profit- 
able piece of 
merchandise and 
therefore should 
be disposed of as 
soon as possible. 
In the exclusive 
used-car business, 
it is a profitable 
piece of merchan- 
dise because it 
is usually pur- 
chased for resale 
J. B. Van Tassel at a distress pur- 
chase price to be sold for a profit. 
Therefore, a new-car dealer must 
of necessity, in order to stay in 
business, take in used cars at the 
best possible price and sell them 
just about as fast as they are taken 
in, or they will do at least two 

things to his financial situation: 

* * * 


] FREEZE up liquid working 

* capital— which will put the 
dealer out of business. 2. Depreciate 
in value to the point where they will 
absorb most or all of the profit 
realized on the new-car sale— 
which also will put the dealer out 
of business. 

It would be my suggestion 
that every dealer start now, un- 
less he has already done so, and 
set up a control record system 
which will make it necessary for 
every used car taken in trade to 
be sold at retail within 10 days 
from the day it was taken in. 

If you set the goal at 10 days, 
you will probably dispose of it in 
20 days, and then check your finan- 
cial condition and make sure you 
have sufficient cash always to carry 
a 30-day supply of used cars. 

On this basis of financial and 
operating control of your used-car 
department, you can completely 





Dealer Business Counsel 


10-Day Resale Goal, 30-Day Supply Suggested 
For Successful U.C. Retailing 













dismiss from your mind the fear 
of the used-car hazard. 
* + * 


Be Sure of Manager 
a first you must make sure 

you have the right kind of a 

used-car manager, and he must 
prove to you over a period of 
months that he is capable of taking 
used cars in right. He must be 
able to get them reconditioned im- 
mediately and dispose of them 
within the specified time at a 
break-even price or reasonable 
profit, depending on the tradein 
allowance. 

Also, don’t overlook the value 
of the retail used-car sale contact 
in furnishing you with an op- 
portunity to cash in on additional 
sales and profits in almost every 
department of your business, and 
especially in service, parts and 
accessories, 

As you know, the latter items are 
so important in building up your 
percentage of overhead absorption. 
There is nothing nicer in a new- 
car business than when those items 
top the 100 percent expense ab- 
sorption mark. 


(Any questions you may have 
concerning dealer business man- 
agement will be gladly answered 
by J. B. Van Tassel, care of 
AUTOMOTIVE News.) 


Swan Gets Willys Deal 


In Ohio Community 

Herbert Swan has been awarded 
a Willys dealership in Lakewood, 
O. Known as the Lakewood Willys, 
Inc., the new business is at 13370 
Madison Ave., former site of Lake- 
wood Packard. 


Sales manager for the dealer- 
ship is Charles J. Nimeth, veteran 
of 40 years in the automobile 
business. 
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Six teams, under the direction of Vern E. Doonan (left), recently went into a five- 
state area to get the Packard story to middle-sized and smaller towns in the south- 


west, with the cooperation of 81 dealers. 


In each town, a special Packard Clipper 


show was held, together with open house, hillbilly bands, door prizes and other 
activities. Going over the ads with Doonan are C. E. Miller (center), special marketing 
representative, and V. M. Teders, assistant zone manager. 
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index Shows 0.4% Increase in °52... 


Truckers Report Ga ins, 


In Intercity Tonnage 


WASHINGTON. — The American 
frucking Assns. last week reported 
that intercity truck tonnage in 1952 
chalked up a gain over the previ- 


straight annual increase. 


A nominal gain of 0.4 percent 
over 1951 was the result of a rally 
by the intercity carriers in the 
final three months of the year, 
ATA said. 


During the first and second quar- 
ters of 1952, tonnage carried was 
4 and 3 percent, respectively, below 
the same periods in 1951. The third- 
quarter figures were only 0.6 per- 
cent under the same period for 1951, 
and the fourth quarter showed a 
seven - percent increase over the 
final three months of 1951. The fig- 
ures were compiled from reports 
by 1,301 intercity Class I carriers to 


Truck Men Slate 
Los Angeles Show 
For June 18-21 


LOS ANGELES. — The fourth 
annual Truck, Trailer and Equip- 
ment Show will be held at Pan 
Pacific auditorium here June 18-21, 
according to W. K. Stevenson, 
general chairman. 


“New models of every type of 
truck and allied equipment will be 
on display, as well as other auto- 
motive, heavy-duty and material- 
handling units, in exhibits covering 
many allied fields,’ Stevenson said. 

In addition, a number of in- 
dustrial films will be shown in the 
special movie-house section at the 
show. 


Part of the proceeds of the event 
will be used for the continuance of 
the Automotive Transportation 
Scholarship, which is given each 
year to a student at the California 
Institute of Technology “whose 
work will, in future years, benefit 
the trucking and allied industries.” 


“A second free tuition scholarship 
will be given this year at the 
University of Southern California, 
and it is hoped the scholarship 
program will be expanded in the 
near future to other local colleges,” 
Stevenson said. 


Other officials working on the 
show include John F. Beach, sales 
chairman; Roy W. Bordeaux, 
budget and finance chairman; John 
H. Shandorf, special events chair- 
man; Hal Chaille, publicity chair- 
man, and R. F. Labory, advisory 
chairman. 


Publicity committee members are 
R. W. Cochrane, White Motor Co., 
and J. M. Collins, Carnation Co. 
On the advisory committee are Hill 
Larson; Fred Tabery, show coor- 
dinator; Chet Billings, show super- 
intendent, and Bishop & Associates, 
Inc., show publicity. 


Oregon Truckers 


Get Rate Hike 


SALEM, Ore. — Public Utilities 
Commissioner Charles H. Heltzel 
has signed an order granting Ore- 
gon truckers a 5.66 percent freight 
rate increase on shipments within 
the state. The truckers had re- 
quested a 9 percent increase. 


A year ago, the truckers were 
allowed to boost their rates 6 per- 
cent. The 5.66 percent increase is 
an average for all commodities, 
Heltzel said. 

Exempted from the general 
increase are livestock in shipments 
of 5,000 pounds or more, fresh 
fruits and vegetables in truckload 
lots moving into processing plants 
and return of empty containers, 
petroleum products in bulk in tank 
vehicles, drayage service within 
cities, and shipments between Port- 
land, Wheeler, Grant, Harney and 
Malheur counties. 

The increase in rates on trans- 
tortation of cement and similar 
products was limited to 3 percent. 

The increase was required be- 
cause of higher costs of labor and 
materials and increased state 
weight-mile taxes on trucks, 
Heltzel said. 


, the Interstate Commerce Commis- 
| sion. 
Jsing 1941 as a base of 100, the 


1952 tonnage brought the truckload- | 
us year’s tonnage for the seventh|jng indexes to new highs, both for | 


the fourth quarter, at 246, and for 
the full year at 247. 

On a regional basis, the great- 
est increase in tonnage for 1952 
was shown in the Rocky Moun- 
tain area, which had a 9.7 percent 
gain over the previous year. 

Other percentage gains by region 
in 1952 over 1951 were: South, 9.5; 
Southwest, 7.5; Pacific, 4.1; New 
England, 2.3; and Midwest, 1. The 
Middle Atlantic and Central areas 
dropped 3 percent and the North- 
west 1.4 percent below 1951 totals. 

A wide range of variations 
throughout the country was record- 
ed by specialized commodity car- 
riers. The largest increase over 1951 
was by carriers of refrigerated 
liquids with a gain of 23.3 percent. 
Other increases were in refriger- 
ated solids, 16.8 percent; household 
goods, 6.8; heavy machinery, 12.2; 
liquid petroleum, 5; and building 
materials, 7.2. 

General commodity carriers, 
which accounted for 52 percent of 
the intercity tonnage in 1952 
dropped 0.6 percent below 1951 
totals. Agricultural commodity 
carriers showed a decrease of 5.7 
percent; miscellaneous specialized 
carriers were 3.3 percent below 
1951, and carriers of motor vehi- 
cles were 11 percent below 1951 
figures. 

The figures showed that common 
carriers transported 88.7 percent of 
the total tonnage and had an in- 
crease of 0.4 percent in 1952, as 
compared with 1951, while contract 
carriers transported 11.3 percent of 
the total tonnage and had a de- 
crease of 0.2 percent in the same 
period. 


In the Letterbox 





(Continued from Page 4) 


it is a great tribute to the “pulling 
power” of your publication when 
an item like that is read by so 
many people immediately after they 
receive the publication. 


In this morning’s mail we re- 
ceived four more inquiries, 
mentioning Automotive News, and 
I think you will be _ especially 
pleased to hear that we received a 
letter dated Feb. 12 from the man- 
aging director of the Ford Motor 
Co., Antwerp, Belgium, telling us 
that he read about “Executive Pay 
Plans” in your issue of Feb. 9, and 
that he would like to have a copy 
immediately.—_S. R. Hurt, director 


of field services, Business Reports, 


New York City. 


* * * 


Commercial 


In your March 16 Auto Forum, 
sub-captioned “All Lights On,” I 
read, with a good deal of interest, 
the suggestion by Charles F. Kelley, 
Connecticut State Motor Vehicle 
Commissioner, that “Interior lights, 


as well as parking and tail lights, | 
should be turned on when a car be-| 


comes stalled on a road at night. 
This is a precaution that may save 
lives.” 


My compliments are, of course, 
extended to Commissioner Kelley 
and to all of the other safety- 
minded people who have recently 
recognized the inherent danger to 
both life and property which is 
created by the vehicle stalled on 
the highway. It is possible to pick 
up any daily newspaper in almost 
any section of the country and find 
a report of an accident involving a 
stalled vehicle. 

At the risk of being accused of 
“commercialism” but at the same 
time with a certain amount of 
justifiable pride, I should like to 
call to your attention the fact that 


| 


| the original owner 18 years ago. 








our engineering division has, for) 


many years past, been studying 
this particular hazard of the high- 
ways. We have what we believe to 
be a perfected safeguard in contin- 
gencies such as this. Many safety 
authorities have told us that it 
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Past Comes Alive at Levy's— 


Henry R. Levy, president of Studebaker Sales Co., Chicago, exhibits a 1908 Stude- 
boker-Garford landaulet which he sold 44 years ago. The authorized price of the 
cor was $5,540. The landaulet, said to be in excellent operating condition, was 
exhibited in Levy's salesroom in connection with Studebaker’s centennial observance. 





The car now belongs to George F. Semmelmann, of Chicago, who purchased it from 


7 Nations to Show 
Their Cars at 
Turin Exhibit 


TURIN, Italy.—Cars from seven 
nations will be on display at the 
35th International Motor Show to 
be held here Apr. 22-May 3, accord- 
ing to the Salone Internazionale 
dell’Automobile. 

The United States will be repre- 
sented by Buick, Cadillac, Chevro- 
et, Dodge, DeSoto, Ford, Hudson, 
Kaiser-Frazer, Lincoln, Mercury, 
Nash, Oldsmobile, Packard, Pon- 
tiac, Plymouth, Studebaker and 
Willys. 

Other nations to be at the show, 
besides Italy, are France, Germany, 
Great Britain, Spain and Sweden. 

Two new Italian models, Fiat’s 
Nuova 1100 and Lancia’s Appia, 
will be shown for the first time. 

During the exhibit, a number of 
meetings will be devoted to road 


should be made standard on every | 
vehicle. 

For cars that are not equipped 
with directional signals, our device | 
is called “Sigflare.” In addition to| 
serving as a regular directional | 
signal switch providing for the cus- | 
tomary means of signaling left and | 
right turns, a special wing lever is| 
made a part of the switch mecha-| 
nism. When the vehicle is stalled} 
on the highway, the wing lever is} 
pushed over and this makes all} 
four signal lamps flash simultane- | 
ously. Thus, a safety zone is created | 
completely around the _ disabled} 
vehicle. 


For vehicles that are already 





|} equipped with directional signals, 


our unit is called “Flarestat.” This 
is a push-pull type of switch 
mounted on the dash of the vehicle, 
which when pulled out when the 
vehicle is disabled, similarly makes 
all four directional signal lights 
flash simultaneously.—L. S. Ho.uns, 
Signal-Stat Corp., Brooklyn. 


* x * 


Forewarned 


As a subscriber to your paper 
for several years, I would like to 
express my appreciation for the 
many fine articles you publish. It 
gives the dealers up here in the 
Pacific northwest a forewarning of 
conditions coming. 


I have noted several times, par- 
ticularly in your used-car articles, 
that if there has been a drop in 
prices or a quiet period in the U. S., 
it always follows the same pattern 
here about 30 days later. 


I would also like to express my 
appreciation for your “Court De- 
cisions.” I have found them very 
interesting. Keep up the good work. 
—L. Ho.ker, Victoria Auto Sales 
Ltd., Victoria, B. C. 


Sudbury Names Stringer 


J. Nat Stringer, formerly used- 
car manager at Myner Motors, 
Shreveport, La., has been appointed 
manager of Sudbury Sales & Serv- 
ice, Grand Ecore, La. 


problems, gasoline questions and 
technical standards. 


_s 


3 Declared Weight 


Becomes Basis of 


N. Y. Truck Fees 


ALBANY. —A “declared weight” 
act for trucks has been signed into 
law by New York’s Gov. Thomas 
E. Dewey, revising the basis on 
which trucks pay their registration 
fees and weight-distance taxes. 


The new law permits truck 
owners to pay these fees on the 
basis of the weight they say their 
trucks will carry, rather than on 
the basis of what the State motor 
vehicle commissioner says their 
trucks are capable of carrying. 

Dewey originally opposed the 
system but yielded to pressure by 
upstate Republicans, according to 
press reports. 

In order to make up for the 
revenue loss expected under the 
new law, the ton-mile tax has been 
broadened to cover trucks of 18,000 
pounds that operate only within 
cities or public commission zones. 


Eberly Heads Shop 


R. O. Eberly has been appointed 
service manager of Dick Daniels 
Buick Co., of Canton, O. 
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USERRA apa 


No more guessing about how 
to overcome those trouble- 
some sluggish-motor problems. 
Quaker State Special Deter- 
gent Additive lets you control 
the degree of detergency— 
gives you all the desired PLUS- 
qualities you need. Gives re- 
markable results when added 
to good quality motor oil. 





You'll find it as profitable to 
sell as it is easy to use! 


ATTENTION! DEALERS 
AND SERVICE MANAGERS 


Get in touch with your Quaker State 
distributor now. Get all the facts 
about this amazing product—and 
directions for its use! 





QUAKER STATE OIL REFINING CORP., OIL CITY, PA, 
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By George Deery 
Associate Editor 
There are 14 automotive and| 
allied firms in the list of the 100} 
top magazine and broadcast ad- 


National Advertisers, Inc. 

General Motors is in fourth 
position with a total of $19,761,- 
964 last year; Ford’s $9,757,571 
placed it 12th, and Chrysler 
ranked 17th with $8,203,911. 


Goodyear Tire & Rubber is the 
first rubber firm to appear in the 
compilation. It is credited with 
$6,734,140, and rates 24th. Texas 
Co. (30th) spent $4,665,920. 


Firestone Tire & Rubber (35th) 
laid out $4,197,339; Gulf Oil (50th), 
$2,586,075; B. F. Goodrich (53rd), 
$2,533,088; Nash-Kelvinator (54th), 
$2,527,383, and Electric-Auto-Lite 
(60th), $2,334,109. 

U. 8S. Rubber occupied 64th 
place, with $2,244,693; Borg- 
Warner was 91st with $1,707,143, 
and Studebaker’s outlay of $1,- 
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674,157 gave it 93rd place, fol- 
lowed by Socony-Vacuum (98th), 
$1,596,417, 


Proctor & Gamble topped the list 
| of 100 firms, with $38,573,955. Gener- 
vertisers prepared by Leading) 4) moods was in second place with 
and Colgate-Palmolive- 
Peet ranked third with $21,855,604. 


$22,028,540, 


* * * 


Allman’s Allmanknack 
Allman Co.’s 


Advertising” is the Detroit 


nel. 

Cleverly illustrated, the book 
states: “We believe that it pays 
to advertise. We believe above 
all, that it pays us to advertise 
—to invest money in promoting 
the business which provides all 
of us with daily bread and 
butter. 


“The wise doctor takes his own 
The good cook enjoys 


her own cooking. That _which is 


medicine. 





1953 
IOWA 





Daily Is Rechristened 


The Chicago Herald-American 
has announced a change in the 
name of the newspaper to The 
Chicago American. The new | 
name is effective immediately, | 
according to Worth C. Coutney, 
publisher. 

> * * 


E & T Assigns Rickerd 


ad manager of Chevrolet, has been 
named vice-president of Ewell & 
Thurber Associates, Toledo ad 
agency, it is announced by Hal H. 
Thurber, executive vice - president. 
Rickerd will head the creative staff 
on the Willys-Overland account. 


“Allmanknack of 
ad 
agency’s brochure bid for business 
by describing its aims and person- 


terests in Clark & Rickerd, Detroit 
ad agency. He resigned as execu- 
tive vice-president of that firm last 
January to join the Toledo firm. 
During his 25 years in advertis- | 
ing, 
and 
work he created for his clients. 





by PRMC are: 
Canada, Willard Storage Battery, 
| American Metal Products, and Ford 
Motor of Australia. 


* + * 


C. E. Rickerd, formerly assistant 


Rickerd has disposed of his in- 


Rickerd has won 62 national 
international awards for the 


* * * 


good for our clients is also good | } 
for us.” 





Starts Sports-Car Column 


The New York World-Telegram 
and Sun claims to be the first 
newspaper in America to publish 
a column devoted to the sports- 
car field. 

Called “Shifting Gears,” it will 
appear every Friday in the sports 
section. Bob Fendell, of the sports 
department, writes the column. 

Although emphasizing sports- 
car news, Fendell’s column will 
cover related fields such as an- 
tique and classic cars, custom and 
show cars, motorcycling, auto 
racing and hot rods. 

* + a 


Chapman Heads PR Group 


Public Relations Management 


Corp., with representation through- 
out the world, has elected James 


P. Chapman, of 
Detroit, as presi- 
dent. Head of 
James P. Chap- 
man, Inc., he es- 


in Detroit in 1951. 

The organiza- 
tion is composed 
of 24 firms and 
affiliates and has 
23 clients, it 
states. 


J. P. Chapman 
tomotive industry accounts served 


Chrysler Corp. of 


* * * 


B-W Unit Names Kane 


The Marvel-Schebler Products 
division of Borg-Warner has an- 
nounced the appointment of Kane 
Advertising, Bloomington, IIL, to 


handle its promotions according | 


to D. N. Arndt, general sales 
manager. 


Marvel-Schebler manufactures 
farm tractor carburetors, power 


tablished his firm | 


Among the au-| 








brakes and LP-gas carburetion | 


equipment, 


x x 


| Award for K-F Men 


“Best of the Show” award in a 
national picture contest sponsored 
by the American Assn. of Indus- 
trial Editors was won by Dean 
Russell, staff photographer, and 
William Stempien, editor of the 
Kaiser-Frazer News, at the 16th 
annual convention of the associa- 
tion in Atlantic City last week. 


The human interest picture, de- 


picts a child patient at Detroit 


Children’s Hospital, being visited 
by members of K-F union repre- 





sentatives. Published in the Oct. 
6 issue of the News, the photo- 
graph helped send K-F’s United 
Foundation Torch Fund drive 90 
percent over quota, the firm 
states. 
x 7 * 
Schirmer Joins C-E 
E. A. 


accept the position. 


Before going to the New York 
office of the publishing firm, Schir- 
mer was in Detroit as western sales 


(Bud) Schirmer has been 
named senior vice-president of 
Campbell-Ewald, ad agency. He 
resigned as executive vice-president 
of Crowell-Collier Publishing Co. to 


Parachuting to Safety— 


The GMC package of dealer shop safety signs includes parachutes pointing up the 
six major safety checks on trucks. They can be strung across the shop, with wall signs 
emphasizing the need for inspections as well as a reproduction of ICC regulations. 








office. 
* * * 


Hudson’s PR Firm 


A. E. Barit, president of Hud- 
son, has announced that Dudley, 
Anderson and Yutzy, New York 
public relations firm, has been 
retained by the company. 

“Growing complexity of com- 
munications problems dictates 
the need for a firm with an out- 
sider’s viewpoint and access to 
the experience of many other 
companies in employe, commun- 
ity, and public relations to help 
guide us in our corporate citizen- 
ship,” Barit explained. 

* * * 


On Dodge Truck Account 
The New York office of Ross Roy, 


Inc., has appointed Kenneth P. 
Danielsen to its merchandising 
staff. Danielsen, previously em- 


ployed by the Westchester County 
(N. Y.) Publishers, will work on the 
Dodge truck account in the New 
York City _ 


* * 


News paper ‘Ad Story 


In 1939 national advertising in 
newspapers totaled $50 million, 


compared — with more than $500 | ager. 





Easter to sell because: 


VY, lower price assures 
instant appeal to farm buyers. 


Self contained steel subframe 
simplifies mounting in farmer's own 
shop, with ordinary tools. 


50% less weight lets user haul 
Y% ton more payload, work fields 
where heavier units bog down. 


Lower mounting height (11” from 
chassis to floor) gives lower center 
of gravity, simplifies hand loading. 


BP ystRits 
V 


Tee 
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| manager and head of the Detroit; 





| Detroit ad office of the Chicago 
| Tribune, calls attention to the fact 


| Miss., has opened a new body shop. 


million today, according to “High 
Adventure in Advertising,’ by 
William A, Thomson, a former 
director of the Bureau of Adver- 
tising of the American Newspaper 
Publishers Assn. 

The book traces the rise and 
fall of the newspaper industry’s 
fortunes through depression, war 
and challenges from competing 
media, using as a backdrop “the 
bureau’s progress to its position 
in mid-1952 as a leading voice in 
the field of advertising.” 


* * * 


24 Pages 


Wallace E. Bates, manager of the 


that the paper’s annual auto show 
edition “contained more advertising 
this year than in many years.” 
He also points out that the sec- 
tion, published in connection with 
the Chicago Auto Show, consisted 
of 24 pages. 
Prairie Meters Shop 


Prairie Motors, of Starkville, 


Ed Edwards has been named man- 
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Fair-Trade Rules Valid 


NADA Warns that FTC Regulations Still Stand 
Despite Decontrol of Prices 






WASHINGTON Fair - trade coverage provided and the financ- 
regulations are in no way affected ing charge. 


by the recent suspension of price 3. Having the purchaser sign an 


controls, NADA has warned its jnstallment sale contract or re- 
members in a bulletin. ceipt in blank, which is to be filled 
The Federal Trade Com- 


eee le b 7 in subsequently by the seller or 
mission’s rules relating to retail financing institution, with the 
installment sale and car financing zee ; Z 

became effective in July, 1951. 
Practices prohibited by these 


rules are: 


Firm Makes First Delivery 
1. Misrepresentation by the seller Of Starters for Planes 


of insurance coverage or rates or| PHILADELPHIA. ACF - Brill 
financing costs or rates. |Motors Co. has started delivery of 

2. Failure of the seller to furnish| Mobile starters for jet and regular 
the buyer, before the sale is com-| airplane engines, under an $8.5 mil- 
pleted, with a written itemization! lion Air Force contract, it was 
which discloses the delivered price | announced by C. W. Perelle, presi- | 
of the motor vehicle, including ac- dent 
cessories or extras; the amounts to| _” 
be credited as downpayment and| The starter, a wheeled 
tradein; the time balance owed to| Carrying an electric generator pow- 
the seller and the amount and due|ered by a gasoline engine, also can 
date of each installment payment;|be used for other auxiliary power 
the cost of the insurance and the] purposes. 


vehicle 


ANNOUNCING SIX NEW MANUALS FEATURING 


AUTOMOTIVE 
SALESMANSHIP 


By W. K. BRAASCH 
Dean of Automotive Sales Trainers 
A LIFETIME OF EXPERIENCE 
AT A FRACTION OF ITS REAL VALUE. 
BETTER BUY THESE SIX MANUALS TODAY! 





“W. K. BRAASCH __- 
FACTS ABOUT W. K. BRAASCH WHO TRAINED 50,000 AUTOMOBILE SALESMEN. 


1925-33: President, The Salesmanship Foundation, Inc., Chicago. This organization 
specialized in Automotive Salesmanship. 1934-5: Sales Promotion Manager, Com- 
munity Motors, Inc., Chicago, large Pontiac distributors. 1936: Conducted National 
Sales Training Program for Pontiac. 1937-40: Sales Promotion Manager, Pontiac 
Motor Division. 1940-42: Transferred to Cadillac. 1943-53: Independent Automotive 
Sales Consultant. 


THE SIX NEW MANUALS 


1—The Eight Automotive Success Fundamentals. 
2—The Automotive Selling Process. 

3—Eighty Ways to Find New Prospects. 
4—Personality—the Key to Leadership. 


$1.50 EACH 
No. 5—The Technique of Used Car Salesmanship. 


Postpaid 
No. 6—Developing and Testing Your Sales Talk. 
Be sure to specify which Manuals are wanted, or buy all SIX for 


W. K. BRAASCH, 322 s. MICHIGAN AVENUE CHICAGO 4, ILL. 


No. PRICE 
No. 
No. 
No. 


$7.50 
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ASIER 
ACCESS 
to BUFFALO 


eee 
eee 


* 





This photograph shows the arches of a 
new, high-level bridge that will give 
easier access across Buffalo Harbor to 






the city. 
FOR THE NATIONAL ADVERTISER 


The easiest entry into the great Buffalo 
Market of over 1,400,000 people is pro- 
vided by advertising in the BUFFALO 
EVENING NEWS. 









Se ate adel 


Sell the News readers and you sell the whole Buffalo Market 


BUFFALO EVENING NEWS 


EDWARD H. BUTLER 
Editor and Publisher 


KELLY-SMITH CO. 


National Representatives 


, WESTERN NEW YORK’'S GREAT NEWSPAPER 
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purpose or effect of deceiving the 
purchaser, 


4. Use, by the seller or the fi- 
nancing institution acting indi- 
vidually or in collusion, of rate} 


charts in a manner to mislead or 
deceive the purchaser as to the 
amount required to finance the un- 
paid balance of the contract. 

5. The requirement by the seller 
or the financing institution, acting 
individually or in agreement, that 
the installment sale or financing of 
a motor vehicle shall be con- 
ditioned on the purchase of an in- 
surance policy from a particular 
company when equivalent or better 
coverage by another company is 
available and the purchaser desires 
the policy of the other company. 


Chrysler Dealers 
Told of Need 


For Teamwork 


DETROIT.—E. C. Quinn, gen- 
eral manager of the Chrysler divi- 
sion, last week addressed some 200 
Chrysler dealers 
from the Detroit 
region, which 
comprises most of 
Michigan and 
parts of Indiana 
and Ohio. 

The meeting 
was one of a ser- 
ies that Quinn in- 
augurated on the 
Pacific coast early 
in March. Similar 
meetings are to 
be conducted over the greater part 
of the country. 

In speaking of dealer-factory re- 
lations, Quinn told the meeting 
that the factory is responsible for 
manufacturing a product that will 
represent a high standard of value, 
and that the dealer’s job is to make 
an energetic and_ well - directed 
effort to present this merchandise 
to the public. Dealer-factory prob- 
lems can be solved easily if each 


E. C. Quinn 


party does its work well on the 
project, he said. 
Discussing competitive prices, 


Carroll F. Sullivan, of Ross Roy, 
Inc., declared that prices should not 
be judged entirely by the figures on 
the price tag, but rather on what 
it will cost the purchaser to get a 
car with the equipment that he 
considers necessary to his complete 
satisfaction. 

Sullivan cited figures showing 
that, in some cases, cars which are 
apparently priced at some disad- 
vantage to competitive makes of 
similar class, actually sell for less 
money when comparable equipment 
is taken into consideration. 

The meeting was preceded by a 
luncheon. Those in attendance in- 
cluded A. vanderZee, sales vice- 
president of Chrysler Corp.; James 
Cope, another vice-president, and 
other corporation executives. 


Roberts Heads Up 


Ramsey Sales 


ST. LOUIS.—Advancement of E. 
E. Roberts to the position of sales 
manager was announced here last 
week by Ramsey 
Corp., maker of 
Ramco piston 
rings and allied 
products. Roberts 
moves up from 
southwest zone 
manager. 

John Redwine 
has been appoint- 
ed to fill the 
southwest post 
and will head- 


quarter in Mem- oS. eee 
phis, according to the company 
announcement. 





New-Truck Stocks Up 
To 66-Day Supply 

WASHINGTON. — NPA re- 
ported last week that February 
new-truck stocks were 160,056, 
domestic sales were 72,356 and 
the supply level was 66 days. 
This compares with January, 
1953, stocks of 153,635 and a 59- 
day supply. February (1952) 
stocks totaled 139,398, sales 69,- 
330 and a 60-day supply. 

Stocks of used trucks at the 
end of Ferbuary totaled 99,010, 
sales 54,416 and a 55-day supply. 
This compares with January 
stocks of 98,255, sales of 54,822 
and a 54-day supply. 








'2 Cleveland Firms | 


‘Sold to Maremont 


CHICAGO. —- Maremont Automo- 
|tive Products, Inc., manufacturer 
of automobile springs and mufflers, 
announced last week the purchase 
of Accurate Parts Mfg. Co. and 
|Replacement Unit Co., both of 
Cleveland. 

Howard E. Wolfson, president of 
Maremont, said the newly acquired 
companies will continue intact as 
wholly owned subsidiaries of Mare- 
mont. 

Ira Saks is founder and President 
of both Cleveland companies. Philip 
Saks is general manager of Ac- 
curate Parts, which manufactures 
clutch parts, clutch plates and as- 
semblies. Replacement Unit Com- 
pany rebuilds clutch plates and 
clutch pressure assemblies. Its 





general manager is Morris Saks. 
Ira Saks will continue as presi- 
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| dent of both Accurate Parts as well 
|as the Replacement Unit, while one 
| brother, Philip, will serve as vice- 
president of Accurate, and another 
brother, Morris, will serve as vice- 
president of Replacement Unit. 


Stretch Forming Topic 
In Reynolds Publication 

LOUISVILLE. The current 
issue of Technical Advisor, publica- 
tion of Reynolds Metals Co., carries 
an article by E. V. Sharpnack sr., 
Reynolds chief forming engineer, 
on stretch forming of aluminum. 

The article describes the process; 
the aluminum alloys and tempers 
suitable for use with it; forming 
blocks, and lubricants. 

Also contained in the magazine 
is a review of Reynold’s new 
technical manual, “Forming Alumi- 
num.” 
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Show Crowds Converge on Mansfield, O.— 


Approximately 35,000 persons turned out to see the first automobile show held in 
the Mansfield (O.) area in about 25 years. The show, sponsored by the Richland 
County Automobile Dealers Assn., ran March 26-29. A check of the ticket booth re- 
vealed that the show had drawn visitors from more than 40 miles away to see the 
collection of 1953 cars at the Air National Guard hanger at the Municipal Airport. 





Hutchinson (Kans.) Show Packs ‘Em In— 


The 1953 Hutchinson (Kans.) Automobile Show, sponsored by the Hutchinson Auto- 
mobile Dealers Assn., drew a crowd of 30,000 persons during its two-day run. Dealers 
say that this attendance is one of the best in the nation, since the population of the 
city is only about 35,000. Visitors came from as far as 250 miles. The show asked 
no factory support, and no special exhibits or special cars were shown. 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 





























Week Week dan. 1 Jan. 1 
Ended Same Ended Total to to 
Apr. 4, Week, March 28, March, Apr. 5, Apr. 4, 
1953 1952 1953* 1953 1952* 1953* 
CHRYSLER ..................... 28,615 20,263 28,342 117,909 245,762 352,951 
4,212 |( 2,473 4,164 17,238 33,852 53,038 
8,188; 2,097 3,174 13,476 25,990 35,937 
7,774" 5,430 17,607 28,939 65,937 95,181 
18,441, 10,268 13,397 58,256 119,983 168,795 
27,389 20,375 27,673 120,309 213,079 335,726 
20,935 16,147 21,401 91,699 165,239 259,457 
1,242 | 518 «1,144 4,971 7,076 10,410 
5,212 4 3,710 5,128 23,639 410,764 65,859 
62,380 33,243 66,753 261,364 452,145 729,049 
12,414 6,784 12,027 45,955 82,271 131,696 
2,511 | 1,773 2,509 11,062 21,803 31,829 
30,606 \ 14,548 34,953 134,634 220,810 368,871 
8,238% 4,572 7,589 31,558 57,821 91,248 
86166 5,566 9,675 38,155 69,440 105,405 
1,002 | 1,334 838 4,676 15,900 12,442 
ei ee toe, ae es Sige, 
2,654\- 1,917 2,512 10,209 24,008 26,608 
4,87910 3,248 4,048 19,050 25,985 56,818 
2,123 (5 1,448 2,359 9,937 16,616 32,362 
5,504% 3,472 5,076 19,820 50,335 39,409 
WILLYS-OVERLAND  1,624\% 1,298 1,612 5,604 14,102 16,936 
Total Cars, U. S. ........ 136,170 86,650 139,213 568,878 1,058,717 1,602,301 
*Revised. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. | Jan. 1 
Ended Same Ended Total to to 
Apr. 4, Week, March 28, March, Apr. 5. Apr. 4, 
1953 1952 1953* 1953 1952* 1953* 
CHEVROLET 9,688! 5,170 10,429 42,209 85,329 119,933 
CROSLEY eee “eee ogee 107 oe 
DIAMOND T 190 167 197 827 2,105 2,388 
DIVCO . 50 80 50 230 960 151 
DODGE 2,422° 3,378 2,178 10,434 44,8388 33,914 
FEDERAL. ....................... 40 34 40 179 517 404 
gE 8,104Y 4,798 8,167 33,861 60,493 65,950 
GMO ons scssessssseseseesssressnies 2,998 2,823 2,918 12,739 $1,172 38,793 
INTERNATIONAL ..... 38,1245 2,830 93,157 18,150 46,549 37,643 
Ree ccsiyatsaess 240 240 140 710 3,459 2,978 
a caanhe 354 395 350 1,548 4,974 4,699 
STUDEBAEER .............. 1,064, 1,327 1,264 5,455 17,589 118,239 
eas ssaassnssas 300 $12 290 =: 1,870 4,054 3,896 
WILLYS-OVERLAND 1,664! 2,302 2,092 7,912 29,058 28,704 
MISCELLANEOUS 300 301 302 =: 1,405 4,222 4,353 
Total Trucks, U.S. .... 30,538 23,666 31,569 132,029 335,376 362,645 
Total Cars, Trucks, 
MM eis cay sh doscess 166,708 110,316 170,782 700,897 1,394,093 1,964,946 
Total Cars, Trucks, 
Canada ............. 10,441 9,186 10,392 44,392 87,719 125,916 








Grand Total 
Cars and Trucks, 
U. S. and Canada 177,149 119,502 181,174 745,289 1,481,812 2,090,862 


*Revised. Misceliancous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 
Drive, Sterling, Nash, etc. 
N.B.: All U. S. totals include cars and trucks for military orders. 
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w. S. Wants M-Day Auto Plans Now .. . 


‘ 


Defense Dilemmas Still a Factor | 


(Continued from Page 1) 


and stockpiled to rust while war 
materials are accumulated. 

Key leaders, it is believed, will 
press hard for at least 60 days of 
continued output of cars and trucks. 
This would enable the industry to 
build up a much-needed reserve of 
vehicles for essential civilian uses 


during the war period. Repetition of | 
the scarcity of cars and trucks that | 


prevailed during World War II is 


NPA Edict Puts 


Controls Back on 
Nickel Stainless 


WASHINGTON.—Car and truck 
manufacturers may face a predica- 
ment involving nickel-bearing 
stainless steel. NPA has tightened 
an earlier-relaxed Controlled Ma- 
terials Plan restriction on nickel 
stainless, and it no longer can be 
obtained on unrated orders. 


As a result, the industry unex- 
pectedly found its orders knocked 
from the books of steel mills since 
such orders didn’t have a rating as 
now is required. 

Nickel is extremely scarce and 
its allocation and allotment remains 
necessary, NPA explains. Military 
demand is very high. However, 
some auto leaders say that nickel- 
bearing stainless steel was avail- 
able to them until NPA suddenly 
prohibited deliveries unless orders 
were rated. 

The industry is short about 600,- 
000 pounds of nickel-bearing stain- 
less steel to achieve its second- 
quarter authorized production of 
1,500,000 cars. It has enough such 
steel for 1,250,000 units. 

NPA industry divisions and the 
military are being surveyed to de- 
termine if they can spare 600,000 
pounds to auto companies. 











| definitely to be avoided, spokesmen | 


say 


* * * 
HE question naturally arises: 
How will the Government con- 
such continued civilian auto 


| trol 


production for 60 or 90 days after | 


M-Day? 


Will it tell 


each manufacturer | 


that he can go ahead and make as} 


|many vehicles as he can with the 


the industry would be allowed to 
produce during that period, divid- 
ing the units among the various 
producers? 

And what measuring stick will 
the Government use in establish- 
ing each company’s percentage of 
allowable number of new units? 

| Some well-informed 
sources indicate that there would be 
the wildest production race in the 
auto industry’s history if M-Day 
came and the Government gave it 
60 to 90 days of unlimited civilian 
production before reconversion to 
war contracts. They see each maker 


materials on hand, or will it place | 
a limitation on the number of units | 





putting on four shifts in the race} 


to produce as many cars and trucks 
as possible before the free period 
expired. 

What is likely to happen, Wash- 
ington officials predict, is that the 
Government will give the industry 
the right to produce an “X” quan- 
tity of vehicles, and assign a per- 
centage share to each company. 
Such a decision, they feel, would 
frustrate a mad production race. 

* * * 
a= these questions are due to be 
debated when NPA summons 
the car industry advisory committee 
within the next 30 days. This prob- 
ably will be the last IAC meeting 
before NPA, already a jangling 

skeleton, dies June 30. 

The other concern of the indus- 
try is post-attack planning. The 
Government is pressing every seg- 
ment of the nation’s economy to lay 
down blueprinted details. 

Official Washington accepts the 
inevitability of another world war. 





Output in First Quarter 


Second Best in History 


(Continued from Page 1) 


000 trucks; May, 585,000 cars and 
122,000 trucks; June, 625,000 ears 
and 130,000 trucks. 


& * 


A TT AMET of those goals 
~4% would result in output at the 
halfway point through 1953 of 3,- 
329,000 cars and 727,000 trucks for 
a total of 4,056,000 vehicles. 

The halfway point in 1953 would 
also find U. S. plants building 230,- 
000 cars and 69,000 trucks ahead of 


1950, a year which was wound up} 


with 6,658,000 cars and 1,344,000 
trucks for a total of 8,002,000 vehi- 
cles. 


Some hitches could develop, of 
course. For example, four big 
plants of U. S. Steel had to close 
down last Tuesday in the wake 
of a strike by railroaders. U. S. 
Steel said the strike would cost 
25,000 tons of steel production a 
day. 

Continuation of that strike could 
have almost immediate effect on the 
auto industry, inasmuch as the re- 
lationship between supply of steel 
and the need for it to manufacture 
durable goods at present levels has 
never been closer. 

* * * 


UT even attainment of first-half 

1953 output plans will not neces- 
sarily presage a plus-8,000,000-unit 
production year. Most makers ad- 
mit privately they will take a close 
look at demand before carrying a 
blistering production pace through 
all of 1953. 


Right now, it is expected that 
dealers will operate in the third 
quarter of 1953 with stocks of 
vehicles up about 40 percent over 
current levels. 

“Such stocks will have to move 
at a healthy rate,” says one factory 
sales official, “or production will 
have to be cut back proportionately. 
We're fully aware of the fact that 
a selling dealer who isn’t making 


any money is more of a liability to 
the factory than a dealer who isn’t 
selling at all.” 


And, in the same vein, another 
sales official says: 


“It’s better to keep a dealer 
healthy in a stagnant market so 
that he will be around to sell for 
you when the going gets good 
again.” 

Assembly operations at Ford 
plants throughout the country were 
threatened by a walkout of workers 
at the company’s plant at Monroe, 
Mich. last Wednesday. The plant 
makes wheels, coil springs, lamps 
and plated products. As AUTOMOTIVE 
News went to press, no settlement 
had been reached on a union com- 
plaint that worker production quo- 
tas had been increased. 








Only the date of outbreak is looked 
upon as uncertain. But whether war 
comes in six months or six years, 
the Government wants all indus- 
tries to act now on post - attack 


| planning. 


Protection of plants against air 
raiders, decentralization of fac- 
tories, stockpiling of components 
and parts and even ready-to-roll 
vehicles, rebuilding of damaged 
plants—all of these problems must 
be solved while there is still time. 
The motor vehicle industry and 

the Government need unified think- 
ing and down-on-paper planning, 
officials on both sides say. Head- 
way is due to be made shortly, in 


the light of conferences held re- 
|cently and scheduled for the near 
| future. 

industry} 


Used-Car Sales 
Are Still Spotty; 
Wholesale Off 


(Continued from Page 1) 


cent of the used cars were sold by 
franchised dealers, and 39 percent 


by independent used-car dealers. 
* * 


+ 

A* CINCINNATI, February used- 

car sales were down from the 
same month a year ago, it is re- 
ported, and only 121 cars better 
than January. Dealers say there 
are no indications of a spring sales 
surge there yet. 

Used-car prices are firming up 
at Ottawa, it is reported, and 
dealers are not planning on cut- 
ting prices in spite of large in- 
ventories. Used-car sales during 

January and February were sur- 
prisingly good, and dealers expect 
a new record for March sales. 

The big problem in Ottawa, it is 
reported, is there are too many 
older used cars on the lots. 

* a” * 

HE unsettled condition of the 

wholesale market is pointed out 
in recent reports from auction oper- 
ators. Jack Layton, at Denver, said 
prices had picked up there slightly. 

However, Tim Anspach, at Al- 
bany, N. Y., reported that prices 
narrowly missed a drop recently 
as a large number of rough and 
average cars were offered on the 
block. 

A report from the Laurel (Md.) 
auction said the market was off 
slightly, but that attendance was 
increasing. Mason City, Ia., also re- 
ported a larger number of buyers 
at its auctions, as did Ebensburg, 
Pa., N. Plainfield, N. J. and Fort 
Wayne, Ind. In each of these cases, 
however, the market was reported 
as steady or fair. 


S. Calif. Dealers Hold 


Annual Parley Apr. 21 


LOS ANGELES. — The annual 
meeting of the Motor Car 
Dealers Assn. of Southern Cali- 
fornia will be held at noon Apr. 
21 in the Ambassador Hotel here. 

Henry J. Taylor, author and 
world traveler, will address the 
group on “Looking Ahead at 
Home and Abroad.” 








New Orleans Safety Group Cites Gonzales— 


Receiving the 1952 trophy of the New Orleans Metropolitan Safety Council for con- 
ducting the best monthly safety program is Sidney J. Gonzales ir., (right), president 
of the New Orleans Automobile Dealers Assn. Making the presentation is Seymour 
Weiss, (left), vice-president of the council. Miles Gordon Stevens (center), is chairman 
of the dealer safety committee. The presentation was made at a luncheon attended by 


civic leaders and municipal officials. 
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Is Backed 


Salesmen Firing Upheld 


Right to Dismiss Inefficient Workers 
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by NLRB 


(Continued from Page 1) 


Plost exonerated Milwaukee Nash 
of charges filed by Local 174 in 
connection with the dismissal of 
Alfred Fenner, Richard Stahl and 
Raphael Christopher. 

The trial examiner said that Fen- 
ner’s “sales record was poor and 
his record of absenteeism was bad,” 
that Stahl had quit voluntarily and 
that Christopher “was not a valua- 
ble producer from any point of 
view.” 

* 

LOST, who held a three-day 

hearing in the case last Novem- 
ber, found that the plea in Stahl’s 
behalf was “built of minutiae and 
upon close examination appears to 
be no more substantial than a 
house of cards.” 

However, Plost admonished 
Charles Goldstein, former used- 
car sales manager of Milwaukee 
Nash, for what the trial exami- 
ner described as an attempt to 
misinterpret company documents 
in order to make Christopher's 
work record appear “worse than 
it really was.” 

In reply to the union’s com- 
plaint that the company had il-| 
legally interrogated its employes 
about union activities and member- 
ship, Plost ruled that “there is 
nothing in the record which in any | 
manner establishes or even indi- 
cates a general plan of anti-union 
hostility” by the dealership. 

* * + 


* * 


N SEPARATE proceedings, | 

NLRB overturned a finding of 
unfair labor practices which was 
entered by Trial Examiner Lee J. 
Best against Monart Motors Co., 
also of Milwaukee. Monart had 
been accused of refusing to hire | 
Michael Schiro as a parttime sales- 
man because of his activities on be- 
half of Local 174. 

Best recommended that Monart | 
hire Schiro and pay him wages 
dating back to Feb. 13, 1952, when 
he first applied for the job. But 
NLRB quashed this proposal. 

In the first place, said NLRB, 
Monart had no room for a part- 
time new-car salesman, and, 
secondly, there was insufficient 
evidence that the dealership had 
discriminated against Schiro. 

Schiro, a university law student, 
previously had been fired by Ruby 
Downtown Chevrolet, Inc. His com- 
plaint against that firm was dis- 
missed by the trial examiner. 

+ oa * 

HE California case pitted the| 

Tri County Employers Assn. 
against the IAM, which is seeking | 
to organize backshop employes. | 
NLRB issued a series of orders} 
against auto dealerships after in-| 
dorsing some of the findings} 


Nash Steering Aid | 
Priced at $192 


DETROIT.—Nash has an- 
nounced that the price of its 
power-steering unit will be $192.50, 
including Federal tax. The unit 
will be available as optional equip- 
ment on Nash’s Ambassador Super 
and Ambassador Custom models 
only. 

Of the 11 makes of cars on which 
power steering now is offered, the 
Studebaker unit—a newcomer to 
the field—is priced the lowest at 
$161.25. This, however, is a me- 
chanical device, in contrast to the 
hydraulic systems offered by the 
industry generally. 

Other prices range from Cadil- 
laec’s $176.98 to Lincoln’s $198.90. 


Chrysler and DeSoto recently re- 
duced their power-steering units to 
$177.35 from $198.90. Buick, Olds- 
mobile and Pontiac charge $177.40. 
Chevrolet has a unit for $177.55, 
and Packard, for $195. 











A. E. Schlesinger, president of 
S & C Motors, San Francisco, has 
announced the appointment of 
Frank W. Tucker as general man- 
ager of the service and parts de- 
partment at the ffirm’s head- 
quarters. E. W. Torello, who has 
retired as vice-president, formerly 
was in charge of the department. 


handed down by Trial Examiner 
Wallace E. Royster, who conducted 
a hearing in Santa Barbara late 
last summer. 

Ordered to refrain from inter- 
fering with the right of workers 
to self-organization were Jack 
Martin (Cadillac - Oldsmobile- 
GMC); Van Etta’s, Ine. (Lin- 
coln-Mercury); Thomas I. Peter- 
son (Packard), and Claude 
Phipps, doing business as Phipps 
Motors (Kaiser-Frazer). 

NLRB also directed Martin “to 
cease and desist from procuring 
false or inaccurate testimony to be 
given in matters before the board.” 
Van Etta’s was ordered to place 
two employes on a preferential hir- 
ing list; Peterson and Phipps were 
told to offer immediate employment 
and back pay to one employe each. 

* + *” 


. A survey of NLRB elections, | 
the IAM itself reported that it} 


had been chosen as_ bargaining 






CURTIS FULL HYDRAULIC, 
TWO-POST SHOP LIFT 


—for Passenger Cars and 


Light Trucks 


ALSO, Single post rotating lifts for 
passenger cars and light trucks. 
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New Officers in St. Louis— 


The Greater St. Louis Automotive Assn. 





will be led this year by the men shown 


above. Seated (from left) are J. Rush James, immediate past president; A. H. Roeper, 


F. McClure. a 


|}agent at Bass Chevrolet Motors, 
| Ine., Cleveland Heights, O.; Taylor 
| Pontiac Co., Akron; DiBella Buick 
|Co., McKees Rocks, Pa., and J. J. 
| Behr Implement Co., Dubuque, Ia. 

A truck drivers’ union has for 
weeks been attempting to organ- 
ize workers at three garages in 
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HYDRAULIC CAR WASHER 
(300 Pounds Pressure) 
—for better and faster car washing. 


More cars washed each 


day 


mean more profit for you. 





CURTIS PNEUMATIC MACHINERY DIVISION 


of Curtis Manufacturing Company 


1976 Kienlen Avenue e@ St. 


Lovis 20, Mo. 


president; George M. Berry, treasurer, and Byron H. Roberts, vice-president. Standing 
are Directors Granville Bates, Jack Kennedy, C. A. Gilbert, Harold Fehl and Clifford 


Jamestown, N. D., with higher 
| wages as the key issue, according 
to the Automobile Dealers Assn. 
| of North Dakota. The association 
called on dealers to check their 
wages and working conditions, 
and to keep them competitive. 

Employes do not necessarily want 
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to work under the sway of a union, 
the association pointed out, citing 
the case of several garages in 
Grand Forks where union contracts 
were dropped after they had been 
in force for a year and a half. 

+ * * 

MPLOYERS were urged to dis- 

cuss union activities with their 
staff. In one case, it was said, a 
dealer and his men held a meeting 
and thrashed out the matter on a 
friendly basis, with the result that 
the employes decided they were 
better off without a union. Em- 
ployers were cautioned, however, 
that they must make no promises 
or threats to keep workers from 
joining up. 

The North Dakota association 
urged its members to write their 
congressmen in defense of the 
closed-shop ban now embodied in 
the Taft-Hartley Act. Union 
spokesmen have been attempting 
to get the provision repealed. 

A legislative issue also was placed 
before the Tennessee Automotive 
Assn. in a membership bulletin. 
Dealers were advised to campaign 
against efforts in the Tennessee 
Legislature to modify the State law 
prohibiting closed shops. 


@PLENTY OF AIR 


@LOTS OF PRESSURE 


© AUTOMATIC! 


78 Cubic Feet Capacity 


Delivered to You Ready to Run! 


Just: @ Oil motor bearing 
@ Put oil in crank case 
@ Connect to your current 


ILING 


bearings. 


TIMKEN MAIN BEARINGS 


Tapered rollers; easy external adjustment without dismantling compressor. 


VALVES 
Readily removable as assembled units without removing cylinder head or breaking 
pipe connections or gasket joint. 


AUTOMATIC START AND STOP CONTROL 


Motor protected by dependable vacuum type starting unloader. 
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CURTIS PNEUMATIC MACHINERY DIVISION 


1976 Kienlen Avenue, St. Louis 20, Missouri 


(J AIR COMPRESSORS [] AUTO LIFTS (Single Post) 
(-] POWER CAR WASHERS 
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unrtis 15 H.P. AIR COMPRESSOR 


TWO-STAGE, AIR-COOLED 


Delivers more air per horsepower, assuring saving in power bill. 


INTERCOOLER 
Four section, finned, providing unusually effective cooling between stages; located in 
cyclone of air from flywheel. 


Simple, positive centro ring method; provides pressure lubrication of connecting rod 


120-gallon, 200-pound pressure, built to ASME standards; automatic electric weld. 


Backed by almost a century of manufacturing experience — to assure you 
dependable, trouble-free service. 


[-] Two Post 








48 
Under Merger Plans... 


Frazer and Sorenson 


Are on K-F Payroll 


(Continued from Page 1) 





and Sorensen to work. But it is; Actually, neither Sorensen nor 
ironic that, while one of K-F’s weak| Frazer are considered officers of 
points is lack of automotive experi-| their respective companies. In fact, 
ence, two of the most experienced | Frazer doesn’t even have an office 
men in the industry sit on the side-| set aside for him at Willow Run. 
lines, Frazer was a Chrysler sales “He hangs his hat in one of the 
leader for many years, and Soren-| Kaiser suites when he’s around,” 
sen rose to the top of the great|explains a K-F spokesman. 
manufacturing facilities of Ford in Sorensen does have _ special 
his 40 years with that company. quarters at the Willys Toledo 
plant, but a Willys spokesman ad- 
mits it is conspicuous through 
most of the year by Sorensen’s 
absence. 

Frazer, up until March, 1949, had 
been president of K-F since its 
organization in August, 1945. He 
has had more than 40 years of 
experience in the automobile busi- 
ness, starting out as a mechanic in 
1912 with Packard. 

Frazer became general sales man- 
ager of Chrysler in 1927, and suc- 





Groom Sales Head 
Of Reo of Canada 


TORONTO.—The appointment of 
Richard Groom as general sales 
manager of Reo Motor Co. of Can- 
ada, Ltd. has 
been announced 
by R. J. Telford, 
general manager. 

Groom formerly 
was with Fire- 
stone Tire & Rub- 
ber Co. of Can- 
ada, Ltd. 

He joined Fire- 
% stone in Hamilton 
| in 1945 as truck 

: and bus fleet 
Richard Groom salesman in that 
district following four years of 
service in the Royal Canadian Air 
Force. For the past four years, he 
had been district manager for Fire- 
stone, first in London and more 
recently in Toronto. 


For SAFE OPERATION of AIR BRAKES 


A SAFETY NECESSITY 2 : WIG-WAG 
THE ONLY VISUAL MOVING 
LOW AIR PRESSURE INDICATOR 
AN 1.C.C. REQUIREMENT 
NOT A GAUGE 
OPERATED BY AIR 
The Waving Arm Demands Attention 


PELTON 
MOISTURE 
EJECTOR 


The One Unit Which 
Ejects Oil, Water and 
Sludge Under All 
Conditions 


division, Plymouth and DeSoto. 
+ * * 


‘a enough, during 1939-43, 
Frazer was president and gen- 
eral manager of Willys-Overland. 
In 1944, he organized the Warren 
City Mfg. Co., which later became 
a subsidiary of Graham-Paige Mo- 
tors. Frazer then became _ board 
chairman of Graham-Paige, prior 
to its going into the automobile 
business with the Kaiser family. 
Frazer stepped down from the 
presidency of K-F in March, 1949, 
in favor of Edgar F. Kaiser, at the 














SOLD BY DISTRIBUTORS EVERYWHERE 


MONROE STANDARD, INC. 
220 WYANDOT BUILDING, GALION, OHIO 
MANUFACTURERS OF SAFETY DEVICES FOR TRUCKS AND BUSES 









Here’s Good News for You 


Prices are down! What’s more, you can build 
your long-term automobile cushion program on 
Bemis Burlap——as you prefer it — because 
everything points to a long continuation of the 
favorable price and supply situation. Keep in 
touch with the Bemis Man for the up-to-the- 
minute burlap picture. 


Bemis 


General Offices —St. Louis 2, Mo. 


Detroit © Brooklyn @ Chicago © Indianapolis ¢ Bosto:. 
New Orleans @ New York 





cessively vice-president of Chrysler | 
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same time stepping up to a three- 
year contract at $75,000 a year. 





| * * * 
SORENSEN, who was a “big 
7 wheel” at Ford for 39 years, 
|draws his $52,000 annual salary 
|under a 10-year contract signed 


| with Willys back in 1944, when he 
| became president and chief execu- 
| tive officer of that company. 

Willys also gave Sorensen an 
| option to buy 100,000 shares of its 
| common stock at $3 a share, 

Sorensen became vice - chairman 
| of Willys and a director in January, 
1946. 

At the worst, it is believed, Sor- 


ensen’s 10-year association with 
Willys will have brought him about 
$1,200,000. 


There was a lull in develop- 
ments surrounding the K-F deal 
with Willys last week, and the 
lull was expected to continue 


until Willys stockholders meet 
for ratification on Apr. 24. 
During the lull, however, some 


observers are passing the time dis- 
cussing such things as that the 
fesse for more economy of 
operation under the new _ setup 
| might be far greater at the outset 
|than had been thought when the 
| deal was first announced. 


Battle Involving 
Battery Additive 
To Flare Anew 


WASHINGTON.—-The former di- 
rector of the National Bureau of 
Standards last week was preparing 
to put up a new fight against 
charges that he condemned a bat- 
tery product brought out by Jess 
Ritchie, of Oakland, Calif., without 
a fair test, it was reported last 


week. 
Dr. Allen V. Astin, who was 
forced by Commerce _ Secretary 


Weeks to resign “because the bu- 
reau condemned as useless” an ad- 
ditive designed to prolong the life 
of storage batteries, was expected 
to issue a statement soon. 

On the strength of the bureau’s 
findings that the product, AD-X2, 
was worthless, the Federal Trade 
Commission lodged a complaint of 
misleading advertising against 
Ritchie, and the Postoffice Depart- 
ment accused him of fraud. 

The Postoffice Department later, 
however, suspended the fraud 
charge after Weeks intervened in 
the case. An investigation of a 
complaint that Ritchie was not 
given a fair shake by the bureau 
also was ordered by Weeks. 

Weeks said that tests conducted 
by the private laboratories of U. S. 
Testing Co. and Massachusetts In- 
stitute of Technology contradicted 
the bureau’s findings that the prod- 
uct was useless. He said that the 
private firm, which he headed be- 
fore joining the Cabinet, had used 
AD-X2 and found it helpful. 
| On the other hand, Astin, in a 
oe submitted to the House 
;commerce committee, said that the 
|formula of AD-X2, brought on the 
market in 1948, “was the most com- 
mon one found in battery addi- 
| tives.” 


Woodrum Heads Sales 


Charles D. Gatson, head of Valley 
Motor Sales, Inc., of Charleston, 
| W. Va., announces the appointment 
‘of L. C. Woodrum jr., as general 
sales manager. 





Wins Italian Honors for Stylin 


|  Mighty-Mite 
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| Mighty Mite Goes for a S$ 


pin— 





| Lightness of the Marine Corps’ newest vehicle is illustrated here as a helicopter 
| carries the ‘‘junior’’ Jeep for its destination. The vehicle, developed by Mid-American 


| 


attributes during 
Quantico, Va. 





Newest Marine Corps 


Research Corp. al its Wheatland (Pa.) plant, weighs 1,496 pounds. It demonstrated its 
its debut recently before industrialists and military officials ot 





Passes Test 
Vehicle Makes Debut 


Before Industrialists, Military 


QUANTICO, Va.—The Marine 
Corps’ newest vehicle went “flying” 
through the air and o’er land with 
the greatest of ease as it made its 
rip-roaring debut before industrial- 
ists and the military here recently. 

The Mighty-Mite is said to be 
the first practical military vehi- 
cle light enough to be ferried by 
combat helicopters to stranded 
troops. Although it weighs but 1,- 
496 pounds, it can push a heavier 
vehicle out of mud without much 
effort, tests revealed. 

It can zip up steep inclines, take | 
a curbstone at 55 miles per hour} 
without breaking its stride, and| 
when the brakes are jammed on, 
the front end does not dip down. 
The Mighty-Mite’s center of gravity 
is so low that it won’t tip on the 
steepest hill, it is said. It will slide 
to more level ground before top- 
pling over. 

According to its designer, Mid-| 
American Research Corp., Wheat- 
land, Pa., the Mighty-Mite is the} 
first lightweight all-wheel-drive-at- | 
all-times vehicle ever used by the 
military. Even with one wheel off 
the ground, the three others keep 
driving. On bare concrete, its air- 
cooled engine will spin all four 
wheels when the vehicle butts up 
against something solid. 

With each wheel independently | 
suspended, there is a full eight 
inches of vertical wheel travel be- 
fore the Mighty-Mite “hits 
bottom” on its springs. 

Its maker states that this is twice 
the wheel “give” in the ordinary 
passenger car. Illustrating its bump | 
absorption, the Mighty-Mite came) 
out unscathed after being dropped | 
15 feet to the ground from a heli-| 
copter. 

Its construction has the effect of | 
built-in shock absorbers to slow | 
down its action and prevent a “re-| 
bound effect.” | 


Other features of the Mighty- 
Mite are pivot center steering, 
which is said to eliminate the 








need of “fighting” the steering 
wheel when going over rough 
terrain, and a NoSpin differen- 





Pinin Farina (right), custom body designer, stands beside the 1953 Nash-Healey 


| LeMans hardtop sports car which won first 


prize in the foreign cars custom body class 


in the Italian International Concours d'Elegance, held at Stresa, Italy. Shown admiring 
the silver cup with Farina is H. R. Costley, assistant to R. A. DeVlieg, manufacturing 
vice-president of Nash-Kelvinator Corp. More than 150 cars competed in the contest. 










tial and NoSpin 
clutch. 

The differential and clutch are 
manufactured by Detroit Automo- 
tive Products Corp. The differential, 
when installed in the driving axle 
of a vehicle, is said to assure posi- 
tive traction to each driving wheel 
under all kinds of operating con- 
ditions. The NoSpin clutch, the 
maker says, eliminates trapped 
torques and driving resistance be- 
tween the front and rear driving 
axle groups. 


overrunning 


DOLLARS WORTH 
IN THE AUTO ACCESSORIES 
FIELD! 













Las-Stik—sales leader for over 25 years 
in the polishing cloth field—offers a 


Jocalik KING SIZE 


POLISHING CLOTH 


Heavy flannel, wax-treated, 
stitched edge. Double the size of 
the popular 60c seller. FULL 
YARD WIDE, put up 
in re-usable plastic 
bag that snaps open 
and shut. Priced to 
sell, at full mark-up, 


for only $joo 


ia) ORDER NOW FROM 
YOUR JOBBER 


LAS-STIK MFG. CO.. HAMILTON, O. 


Everything for 


Station Wagons 
PARTS ano useo 
Refinishing Kits 


Doors, Seats, Hardware, Etc. 





Quick Service on 


REPAIRS & REFINISHING 


616 Communipaw Ave. 
Jersey City, N. J. DE 3-1275 
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Labor Eyes Big 3 
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Convention Warns Indusiry That 5-Year 
Contracts Must Be Adjusted 


DETROIT.—Amid an air of con- 
idence following reaffirmation of 
che Reuther administration at the 
UAW-CIO convention in Atlantic 


City, UAW leaders last week were | out. 
ne- 


preparing to resume contract 
gotiations with the Big Three auto 
makers. 

The union, centering its atten- 
tion on General Motors, is seek- 


ing improvements in its long- 
range contracts, which do not 
expire until 1955. Talks were 


suspended during the convention. 
The last word—from Walter P. 

Reuther, president of the union 
—was that they would be re- 

opened “shortly.” 

Delegates voted to raise Reuther’s 
pay from $11,250 a year to $18,000. 
Some wanted to go as high as $50,- 
000, but Reuther demurred, saying: 

“I'm not in this for the pay- 
check; I’m in it for what’s in my 
heart. If I was interested in get- 
ting rich, I would be sitting on 
the other side of the bargaining 
table.” 

The convention adopted a resolu- 
tion warning the auto industry that 
unless “satisfactory adjustments” 
were made in the current five-year 
contracts, the union would limit 


RY Te or 


(Patent Pending) 


rein- 


Double 
forced metal 
eyelets — Hang 
NM cele Thi -1 8 
end — Complete 
information. 
TAGS & RINGS 
ia de A 
1000... $17.00 
eer 
4 eee 4.50 


Enclose Check with 
Order. 


Shipments Prepaid. 


Free Used Car Systems 
& Aids Catalogue. 


BARRY AUTOMOTIVE CO. 


(SYSTEMS DIVISION) 


Sta. ‘‘A"', Box 1037, Cleveland 2, Ohio 


== _ > 


SHORTSTOP 
IGNITION SPRAY 


Takes but a few sprays 

to start moisture soaked 

motors. And durable plastic 

coating gives months of protection against 
stalling due to condensation. Greatly reduces 
corrosion, seals out dampness. 

Comes in handy spray can with easy push 
button valve 4 Oz size for glove com- 
partments — 12 Oz Service Station size. 


ZACO CHROME SPRAY 
and PRESTO SPRAY ENAMEL 


ZACO LABS (Division of Zip Abrasive) 
1360 West 9th St. * Cleveland 13, Ohio 


LEASE CARS 
AND TRUCKS 


to save your market? 


An authority on leasing with five years’ 
experience in the field is available to 
DEALERS ONLY for consultation. Full infor- 





mation on how to set up a leasing company, 
how to get business, operational and ad- 
ministrative procedures, profit potential, etc. 
Daily fee basis. Write L. R. Hall, 522 Fifth 
Ave., New York, N. Y., TODAY. 


| 
| 


future pacts to a two-year duration. 
A guaranteed wage will be the} 
union’s top demand in 1955, if dic- | 
tates of the convention are carried | 
Meanwhile, the auto industry was | 
confronted by strikes affecting two} 


| related industries. U. S. Steel Corp. 





| structure. Private courses can, and 
| have been developed wherein fenc- 


was losing 25,000 tons of steel pro- 
duction a day as a result of a four- 
plant shutdown following a walkout 
of railroad employes at Pittsburgh, | 
and U. S. Rubber Co. workers | 
launched a strike as negotiations 
on a new CIO contract dragged on. | 


Railroad Accuses 
Pa. Truckers of 


Ruining Roads 


PHILADELPHIA.—The Pennsyl- 
vania Railroad last week charged 
that the damage suit filed by the 
Pennsylvania Motor Truck Assn. | 
and 37 trucking concerns was an | 
attempt “to divert attention from | 
mounting public opinion against | 
the destruction of the highways” by 
heavy trucks. 


The railroad made the charge in 
answer to the $250 million suit be- 
ing heard in Federal Court here. 
The suit was filed against 31 
eastern railroads and Carl Byoir 
Associates, New York public re- 
lations firm. 


The railroad argued that, “as a 
payer of large amounts of taxes 
to the Federal, state and local 
governments,” it was affected ad- 
versely by the failure of big 
truckers “to pay their fair share 
of the cost of building and main- 





taining the public highways which 
they use in their private  busi- 
nesses.” 


It further stated that it acted on 
its “constitutional rights to inform 
the public and legislatures of the 
several states of the truth with re- 
gard to the enormous damage done 
to the roads by the operators of 
heavy and especially of over- 
weight trucks.” 


Realistic 


(Continued from Page 2) 





are due to more vehicles, increased 
use of vehicles and especially of 
trucks, more heavy trucking and 
higher vehicle speeds,” the AAA 
pointed out. “Highway users should 
pay in proportion to the benefits 
they receive, giving due considera- 
tion to the added cost of roads re- 
quired for heavy vehicles. 

“The passenger car owner has for 
too long paid more than his just 
share of the tax load,” the AAA 
charged. “Aside from users, modern 
roads have brought enormous ben- 
efits to the general public; have 
greatly increased the value of real 
property, and have made for more 
profitable use of land. It is only} 
fair that there be a greater as- 
sumption of tax responsibility for 
roads by the general public and 
property owners.” 

Other action taken by the com- 
mittee included the adoption of a 
resolution condemning the use of 
public highways for any kind of 
automobile racing. 

The action constituted an endors- 
ment of the position that its Con- 





| test Board, the supervising author- 


ity of official racing in the United 


| States, has always maintained. 


“It is expected,” said James H. 


|Lamb, secretary of the Contest 


Board, “that this strong restate- 
ment of the AAA policy by the top 
ranking authority will go far to 
eliminate abuses that could well be 
a serious threat to the whole racing 


ing and other necessities for the 
safety of spectators can be installed. 
We will work along those lines.” 


An administrative change in 
AAA was made when William A. 
Stinchcomb, of Cleveland, was 
elected senior vice-president, suc- 
ceeding John L, Young, also of 
Cleveland, who resigned recently 
because of illness. 

The committee also was advised 
that total membership in AAA clubs 
at the close of February was 
3,921,718. 





Sunny Days 
Ahead! 


Pur youR CAR in TUNE 


Mate: and Cues Braves Front Enc and Shoces 


Carturetor and ig orton Lights and Safety Dewees 


Cnohng and Exhavst Systems . Paint and Hartware 





Service Poster— 


The new NAPA seasonal shop poster 
suggests a mechanical checkup and tuneup 
for the sunny days ahead. It is designed 
in red, yellow and black, and may be 
obtained from the National Automotive 
Parts Assn., 705 Fox Bidg., Detroit 1, Mich. 


Bill Would Outlaw 
Insurance Sales 


By R.I. Dealers 


PROVIDENCE.—A bill aimed at 
prohibiting sale of automobile in- 
surance by automobile dealers, their 
agents and automobile sales finance 
companies has been introduced in 
the Rhode Island Legislature on 
behalf of the Rhode Island Assn. 
of Insurance Agents. 

The proposed legislation would 
forbid the State Insurance Com- 
mission to issue a license to an 
agent, subagent or broker if his 
insurance activity “principally” is 
to place insurance on his own prop- 
erty or that of a relative, employer 
or employe, or on property sold or 
mortgaged by them. The commis- 
sioner also would be compelled to 
revoke the license of anyone al- 
ready so engaged. 

If the measure is enacted, agents 
or subagents for Rhode Island 
casualty insurance companies would 
be brought under the State ex- 
amining and licensing law for the 
first time. 


Auto Stocks 











Apr. Mar. 1952-53 

1 25 High Low 
Chrysler 81 8454 98 68% 
GM 62 67% 69% 50 
Hudson 15 16% 17% 12% 
K-F 5% 5% 7 3% 
Nash 22% 24% 2% 17% 
Packard 5% 5% 6% 4% 
Stude. 37% =639%— 48% )~ = 331% 
Willys 14% WRK 14% 8% 
Average 30.42 32.20 


Compiled from reports of trading on the 
American and N. Y. Stock Exchanges. 








Ithaca 





: 
eet 


’s$ 


Chrysler’s New ‘Idea Car, : 


49 


D’Elegance, Is Shown 


NEW YORK.—Chrysler Corp. un-|mences at the rear of the front 


|veiled another of its “idea cars,” 
D’Elegance, a prototype two-pas- 
senger sports coupe, at the Auto- 
| Lite Easter Parade of Stars auto 
show last week. 

D’Elegance is a functional au- 
| tomobile, as are the other “idea 
| ears,” the K-310, the C-200 and 
the Chrysler Special, according to 
A. vanderZee, sales vice-president. 
“No decision has been reached to 


build it for sale at the present 
time,” vanderZee said. However, 
D’Elegance involves no materials 


that could not be used in volume 
production. Its FirePower V-8 en- 
gine operates on standard fuels.” 

D’Elegance blends the continental 
feeling for simple unity along with 
the American demand for a _ ve- 
hicle which will travel great dis- 
tances speedily and comfortably 
over varied terrain, according to 
vanderZee. 

Behind the front seat is a car- 
peted and black leather - lined 
luggage compartment which con- 
tains four matching bags. 

The racing radiator grille and the 
sweeping line of D’Elegance are ac- 
centuated by its simple design. The 
low, recessed headlights and the 
flat, downward - sloping long hood 
line are in the European classic 
tradition. 

A fresh style note is struck by 
an embossed ridge which com- 


Chevrolet to Build 
3-Unit Engineering 


Center at Detroit 


DETROIT.—Plans for a new 
Chevrolet engineering center at 
Van Dyke and Twelve-Mile Rds. 
near here have been announced by 


ee ea UUUUE NEUE UEEEIEEIEEEEE EERE SEEEEEEEREEEEEEE 


T. H. Keating, Chevrolet general | - 


manager. 


| 





| 


wheel opening and extends straight 
backward across the door as a 
speed line, and then sweeps upward 
to form the contour of the rear 
fender. 

Wheels and fenders are clearly 
defined. The fully-chromed 17-inch 
wire wheels are emphasized by 
chromed moldings around the open- 
ings of the fenders. 

The tire cover on the rear deck 
introduces a new idea. By pushing 
buttons located inside the doors at 
the rear compartment, the driver 
or passenger can automatically lift 
the cover and the spare tire with it. 
The spare tire is then automatically 
moved rearward and downward 
until it comes to rest behind the 
rear bumper for easy removal. 

The FirePower V-8 engine was 
modified to accommodate the lower 





Car, Truck Prices Cut 


By Chrysler of Canada 


WINDSOR, Ont.—A. J. Shaw, 
sales vice-president for Chrysler 
Corp. of Canada, Ltd., has an- 
nounced suggested retail deliv- 
ered price reductions on certain 
of Chrysler, DeSoto, Dodge and 
Plymouth cars and Dodge Fargo 
trucks ranging from $17 to $62. 

On four-door sedans, the re- 
ductions were: Plymouth Cam- 
bridge, $24; Plymouth Cran- 
brook, $41.60; Dodge Crusader, 
$26; Dodge Regent, $29.30; 
Chrysler Windsor Deluxe, $40; 
Chrysler New Yorker Deluxe, 
$62, and DeSoto Fire Dome, $50. 
Comparable price cuts were 
made on certain other body 
types, Shaw said. 

A reduction of $60 was applied 
to trucks in the 3%-ton heavy- 
duty series. 





hood line. They include a shorter 


The new center will consist of an| aluminum carburetor with a modi- 


administration building, an experi- 
mental shop and a laboratory. The 
administration building is sched- 
uled for completion in about 18 
months. The other two are expected 
to be completed in two years. 

Described by Keating as “second 
to none in the automotive indus- 
try,” the center will bring together 
all Chevrolet engineering activities, 
except road testing, and will be 
linked to the General Motors prov- 
ing ground and to Chevrolet cen- 
tral offices by a communications 
system. 

The administration building will 
house a 1,000-seat auditorium with 
movable chairs for automotive 
showings, a display turntable and 
a car preparation room. 

The latest in scientific equipment 
will be installed in the laboratory, 
|with testing machines and dy- 
|namometer equipment for automo- 
tive experimentation and develop- 
| ment, Keating said. A large techni- 
|cal library will be included. 


ADVERTISEMENT 


“LARGEST” Lot — Uses “GREAT” Umbrella— 


fied and offset air cleaner and 
silencer — the power steering oil 
reservoir has been relocated on the 
back wall of the engine compart- 
ment. Because of the forward loca- 
tion of the radiator, there are a 
large fan shroud and a newly-de- 
signed water hose. 

The chassis has a standard 1953 
Chrysler New Yorker 125%-inch 
frame which has been modified 
for the shorter, 115-inch wheel- 
base of the car. 

The car stands only 54% inches 
from the road to the highest point 
of its top; its overall length is 214 
inches; the wheelbase, 115 inches. 

Seats and paneling are of hand- 
sewn black and yellow English 
leather. The carpeting is a soft wool 
pile material with natural leather 
binding on the edges. The interior 
top lining has a natural yellow cloth 
panel to match the leather else- 
where. The seats are of the modi- 
fied bucket type on deep springs 
and air foam cushioning. 


x 


Townley Motors, Ithaca, New York, is using the McFarland Grea Umbrella to attract more sales. Larry Townley, at right above 
on his lot, Ithaca’s largest, says ‘Our lot is known as ‘the Umbrella Lot.’ We use this in our classified ads and feature daily 
specials under the Umbrella. Not listing these specials in the ad brings more customers to our lot."' The McFarland “GREAT" 
UMBRELLA (21' spread) or “WHIRLABOUT" the Great Umbrella that turns will bring more people to your lot—help you make 
more sales. For full color booklet that gives complete details about the McFarland GREAT" UMBRELLA—how dealers are using 
it and how it can help you, wire—write or call the McFarland Great Umbrella Company, Division of the McFarland Awning 
Corporation, 742 S. W. 8th Street, Miami, Fla.—{Phone 2-8153.) 











legislatures are considering 
measures that would liberalize 
maximum size and weight limits 


for trucks, while 15 have proposals 
either to reduce limits or increase 
penalties for weight violations, ac- 
cording to a National Highway 
Users Conference survey. 
Tennessee has enacted legis- 
lation which increases the maxi- 


mum truck gross weight limit (20,000 and 22,400 to 24,000 pounds, | 


from 42,000 to 55,980 pounds pro- 


States Sift Truck Rules 


Bills in 9 Legislatures Ask Weight Limit Hike: 
Reductions Studied in 15 Others 


WASHINGTON.—Nine state} lowa, Minnesota, West Virginia and | f 





Wisconsin have measures to in- 
crease maximum length from 45 to 


50 feet and gross weight in Iowa} 


from 60,800 to 66,150 pounds. 

A bill in Massachusetts would in- 
crease gross weight from 50,000 to 
60,000 pounds and one in Connecti- 
cut would increase gross weight 
from 50,000 to 63,000 pounds, Other 
proposals in West Virginia would 


|change axle weight from 18,000 to 


respectively, and gross weight from 


vided the space between the first | 60.800 to 72,800 pounds. 


and last axles is 37 feet. Tennes- 
see’s action leaves Kentucky with 
the lowest maximum gross weight 
limit in the nation, 42,000 pounds. 
Bills in California and Delaware 
would increase the maximum length 
of combinations from 60 to 65 feet. 


Tenn. Dealers 
Fight Repeal 
Of Title Law 


NASHVILLE.—Tennessee dealers 
have been bombarding their legis- 
lators with telegrams urging them 
not to repeal the existing title law, 
according to the Tennessee Auto- 
motive Assn. 

Told that public sentiment was 
for outright repeal and that the 
Administration doubted it could 
persuade the Legislature to retain 
the law, the group urged all dealers 
to make their views known to their 
representatives. 

As a result, the Administration 
now has introduced Senate Bill 814 
and House Bill 1020, providing for 
the transfer of the title law division 
from the Department of Safety to 
the Department of Finance and 
Taxation. 

The bills seek increased service 
fees on titles, with the fee for 
the original title on unencumbered 
vehicles remaining at $1. 


Shows 


(Continued from Page 3) 
Municipal airport drew a crowd of 
35,000 persons, it was reported. 

It was the first show in the area 
in about 25 years, said Eugene W. 
Earick, president of the Richland 
County Automobile Dealers Assn. 
In addition to the exhibits of all 
1953 models, a Nash-Healey sports 
car was displayed. 


While the auto show season is 
nearing its end, several promis- 
ing shows are still to be held, as 
follows: 


Apri 6-11—At Sioux City, Ia., the 
Sioux City Automobile Dealers 
Assn. will sponsor a show at the 
Municipal Auditorium. On the 
same days, Denver Automobile 
Dealers Assn. will put on a show 
at the Denver Auditorium-Arena 
buildings. 

Apri, 22-26— The Long Beach 
(Calif.) Junior Chamber of Com- 
merce will stage the “World Auto 
Show” at the Long Beach Muni- 
cipal Auditorium. 








i. 


Actress Visits DeSoto Plant— 

Helen Hayes (sixth from right) star of “Mrs. McThing,”” now playing in Detroit is 
shown having lunch at the DeSoto plant, along with other members of the cast. 
They also toured DeSoto's assembly and engine plants. Executives at the head of the 


x 


table are (from left) A. B. Nielsen, eastern sales manager; L. 
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A new law in Arkansas permits 
a 13%-foot height for automobile 
transporters, 40-foot length for 
buses, 50 foot for combinations 
and 56,000 pounds gross weight 
on “load-carrying axles.” Mon- 
tana has a new law increasing 
gross weight from 73,280 to 76,800 
pounds, New Mexico increased 
height from 12% to 13 feet. 

Other proposals to increase 
length of buses from 35 to 40 feet 
have been introduced in California, 


Colorado (municipalities), Dela- 
ware (42 feet), Idaho, Missouri, 
Nebraska, New York, Tennessee 


and Texas. In addition to Arkansas, | 


they have become law also in Color- 
ado and Idaho. 

Bills to reduce existing axle or 
gross weights are considered in 


Connecticut and Maryland. They} 


were defeated in New Hampshire 
and North Dakota. 


Dealer Bonds 
California Bill Requires Some 


To Post $100,000 
SACRAMENTO, Calif.—American 


ears don’t need any restrictions in| 


order to meet competition, says 
Amos Crowell, manager of the San 
Francisco Motor Car Dealers Assn. 

Crowell refers to a bill introduced 
in the Legislature that would re- 
quire California auto dealers to 
post a $100,000 bond in order to 
qualify for handling foreign-built 
cars. 

“I think the bill is a stinker,” he 
declared. 

The bill 
second $100,000 bond would have to 
be posted by the manufacturer, and 
would impose a number of re- 
strictions on the dealers. 


Detroit Sales Executives 
To Honor 3 Auto Men 


DETROIT.— Three auto execu-| 


tives will be among the past officers 
and directors of the Detroit Sales 
Executives Club who will be hon- 


ored at a dinner sponsored by the} 


group at 6:30 p.m. today (Apr. 6) 
at the Fort Shelby Hotel. 

They are James C. Doyle, sales 
and advertising manager of Ford, 
who served as the club’s president 
in 1950; Merritt D. Hill, vice-presi- 
dent of Dearborn Motors Corp., 
founder and president of the club 
in 1940-41, and Daniel L. Beck, 
owner of the Executives Selection 
and Training Institute, club presi- 
dent in 1946. 





1. Woolson, president, 


and R. M. Rowland, director of merchandising. 






also provides that a} 


| 
| 
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Detroit District L-M Dealers Meet— 


The Detroit district council of Lincoln-Mercury dealers held its annual meeting in 
Detroit last month. Earl Bauer, Toledo, and Ralph Toupalik, Coldwater, Mich., will 
represent the district at the forthcoming central regional meeting. 


Automobile Old Timers Set 
Annual Fete for October 


NEW YORK.—Plans for the 14th 
annual Automobile Old Timers 
Dinner Oct. 14 at the Hotel Astor 
were discussed here at a recent 
luncheon meeting of the committee. 


Selected as chairman of the 
dinner committee was R. A. Stran- 
ahan, president of Champion Spark 
Plug Co. 

Other committeemen are C. 
Ray Palmer, executive vice-presi- 
dent of the Brooklyn and Long 
Island Automobile Dealers Assn. 
vice-chairman; Alfred Reeves, 
advisory vice-president of Auto- 
mobile Manufacturers Assn.; 
Clifford M. Bishop, president of 
Bishop McCormick & Bishop 
(Dodge-Plymouth), and Reginald 
M. Cleveland, of the New York 
Times. 


has appointed as members of the 
| committee on research and awards 
|\for this year: Henry R. Selden, 
|chairman; David C. Fenner, J. 


jand Pete Wembhoff, editor of 
| AuUToMoTIVE News. This committee 
will select five members who are 
to be awarded distinguished service 
| citations at the annual dinner. 

At a recent luncheon meeting in 
Cleveland, attended by members of 
|the Automobile Old Timers and 
| guests, the Metropolitan Council of 


| Greater Cleveland was organized. 


The following were elected as 
| officers: Jay W. Barber (Olds- 
|mobile), president; 
(Lincoln-Mercury), vice-president; 
and Ruth S. Franklin, (curator, 
Thompson Products Automobile 
| Museum), secretary-treasurer. The 
new president appointed a member- 
ship committee composed of James 





Newark Firm Acquires 
Cresci Body Contract 


NEWARK, N. J.—Transportation | 


| Equipment Co., Inc., 35 Van Buren 
|St., has acquired the contract for 
sales and service of the Cresci 
dump body line, according to an 
announcement by S. Roger Taylor, 
sales vice-president. 


Top Trucks 


New -truck registrations 
one month, plus 34 
February: 
1953 Pos. 
1—39,444 
2—28,372 
3—12,359 
4—11,899 
5—10,528 
6— 3,333 
7— 2,859 
8— 1,301 
9— 699 
10-—— 427 
ll— 3387 

245 
182 
180 
151 
85 
64 


for 


states for 


1952 Pos. 
31,024— 1 
20,875— 2 
10,948— 4 
12,220— 3 

9,452— 5 
3,347— 6 
2,416— 7 


Make 
Chev. 
Ford 
Int'l 
Dodge 
GMC 
Stude. 
Willys 
White 
Mack 
Reo 
Dia. T 
Divco 
Federal 
Brockway 
Autocar 
Kenworth 
Pontiac 

60 F.W.D. 
25 Peterbilt 
9 Crosley 
Total All Makes 
112,730 95,026 
For further details see page 
40, today’s issue. 








J. E. Henry, president of aor, | 


Frank Duryea, Joseph S. Hildreth | 


S. J. Brenza| 


M. Smith, Charles Sirl, Art Haas 


and Harry Malloy. 

Plans for forming a council in 
| the Chicago metropolitan area are 
|being drawn up by Edward L. 
| Cleary, general manager of the Chi- 
|ecago Automobile Trade Assn. 

It also is planned to organize 
metropolitan councils in other 
large cities similar to the AOT 
Council in New York, which will 
hold its 11th annual reunion and 
luncheon at the Hotel Roosevelt 
Apr. 30, officials said. 

| A meeting of the Iowa State 
|Council of AOT was attended by 
|90 members and guests in Des 
| Moines last month. The following 
| officers were elected: A. B. Cham- 
| bers, president, former mayor of 
Des Moines; Chester G. Carmer, 
Glen E. Mace and Clarence 
| Schukei, vice-presidents, and C. F. 
| Claiborne, secretary-treasurer. Ten 
of the guests signed applications 
| for membership. 


Thirteen members of AOT were 
| invited by Royce G. Martin, presi- 
dent of Electric Auto-Lite Co., to 
| serve on the sponsoring committee 
|for the Easter Parade of Stars 
| Auto Show, being held this week 
|at the Waldorf-Astoria Hotel. 

| They are A. E. Barit, Ward M. 
|Canaday, L. L. Colbert, Frederick 
|H. Elliott, Hugh J. Ferry, J. E. 
Henry, Paul G. Hoffman, Edgar F. 
Kaiser, Henry J. Kaiser, K. T. Kel- 
jler, George W. Mason, David A. 





(Continued from Page 3) 
| State, who served last year as 
| secretary of the national associa- 
| tion. Working with Fribley on pub- 
lic relations activities will be: 

Walter B. Cooper, Ft. Collins, 
Colo., vice-chairman; E. S. Dowd, 
Cleveland; H. L. Galles jr., Al- 
buquerque, N. M.; David N. 
Holmes, Battle Creek, Mich., and 
Joseph E. O’Daniel, Evansville, 
| Ind. 

Automotive Trade Assn. Man- 
| agers representatives on the latter 
three NADA committees are as fol- 
lows: 

Dealers’ business management, R. 
B. Hammond, St. Louis; public re- 
lations, George Benjamin, Little 
Rock, Ark., and employer-employe 
relations, E. L. Cleary, Chicago. 














| Cadillac Reports 
Big Demand for 


Air Conditioning 


DETROIT.—Automobile air con 
ditioning is already being looke 
upon as a “must” by car owner: 
according to J. 
M. Roche, general 
sales manager of 
Cadillac. 

Roche ex- 
plained that since 
Cadillac air con- 
ditioning was in- 
troduced during 
the winter 
months, the most 
widespread de- 
mand has come 
from the southern 
areas. 
tributor,” he declared, “reports a 
demand of 65 percent for air con- 
ditioning. With this strong re. 
ception it is quite possible that 
half of the 1953 Cadillacs delivered 
in many southern areas will be 
equipped with such units. 

“Besides factory installation,” 
Roche said, “Cadillac air-condition- 
ing kits now are available for 
installation at dealerships through- 
out the country.” 

Calling the rapid acceptance of 
air conditioning “quite phenom- 
enal,” Roche explained: 

“New automotive features such 
as Hydra-Matic transmission and 
power steering generally require a 
‘get-acquainted’ period. This does 
not seem to be necessary with air 
conditioning, probably because 
most car owners have been en- 
joying cooled and conditioned air 
systems in their homes, offices and 
stores. 

“In northern states, demand will 
move up rapidly when the summer 
months make possible a_ full 
demonstration of the unit to 
owners of cars in the more tem- 
perate climates. 

“Elimination of dust, pollens and 
external noises may make the de- 
mand for air conditioning almost 
as great in the northern states as 
it is in the southern climates,” 
Roche said. 

Walker to Head 
* 
GM’s McKinnon 

DETROIT. — Harlow H. Curtice, 
president of General Motors, last 
week announced the appointment 
of Edwin H. 
Walker as presi- 
dent and general 
manager of Mc- 
Kinnon Indus- 
tries, Ltd., GM 
subsidiary at St. 
Catharines, Ont. 

Walker succeeds 
Thomas J. Cook, 
who is retiring 
after 28 years 
with GM and 10 

Be. Bi. Wather years as president 
and general manager of McKinnon. 
Walker had been assistant to Cook 
since Dec, 1, 1951. 

An industrial engineering gradu- 
ate of the GM Institute in Flint, 
Walker was appointed chief in- 
spector of the Delco division at 
McKinnon in 1933, and later became 
assistant chief inspector of all Mc- 
Kinnon operations. 

In December, 1941, he was named 
Delco division superintendent, a 
post he held until he became Cook’s 
assistant. 


J. M. Roche 
“One Texas Cadillac dis- 





PAA, State Officials Discuss Safety— 


Traffic safety and the inspection of motor vehicles were major topics at a meeting 
of the safety committee of the Pennsylvania Automotive Assn. Reviewing the problems 


are (from left) Paul Ruch, Clearfield, chairman of the committee; T. Elmer Transeau 
director of the Bureau of Highway Safety; Col. C. M. Wilhelm, commissioner of the 
| Pennsylvania State Police, and Oscar M. Mohn, Lancaster, president of PAA, 
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Ford Still Young at 50 


Company Looking Forward with Ambitious Plans 
On Eve of Golden Anniversary 


DETROIT.—The Ford Motor Co. 
empire, whose roots have sprawled 
out from a one-room workshop on 
Detroit’s Bagley Ave. to nearly 


every corner of the world during} 


the past 50 years, considers itself 


a long way from the end of the| 


road of progress. 

On the threshold of its 50th 
birthday, which will be marked 
officially in June, Ford still looks 
upon many of the fundamental 
ideas conceived by 
and is forging ahead into the 
next half century with many 
ambitious plans. Ford at 50 feels 
that “to stand still is to go back- 
wards.” 

In the words of Ernest R. Breech, 
executive vice-president: “We have 
no more .use for any status quo 


than we have for an old blueprint 


of the Model T.” 

That concept parallels one made 
in the early part of the century 
when a young Ford company 
struggled upward through a web 
of competition. It was the inventive 
genius, the late Henry Ford, who 
once remarked: “Everything can 


always be done faster and better.” | 
With that concept foremost, the | 


company is using all its skill and 
talent on production plans for 
years that are still far away. It 
plans to resume the billion-dollar 
program of plant and equipment 
expansion that was interrupted by 
the Korean War. 

These plans for the future and a 
history of Ford are told in a 108- 
page colorful book entitled, “Ford 





2 Indiana Firms 
Accuse Trico 
In Antitrust Suit 


BUFFALO. — Trico Products 
Corp. last week was named in a 
$5,489,017.20 damage suit filed in 
Federal Court by two Indiana 
companies, which accuse Trico of 
monopoly of windshield wipers and 
parts, and patent infringement. 

Anderson Co. and Productive In- 
ventions, Inc., both of Gary, Ind., 
asked for a judgment with triple 
damages on the monopoly charge 
and preliminary and permanent in- 
junction to stop the alleged patent 
infringement. 

The 14-page complaint accuses 
Trico of violating the Sherman and 
Clayton anti-trust acts by con- 
tracting with auto manufacturers, 
distributors and dealers to use or 
sell only Trico products and parts. 

Trico is also accused of price- 
fixing on the condition that com- 
petitors’ products would not be 
used. The complaint said this al- 
leged practice has “lessened com- 
petition and tends to create 
monopoly.” 

According to the complaint, Trico 
sells “virtually 100 percent” of all 
new vacuum -operated windshield 
wipers sold to car manufacturers 
and as replacements. 

The Indiana companies also ac- 
cuse Trico of lessening competition 
by making false statements about 
products manufactured by its com- 
petitors. 


10 Dealers Share 
Wilson Awards 


BUFFALO.— Ten auto dealers 
have been named winners of awards 
given by K. R. Wilson Co., Buffalo, 
in connection with the recent 
NADA show in San Francisco, it 
was announced by the tool-manu- 
facturing firm last week. 

The prizes, including a battery 
charger, were awarded to visitors 
at the Wilson exhibit booths. 

The winning dealers were: 

Henry A. Doellefeld (Dodge- 
Plymouth), Hood River, Ore.; S. M. 
Erskine (Lincoln - Mercury), Mid- 
land, Tex.; A. J. Dingeman (Ford), 
Oxnard, Calif.; Wilson Lunt 
(Dodge-Plymouth), Cedar City, 
Utah; W. F. Bradford (Chevrolet), 
Ventura, Calif. 

E. H. Bruss (Ford), Farmington, 
N. M.; R. W. Faulkner (Pontiac), 
Wadesboro, N. C.; C. E. Knudtsen 
(Chevrolet), Coeur D’Alene, Id.; K. 
W. Conklin (Ford), Bowling Green, 
Q.; T. G. Mennen (Pontiac), Long 
Eeach, Calif. 


its founder 


at Fifty,” published by Simon & 
Schuster, Inc., New York, in ob- 
servance of Ford’s 50th birthday. 
The book is priced at $2.95. 

The philosophy of the dignity 
and goodness of hard work is still 
a basic principle of the Ford 
Motor Co. giant, but under the 
new management it has been 
deepened and broadened, The re- 
sponsibility of management, Ford 
feels, does not end when a worker 
has been led to the ladder of op- 
portunity. 


company’s concern for his well- 
| being and for the well-being of his 
family and of his community. The 
|new Ford management is keenly 
| aware of the company’s de- 
| pendence on the men who do the 
work. 

The quality of a product, Ford 
| feels, comes into the plant on two 
|legs, and the best advertising a 
| modern business can get is a “good 
| word from one of its employes 
| when he is playing cards in the 
evening with his next-door 
neighbor.” 

In the opinion of Henry Ford II, 
the “boss” of the industry is not 
management and not labor. “The 
boss is the public,” Ford says. 
Both management and labor must 
accept their share of responsibility 
to the public welfare.” 

The seriousness with which the 
Ford company takes this re- 
sponsibility shows in communities 
like St. Paul, where Ford dealers 
and the Twin Cities assembly 
plant play an active role in public 
affairs. 

In that city, Ford contributes 
executive planning a1.d funds to 
local charitable and educational 
projects, backs the work of service 
clubs and supports industrial edu- 
cation programs in schools. 

Ford’s forward march in manu- 
facturing has built, since World 
War II, new assembly plants at 
Atlanta; Metuchen, N. J.; Los 
Angeles, and St. Louis. Two others 
at Kansas City and Wayne, Mich., 
have been temporarily diverted to 
defense work. Manufacturing 
plants have sprouted up in half a 
dozen major cities in the U. S. 

Meanwhile, the mighty Rouge 
plant in Dearborn, which marked 
the transition of the company into 
strong and mature manhood, stays 
as busy as ever. Its plants are being 
torn apart and redesigned accord- 
ing to the latest layout ideas. 

The Rouge is the only manu- 
facturing operation anywhere 
that can complete within its 
gates the whole process of con- 
verting ore into steel and steel 
into automobiles. It has budded 
out over a total of 1,212 acres of 
ground. 

Ford has been moving forward 
steadily with such innovations as 
the overhead conveyor’ system; 
“automation,” the moving of a pro- 
cession of parts in and out of 
machines and the operating of the 
machines themselves with human 
control, and a new line of over- 
head valve engines. 

Engineering has always held a 
special place of honor at Ford but 
never more than now. This year 
Ford will dedicate a new $50 
million Research and Engineering 
|Center, including the latest facili- 
ties for practical automotive re- 
search design as well as a scientific 
laboratory for “pure research” in 
such fields as new materials and 
new sources of power. 

The question of how far an 
automotive engineer can go with- 
out going too far keeps Ford 
stylists awake at night. In 1949 
and 1952, the years of the last 
two major body changes, they 
solved it with success, 

Right now, they already are won- 





dering how far into the untouched | 


realm of design they will go in 
1958 and 1961. 
Ford stylists scoff at the idea that 


there will be few drastic changes} 


in design. “Somebody will make a 
big structural change, like moving 
the engine,” one of them says. 

“The looks of the car will be en- 
tirely different, the public will like 
it and our present ideas about de- 
sign will be thrown out the window. 
It is hard to say whether the car 
of the future may look more like 
a raindrop or a space ship.” 





In the Trucking World — | 






Johnson Motor Co., lowa Falls, la., “sold'’ a 1953 Ford truck to the city's Future 
| Farmers of America chapter for $1. W. Q. Johnson, president, hands the keys to 


Farm Youths Get Ford Truck for $i— 
| That is only the beginning of the| 








Allen Everman, chairman of the cooperative affairs committee. Taking part are (from | 
left) Ray Mulhern, Ford field manager; Marvin Duckett, district truck sales manager;|the show corporation, attributed 











Lake-GMC Plans Expansion— 





Weld-Built Body's Heavy Wrecker— 


Designed by Weld-Built Body Co., 59 Preston Court, Brooklyn, N. Y., this wrecker 
operates two winches behind the cab, with a combined lifting capacity of 15 tons, 
fire-fighting equipment using a one-inch hose which throws a stream 75 feet and a 
front-mounted winch with an “A frame. The company states that these facilities can 
all be operated at one time from a two-way power takeoff on each side of the trans- 
mission. Other equipment offered by the company includes a 10-ton wheel dolly, 
|oxygen and acetylene racks, and various types of tow bars and tow chains. 


Officials of Lake-GMC Truck Sales, Inc., with operations in Cleveland, Columbus 
and Cincinnati, met in Cincinnati recently to announce plans for expansion there. 
Seated (from left) are Guy Fox; Thomas H. Carey, Cleveland, vice-president for sales 
and public relations, and Louis W. Adams, Columbus, executive vice-president. Stand- 
ing: John Efflein and Ralph E. Stewart, Cincinnati, sales representatives, and Ray T. 


Miller, Cleveland, president. 





DuPont 


«Continued from Page 2) 


an oil heater because of opposition 
by the anthracite coal industry. 


Pont to Pratt contains the follow- 
ing paragraphs: 

“The anthracite coal companies 
have shown an aggressive attitude 
and a vindictive spirit in threats to 
the duPont explosives department 
and are, therefore, likely to put an 
embargo on the use of GM products 
throughout the anthracite industry. 

“If GM activities in experiment- 
ing with oil burners were trans- 
ferred to experiments with anthra- 
cite burners, the friendship of the 
coal companies would certainly be 


| acquired.” 


As a result, the Government said, 
a GM executive committee session 


|decided to order its Delco appli- 
ance division to enter the produc-| 


tion of oil burners “in a small way.” 

Meanwhile, it was reported that 
duPont stockholders at their an- 
nual meeting on Apr. 13 will vote 
on a proposal to settle the anti- 
trust suit by disposing of the 
firm’s holdings in GM, according 


to the proxy statement sent to 
stockholders. 
The duPont management an- 


| nounced that it would oppose the 


A 1931 letter from Lammot du-| 





plan. 

Conforming with a Securities and 
Exchange Commission order, du- 
Pont for the first time made public 
the stockholdings of its directors in 
duPont, GM, Christiana Securities 
Corp. and Delaware Realty & In- 
vestment Co. 

DuPont added that it is not con- 
trolled by these companies nor con- 
trols GM or Canadian Industries, 
Ltd. The SEC had indicated its 
belief that such a control existed. 

The tabulation showed that 29 di- 
rectors had 1,279,221 of the 88,208,- | 
680 outstanding common shares of 
GM. However, the GM holdings in- | 
clude 879,876 shares listed for Sloan, | 
of which 805,478 are owned by New | 
York Castle Corp., a private stock- | 
holding firm. | 


Mitchell M inn Lot 


Mitchell Motor Co., of Iola, Kans., 
has moved its used-car lot from 
the 200 block on N. Jefferson Ave. 
to the northwest corner of the 
square. The lot formerly was oc- 
cupied by Northup Co. 


| “Many,” 


51 


Southwest Jobbers 
Set Show Mark; 
Sales Volume High 


DALLAS. —A record attendance 
of 39,650 persons was set at the 11th 
Southwest Automotive Show at Dal- 
las March 26-29, and consensus of 
the aftermarket industry in this 
region was that the event was the 
most successful since its origin in 
1938. 

All manufacturers reported a 
highly satisfactory volume of busi- 
ness from the jobbers, according to 
Dean A. Johnson, show manager. 
he said, “had the best 
show sales volume on record here, 
and most of the 275 exhibiting man- 
ufacturers said the jobbers were in 
a buying frame of mind.” 

T. C. Garrett, Dallas president of 


W. B. Bryson, assistant district manager; Johnson; Everman; LeRoy Hansen, FFA chapter | the heavy buying trend to the gen- 


| president; Supt. W. C. Hilburn and Duane Sandage, farm instructor. |eral expectation that 1953-54 would 


establish new highs for servicing 
business. “Many new and improved 
products attracted buying interest 
and there are numerous innova- 
tions essential to current automo- 
tive advances that also stimulated 
interest,” Garrett added. 

The new board is expected to 
adopt the recommendation of the 
outgoing directors that the South- 
west Show be held in years alter- 
nating with the national Automotive 
Service Industries Show. Under this 
setup, the next Southwest event 
would not be held until the spring 
of 1955. 

Members of the new show board 
are Garrett, T. H. Everett, W. Y. 
Caldwell and Walter Frazier, all of 
Dallas; Wayne Bull and Harry 
Spear, San Antonio; John McKin- 
ney, J. B. Wilson and W. P. Best, 
Houston; Jack Porter and H. J. 
Vanhook, Oklahoma City; Gar Pur- 
year, Little Rock; John Bales, Fort 
Worth; Joe N. Greiner, New Or- 
leans; and John Mathes, Plainview, 
Texas. 


Obituaries 


C. B. Bohn, Founder 


Of Aluminum Firm 

DETROIT.—Charles B. Bohn, 73, 
chairman of the board of Bohn 
Aluminum & Brass Co. here, died 
April 2 at Miami. He founded the 
company that bears his name in 
1923. 

Mr. Bohn was the son of a To- 
ledo carriage manufacturer, and 





; after being orphaned at the age of 


11, studied metallurgy in night 
school while working in a hardware 
store. He was a member of the 
Detroit Athletic Club and many 
other fraternal and _ professional 


organizations. 
- * * 
Edward C. McKinney 
KANSAS CITY.—Edward C. McKinney, 
30, manager of the used-car department of 


Central Pontiac Co., died of a heart attack. 
* 7. 


Allan E, Ellard 
OTTAWA.—Allan E. Ellard, 75, auto 
dealer here for 38 years until his retire- 
ment in 1942 and for 15 years factory 
representative in Vancouver, died after a 


long illness. 


* . 


Joseph W. Jaensch 
EL PASO, Tex.—Joseph W. Jaensch, 35, 
used-car dealer, was killed March 18 when 
the car he was driving went out of control 
and overturned seven miles north of Odessa, 
Tex. 


Leo William Kummert 

LOUISVILLE, Ky.—Leo William Kum- 
mert, 61, who had been associated with 
various Louisville dealerships since 1918, 
died March 28. He was last a salesman 
for Riggs Motor Co. 

* * 7 
Hubert A. Hartsook 

LEWISBURG, W. Va.—Hubert A. Hart- 
sook, 56, owner of Fort Union Motor Sales 
here, died March 15. 





Chrysler Denies Inviting 


Line Group to Parley 


DETROIT.—Chrysler Corp. offi- 
cials last week denied that an 
invitation had been extended to 
the Chrysler - DeSoto - Dodge - 
Plymouth Dealers Assn. to meet 
with company officials. 

In its latest bulletin, the line 
association announced that it 
had accepted an invitation in a 
letter to President L. L. Colbert. 
It is understood that, in a recent 
New York meeting with corpo- 
ration dealers, Colbert had said 
he would be glad to meet with 
any dealer at any time, but a 
corporation spokesman pointed 
out that the invitation was not 
made to any particular dealer or 
group of dealers, 








Classified Want Ads 


HELP WANTED 





SAL ES MANAGER 
either Chicago or Los Angeles 
automatic shifting unit for 
1951 Fords. Popularly priced, 
proven by hundreds of west coast Ford 
dealers. Manufacturer well known as 
world’s largest producer of dealer identi- 
fication, license frame holders. Monthly 
guarantee, expenses plus bonus or com- 
mission. Write, sending picture, outline 
of experience, etc. Box 2449, c/o Auto- 
motive News, Detroit 26 


WANTED Locate 
Product 
1949-1950- 
tested and 


WANTED. Used car sales manager to oper- 
ate large lot operation for GM dealer of 
100 to 1,000 new units. Located in 
Northern N. J. Lot on main thoroughfare. 
Dealer is an old and well established 
firm that has a fine reputation. Willing 
to pay top salary to man of proven 
ability, experience and integrity. Plenty 
of room for advancement to other posi- 
tions. Write, giving past employment, 
experience, age, family status, references 
and phone number when and where you 
can be contacted. Box 2450, c/o Auto- 
motive News, Detroit 26. 

SALESMEN, now calling on new car 
dealers, can you use an extra $300 to 
$1,200 monthly? 


Carry our fast selling 
sideline. Establish permanent renewal 
business. State full details, 


territory cov- 
ered. Box 2431, c/o Automotive News, 
Detroit 26. 





WANTED New car salesman. Packard 
experience desirable. If interested in mov- 
ing to Texas, airmail experience, age, 
etc. along with recent photo. Creveling 
Packard Co., 302 S, Water, P. O. Box 
2267, Corpus Christi, Texas 


oo 
ATTENTION 
TOOL AND WAGON JOBBERS 


We have a fast selling sideline item 
in your field! 


Write us for free descriptive literature 


TOW BAR SALES CO. 
40 S. Clinton St., Chicago 6, Illinois 





SERVICE MANAGER for one of “Big 
Three’’ New York City dealership. Big 
job and excellent opportunity for top 
man only, Good salary plus profit shar- 
ing plan, Send full resume. Replies held 
confidential. Box 2409, c/o Automotive 
a oe Detroit 26. 


GENERAL SERVICE MANAGER. Large 
Chevrolet dealer, long established New 
York metropolitan area, has outstanding 
opportunity for experienced man capable 
of directing passenger-truck service and 
retail - wholesale parts divisions. Must 
have merchandising and customer-em- 
ploye relations know how. Excellent sal- 
ary plus incentive. Convenient location 
for suburban living. Send complete 
resume. Box 2432, c/o Automotive News, 
_Detroit 26. aa és 


WANTED—Service manager, largest im- 
porter fine European cars. Location Chi- 
cago, Foreign car experience desired but 
not essential. Must have ability to super- 
vise complete service and repair operation 
including administrative prerequisites, 
handling of all paper work and customer- 
dealer relations. Modern service station 





and facilities. Please send complete 
resume including photo. Box 2433, c/o 
Automotive News, Detroit 26. 


SALESMEN 
WANTED 


Must have desire to become 
Sales Manager or Manager 
and have ability to sell from 
15 to 20 units per month. 
This would assure you, under 
our wash-out plan, earnings 


from 


$1,000 to $2,000 


per month. 


Automobile experience de- 
sired, but not a requisite, 
but must be a top salesman 


and a producer. 


Ford, Lincoln - Mercury vol- 
ume operations. Enclose 


photo and complete resume. 


Write Box 2430 


c/o Automotive News 
Detroit 26 











For old established automobile manufacturer. 


The man we are looking for is an experienced 
automobile service 
of discussing customer service problems 
telligently and diplomatically. | 
He should be proficient 
and advising dealers in the profitable oper- 
ation of their service stations. 

Excellent opportunity for rapid advancement 
in a growing zone operation. 

Include complete details 
letter 





WANTED 


AUTOMOTIVE NEWS, APRIL 6, 1953. 


CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 156,000 readers engaged in all branches of the automotive industry from Maine to 
TWENTY CENTS 
CEM bee bet ee el 


California. Low Rates: 
Wanted Ads accepted 


readers. Count initials 


Tol ie Ste bet) lee bee 


same day received. Display Ads: 


HELP WANTED 


ASSISTANT 
NEW YORK ZONE 
SERVICE MANAGER 


who is capable 
in- 


manager, 


in consulting with 


of experience in 


2458, c/o Automotive News, 
Detroit 26. 


to Box 


70 car Florida 
personality 
Motors 
once to 
Fla. 


Bookkeeper for 
Must have good 
to handle General 
system. Apply at 
Inc., Fort Myers, 


dealership. 
and ability 
accounting 
Andy Bell, 





TRUCK MANAGER WANTED. Only 


ex- 
perienced money maker desired. Guaran- 
teed salary, liberal share in profits. Row- 
den Ford Sales, Inc., 650 Bridge St., 
N. W., Grand Rapids, Mich. 





SALES MANAGER for 400 car Chevrolet 


PILOT DESIRES POSITION 


WANT YOUR DOL LARS to really 


LEASE MANAGER, Thoroughly  experi- 








dealership. Located in a prosperous Wis- 
consin city of 30,000. Salary plus in- 
centive. Give full information in first 
reply. Box 2434, c/o Automotive News. 


Detroit 26. 


POSITION WANTED 





as pilot and 
salesman. New and used car experience. 
All replies acknowledged. Harry Swartz, 
12765 Northlawn, Detroit 4, Mich. 
MANAGER - ACCOUNTANT 
with mature judgment, seeks permanent 
affiliation with dealer who would prefer 
to be relieved of some of the problems 
of management. Prewar training in super- 
visory capacities, during highly com- 
petitive market periods when constructive 
attitude towards buying, conditioning and 
merchandising used vehicles was essen- 
tial, would be helpful in maintaining or 
developing more sound profit opportuni- 
ties. Accounting qualifications and ex- 
perience with tax problems would enable 
the personal handling or supervision of 
this work so as to reflect currently in- 
formation needed to take full advantage 
of possible tax savings and control de- 
partment expenses. Married, nondrinker 
and in good health. If interested, please 
write Box 2438, c/o Automotive News, 
Detroit 26. } 


BUSINESS 


work? 
Industrious senior supervisory accountant 
with large CPA firm in NYC seeks em- 
ployment as general or business manager 


with eastern GM or Ford dealer, pref- 
erably in upstate New York. Thorough 
knowledge of corporate and individual 


taxes, auditing, costs, systems and office 
procedures, Experienced and capable of 
managing others. Knowledge of sales 
techniques and sales compensation plans. 
Married, two children, Mason, former 
naval officer. Pleasant personality, best 
personal and bank references. Salary re- 


quirement—$10,000 or a lesser amount 
with profit bonus. Write Box 2440, c/o 
Automotive News, Deteete 26. | 





enced in sales, organization and man- | 
agement of volume long term car and 
truck leasing. Also thoroughly experi- 
enced in management of transient car 
and truck rental operation. Box 2441, 
c/o Automotive News, Detroit 26. 
TRUCK SALES MANAGER Ford or 


AVAILABLE 


Chevrolet. Prefer dealer having objective 
of from 100 to 200 new trucks a year. 
Experienced all phases truck merchan- | 
dising. Married, age 48. Details furnished 
upon request. Box 2436, c/o Automotive 
News, Detroit 26. 

APRIL 20th to a_ dealer 
desiring a young and aggressive business 
or sales manager with an exceptionally 
fine background. Fourteen years’ factory 
and dealer experience. Prefer the south. 
Interested only in personal interview. Box 
2451, c/o Automotive News, Detroit 26. 





SALES REPRESENTATIVE for automo- 


SERVICE MANAGER—15 years’ experience 


bile, truck or equipment manufacturer. 
U.S. citizen, European born and back- 
ground. Many years’ experience as auto- 
mobile distributor in Europe. Clean cut, 
fluent English, French, German, some 
Spanish. Could cover Europe and near 
east. Residing at present in Germany. 
Excellent references. Box 2452, c/o Auto- 
motive News, Detroit 26. 


(Olds, Cadillac, GMC). Best of reference. 
Know owner follow-up and control tower 
operation. Can make estimates, can build 
volume and get profit. Box 2411, c/o 
Automotive News, Detroit 26. 





but if signed ‘Box No. ... 


One Dollar ($1). per insertion for address and extra service as replies are forwarded, 


GENERAL 





DEALERSHIP 


(20c) PER WORD for each 


$11.20 per inch, per insertion. 
WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


POSITION w ANTED 





general 


SALES MANAGER, 
manager Why worry about future 
profits? Why worry about a buyer's mar- 
ket? One of America's most successful 
volume operation sales managers is avail- 
able for immediate assignment. Nation- 
ally recognized as a sales team builder. 


Former sales manager in a leading, high 
unit profit Ford dealership. Can operate 
in any market. Will guarantee to in- 
crease your new and used car sales and 
profits. Will accept full remuneration in 
reasonable share of profits. Interested in 
‘Big 3’’ or independent dealership with 
a fast moving high volume potential. 
Box 2435, c/o Automotive News, De- 
troit 26. 


TRUCK SALES MANAGER Ford ¢ or Chev- 


rolet. Prefer dealer having objective of 
from 100 to 200 new trucks a year. Ex- 
perienced all phases truck merchandising. 
Married, age 48. Details furnished upon 
request. Box 2436, c/o Automotive News, 
Detroit 26. 





GENERAL MANAGER AVAILABLE. 


Twenty-five years’ General Motors dealer 
experience. Ten years as general man- 
ager of large volume operation in metro- 
politan area. Excellent record and refer- 
ences. Forty-five years old, married, hon- 
est, reliable and sober. Know all phases 
of business, parts, service, business man- 
agement, financing, merchandising and 
sales with profits. Capable of taking full 
charge and all responsibilities. Will buy, 
invest in dealership or consider partner. 





Box 2437, c/o Automotive News, De- 
troit 26. : 
YOUNG SERVICE MANAGER Dodge- 


Plymouth past seven years. Fully quali- 
fied. Wish to relocate south or southwest. 
Box 2439, c/o Automotive News, De- 
troit 26. 

DEALERSHIPS AVAILABLE 
AVAILABLE. Metropolitan 
St. Louis Chrysler-Plymouth. Excellent 
facilities. Adequate floor space. Very de- 
sirable lease arrangement available. Buy 
only inventory. Write Box 2443, c/o Auto- 
motive News, Detroit 26. 





SOUTHERN CALIFORNIA. Need associate, 


silent or active, with $40,000 to establish 
new truck dealership, complete line. Box 
2444, c/o Automotive News, Detroit 26. 





AUTO AGENCY. One of major three. Es- 


tablished 
equipped; 


1934; quota 200; modernly 
direct factory dealer; brick 
building 86’ x 132’; no body work; in- 
dustrial city 55,000; net $28,000 year; 
priced right with parts, stock, equipment 
and property. Apple Co., Brokers, Cleve- 
land, Ohio. 


AUTO-TRUCK AGENCY, handling Pontiac- 


GMC sales, service. Same owner 33 
years; attractive showroom; parts dept.; 
complete service equipment; large used 
ear lot; display; sales $250,000 year; 
owner retiring; price with property $70,- 





909 Fisher Bidg. 


COLORADO, 


000. Apple Co., Brokers, Cleveland, Ohio. 
SOUTHERN CALIFORNIA, handling De- 
Soto-Plymouth 150-200 potential. Lo- 


cated in fast growing city of 40,000 near 
Los Angeles. Building leased, $30,000 to 
handle parts at inventory and equipment 
at appraisals. Box 2445, c/o Automotive 
News, Detroit 26. 





WHEN BUYING or SELLING 


an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 


LEO J. KLEM 


Detroit 2, Mich. 





handling Chrysler-Plymouth 
100 units. Leased building, used car lot. 
Inventory about $24,000. Modern building 
and equipment. Excellent trade area. Box 
2446, c/o Automotive News, Detroit 26. 





WITHIN 100 MILES of 


DEALERSHIP, 


NEW CAR DEALERSHIP available. 


Ds&ALERSHIP AVAILABLE handling Pon- 


tiac-Packard. Firm established for 17 
years in fast growing prosperous com- 
munity in western state. Good lease, 
complete facilities. 135 cars last year, 
increase this year. Reason for selling, 
owner retiring. Box 2447, c/o Automo- 
tive News, Detroit 26. 

NYC: Handling 
Dodge-Plymouth 300 cars; Ford 100 
cars; Olds—100 cars; DeSoto-Plymouth- 
100 cars; others. M. Korn, 148 Market 
St., Paterson, N. J. 


MIAMI DEALERSHIP AVAILABLE hand- 


ling popular independent, 600 car po- 
tential. No blue sky. Must have factory 
approval. Other interest taking up my 
entire time. Phone 2-8939, Fort Lauder- 
dale, Fla. 

lo- 
cated southeast Oklahoma county seat 
town of 10,000 population. Oil field and 
largest lake resort in southwest nearby. 


handling Studebaker, 


Leased building. Details to qualified 
prospects. Box 2393, c/o Automotive 
News, Detroit 26. 

DEALERSHIP — 350 units. One of “Big 


Three’ in Rochester, Minnesota, 35,000 
population. Doing an excellent business. 
Ideal downtown location, good facilities 


and lease. Parts and equipment at ap- 
praised value today. Write Box 537, 
Rochester, Minn. 


‘One 
of ‘‘Big Three.’’ No property to buy. 8. 
J. Donaghey, 623 N. Ist., Durant, Okla. 
Phone 1200, 


Et ett ee oe) 
classification for the benefit of our employing 


and groups of numbers as one word. Ads may be signed with your full name and 


Met ie ae hell bik a a 








Tl hat ee hal 
Ti 
} 


Sieh aes ea | 
unopened, the 


DE ALERSHIPS A VAILABLE 


FI sORIDA DEALERSHIP for sale, handling 
one of ‘Big 3,’’ in town 6,000 popula- 
tion on main highway, trading area more | 
than 20,000. New 30 million dollar indus- 
trial plant under construction. One of} 
three fastest growing towns in Florida. 
Gross business in 1952 nearly half million | 
dollars with nice net profit. Must liqui- | 
date partnership. Inventories clean and 
reasonable, nice building, paint and body 
shop. good size well located used car lot. 
Must have factory approval. Entire busi- 
ness for only $60,000. Box 2428, c/o 
Automotive News, Detroit 26. 


WISCONSIN DEALERSHIP, handling one 
of ‘Big 3.'' Located in Milwaukee with 











ployes. 
| his appointed representative only. Operating 


DEAL BARSHIP WANTED 


WANTED— ACTIVE INTEREST in ne 
car dealership. $10,000 to invest. Twen 
years’ selling experience in Buffalo, N. \ 
with Chevrolet. One year own used car 
business. Forty-four years old, fami 
man, excellent reputation, honest, goc 
habits, hard worker. Box 2413, c/o Aute 
motive News, Detroit 26 


Ww ANTED 
up per 
assured 


250 units ar 
capital ar 


Ford or GM deal. 
year. Have ample 
of factory approval. Prefer 

locate somewhere in midwest or sout 
central part of U.S. Please give sor 
details in answering. Box 2453, c/o Aut« 
motive News Detroit 26 


_ ‘DEALER SERVICES 








INVENTORY SERVICE 


Complete parts and accessories inventori« 
for all dealers by qualified full time en 
Final report discussed with dealer o, 


in Southeastern States. 


The Geo. E. Kinney Inventory Service Co 


1731 Candler Bidg. Atlanta 3, Gea 
Alpine 1140 








NEW! MODERN! FAST! 
MACHINE RECORDED INVENTORIES 
Eliminates possible error. Cuts time in half 


Original recordings left with’ dealer for 
safe-keeping in case of fire. Perpetual in- 
ventory setup or present s revised 


item 
Accurate, confidential. LOW COST. 
INVENTORY PARTS SERVICE CO. 
5050 Joy Road Detroit, Michigan 
Texas 4-7450 





a 400 plus unit. Modern showroom and | 
shop. Well located up-to-date used car 
lot. Real estate $165,000 plus inventory | 
and equipment. It’s a top money maker. | 
Box 2454, c/o Automotive News, Detroit | 
26. 

SOLE OWNER AND FOUNDER retiring | 
and liquidating Chrysler, Plymouth, GMC | 
truck. Half million per year last four 
years in gasoline, parts, labor, new and 
used units. $107,000 first three months 
1953. Midwest highway location, choice 
of 10,000 square foot or smaller building, 
rental or purchase. No used or new cars 
and trucks or accounts receivable. Cur- 
rent clean parts inventory and equipment 
only. Real opportunity for going profi- 
table business. Owner would retain half 
interest with qualified operator. Box 2455, 
c/o Automotive News, Detroit 26. 


AUTO AGENCY — Medium size Michigan 
city south of US No. 16. Has _ been 
profitably merchandising leading inde- 
pendent make for two decades. No new | 
or used cars to buy. Rent real estate, 
Annual business of half million dollars 
can be purchased for parts and equip- 








ment investment as low as $26,000. Age 
and health influencing sale. Reply Box 
2456, c/o Automotive News, Detroit 26. 


DEALERSHIP AVAILABLE, handling 
Dodge - Plymouth, 350 units. A _ fine 
business in northern New Jersey single 
dealer city. Modern showroom and service 
facilities. Parts and service departments 
cover substantial percentage of overhead. 
Favorable lease can be arranged. Might | 
consider selling half interest or more to 
qualified manager. Reply Box 2416, c/o 
Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE. _ FLORI DA 








dealership handling Hudson. Profitable | 
business, town of 40,000. Parts and 
equipment will invoice about $16,000. | 
Box 2417, c/o Automotive News, De- | 
troit 26. | 





AUTO AGENCIES 


Large, medium and small “Big Three" auto 
agencies located throughout the United 
States. Write for brochure. 


DAVID JARET CO. 


Established Over 29 Years 
150 Montague Street Brooklyn 2, N. Y. 
ULster 2-5600 





SAN FRANCISCO BAY AREA, handling 
leading independent, established for five 
years at best metropolitan location. 
Over $1,000,000 gross business per year. 
Buy only parts and equipment — take 
over attractive lease. $50,000 will handle. 
Write Box 2392, c/o Automotive News, 
Detroit 26. 


DEALERSHIP (WANT A NTED 


WANT 100-150 GM dual with Cadillac in 
North Carolina, Florida or Virginia. Ex- 








perienced, approval assured. Absolutely 
confidential. Box 2442, c/o Automotive 
News, Detroit _26. 
WANTED—Ford dealership, city of 10,000 
or over, west of Mississippi river. Fac- 
tory approval. Ample capital. Strictest 


confidence. Box 6015, Kansas City, Mo 


oe 
ARE YOU A FORD OR A GM DEALER 
Who Will Sell Assets To 
Qualified Party? 


If so, contact us. 400 or more units desired. 
Have ample capital and factory approval. 


Box 2404, c/o Automotive News, Detroit 26 





FORD-CHEVROLET — 200-350 new units. 


South—southwest—northwest. Cash. Con- 
fidential. Ready to deal. Box 2415, c/o 
Automotive News, Detroit 26. 


CHEVROLET—NORTH JERSEY. Factory 
approva! assured. Write full particulars. 
Strictest confidence. Box 2343, c/o Auto- 
motive News, Detroit 26. 


BIG THREE DEALERSHIP wanted within 
75 miles New York City. Hammond, 54 
Riverside Dr., New York, N. Y. WAtkins 
4-6754. 





MR. FORD OR LINCOLN-MERCURY DEALER— 


lf interested in retiring or securing experi- 
enced manager, you can sell outright or on 
a buy-in basis to a well qualified sales execu- 
tive on a mutually satisfactory arrangement. 
Capital available—factory approval assured. 


Replies confidential. 
Box 2459, c/o Automotive News, Detroit 26 














INVENTORY SERVICE 
Parts Accessories 

arge and Small Dealerships 
navenneneal taken, price extended and sum- 
marized within 24 hours. Expert partsmen 
do all the work. Accurate, unbiased and 
confidential. Inventories accepted by al! 
accountants and by the government. 


ALLIED INVENTORY CO., INC. 
1831 E. 79th St. Chicago, II. 
ESsex 5-8300 





INVENTORY SERVICE. Parts and acces- 
sories. Top type personnel, organized 
Procedures, up-to-date records. Model, 
year breakdown for Ford, Chevrolet, 
L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot’s Inventory 
Service, 124 S. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 





INVENTORY SERVICE 
Parts and Accessories Depts. 


Full-time experts. No Jor _ help; 
confidential and unbiased fied reports. 
Also special buy-sell service. , 
organization —in business since 1939. Free 


booklet on Parts Department operation sent 
on request, Call or write for service details. 


inventory 


Automotive | Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6449 





BUSINESS OPPORTUNITIES 


SELLING, AFTER 46 years of continuous 
service and wishing to retire, our very 
valuable auto establishment located in 
western Mass. Diversified business, in 
cluding a modern 3-bay filling station 
10-mold Lodi retreading plant, new car 
salesroom, large used car salesroom, new 
car storage warehouse, completely, 
equipped repair and service shop, body 
and paint shop, parts department—retai! 
and wholesale. The most popular GM 
dealership (factory approved). $10,800 
annual rental income from property not 
used in the business. 150-200 car po 


tential, If you can handle approximately, 
$150,000 deal, inspect this opportunity 
quickly. Will finance $100,000 secured by 


mortgage on real estate if desired. A 
million dollar volume possible with suf- 
ficient new cars. Best location on the 
most popular street in the city. Better 
hurry. Box 2457, c/o Automotive News 


Detroit 26. 

OPPORTUNITY—Garage business. Popular 
car and truck franchise. Best location 
Building perfect. Must be seen to be 
appreciated. $30,000 will handle. In 
dustrial and resort town, 12,000 popu 
lation. Write or call W. H. Butwel! 
Manistee, Mich. 


AUTO 
LEASING 
COMPANIES 


Due to approach of competitive 
markets or retirement, would 


you like to sell your auto leas- 


ing company? National com- 
pany will purchase stock or 
complete assets and take over 
existing contracts. 


Write Box 2405 
c/e Automotive News 
Detroit 26 


CARS FOR SALE 






WE WHOLESALE 
Fine Selection of Used Cars 


Herb Kessler 
PHIL BLOOMGARDEN, INC. 
Authorized DeSoto-Plymouth Dealer 


9669 Grand River Detroit 4, Mich. 
Webster 3-7845 
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_CARS FOR SALE _ 


_CARS FOR SALE_ PARTS FOR SALE MISCELLANEOUS 


MISCELLANEOUS 
ONE HUNDRED DOLLARS REWARD for 

























































































; recovery of 1948 Chevrolet sedan delivery, 
icense No. -EE-178 i seriz Ne 
| YES, DOA —AUTO— |/BYUICK PARTS] vee sy eos ne Improved 1953 
j Owner's name And y Joseph Selka. Mr. 
| DOUBLETAKE A U c; T | O N Wholesalers | Selka. is sight tuenthe "penind = pay- p 
“WORLD'S LARGEST DEALER Bow ey ge BR er conges 
A 7 T H { Ss ee OF GENUINE BUICK PARTS" | Ohio: Ashland County Sheriff, Ashland. Rg tog Reer “V 
—AT— Quantity Shipper All GM Parts Ohio; Parry Motor Sales, Ashland, Ohio, ao aa a Ride 
ou and Tow on all type roa 
COMBINE aaaaean Shipped Same Day QUICK CHANGE dealers license plate | s 
holders. Guaranteed. $1 p set of f e 
YOUR ADS, NEW YORK WRITE—WIRE—PHONE postpaid Jobbers “wanted, C. Howard, Autematie Brakin 
VACATION EVERY FRIDAY All Shipments C.O.D. 1498 Overlook Drive, Akron 7, Ohio 
* 1000 EMBOSSED BUSINESS CARDS. Air | 
With Your cnn Fess GORDON BUICK | mail service—$4.45. Cards, Box 8066. WITH BRAKE HOOK-UP 
| Albuquerque. N. M } 
SPRING Less 
Formerly | on . . ONLY $5] 45 GUIDE 
ENGINE REBUILDING — Crankshaft | 
CAR BUYING! DANVILLE, PENNA. ROBERTSON BUICK grinding and metalizing. John P. Hughes | aed CABLES 
oa - Motor Co., Inc... 800 Commerce St., | CC, i 
Nowhere will you find as clean, as ee EDGE OF THE LOOP | Lynchburg, Virginia. aa a ee 
big, Go wilt sacha. = Gt a bunury ies 0b sak del : ae & a — EET eT MT NE, * . ° 
cars (over 500) under one roof as s find real action a ; | 
Couture's. Take yourself to fabulous a WAbash 2-1030 8 out of 10 iat Gatien ane $6] 45 
Miami Beach and at the same time R D WEST PROP | BRAKE HOOK-UP........ 
find yourself remarkable and _ irre- as 7 r Meets ALL 1.C.C. R sie 
eat : cope * -C.C. Requirements! 
sistible oe i a like new Jos. E. Johnson Tex Rickard “ _ SHOPPING SERVICE eins D E A L E R S P R E F E R 
cars —a models ave time — yes. ‘ e locate td-to-ge' parts. enders, 
save money too. Call, Write or Wire re eas cee ae ae Stl -¥ any THE 1953 MODEL lee wie. $19.50 
. Mumit i... ~~. (iit anes Caw awe 606s sss 
(Teletype MM79) NOW .. . day from authorized eaters Fee 10 from TRI-KING 3-Point Hook-Up $42 50 
invoice. No results, no charge. We also M o T 0 = M & T j Cc | Intra-State Tow Bar....... ’ 
COUTURE AUTO AUCTION specialise in taking parts inventories, fast, (Folding “'V" Type) 
CAR RENTALS “ear ae a —. OW | 
"Midway", Stop 20 | | 
Gucctve Clei=t Fh tee Albany-Schenectady Road 5050 Joy Rd. Texas 47450 Detroit 4, Mich. | T « G U | D E —SPECIAL— 
Miami Beach, Florida ALBANY, N. Y. || 4 Contour Grip Couplers. ||] Corrine seme” soo a anes 
eens Geedte Geis 6 tb , ‘or Dealers Only ca ue ef Lg Corrving Bags ................ d \ 
iami_ Beach's es arges EVERY MONDAY ... 12 NOON GENUINE Extra Wide V-Spread. SAFETY CHAINS, set of 2, only .... $2.50 
Member of N.U.C.D.A and N.A.A.P.A. FORD—LINCOLN—MERCURY PARTS Oscillating Stabilizer. All Prices Include 8% Fed. Excise Tax 
Write—Wi Pho: + - 
WE All Shipments C.OD. Shock Absorbing Action. TOW BAR SALES CO. 
E . SHIPPED ANYWHERE SAME DAY Exclusive Factory Distribut 
SELL WHOLESALE wo AL ROWE a AS NEAR AS YOUR PHONE 
AUTO AUCTION 20 Tunnel a a 19, Pa. Meets 1.C.C. Strength Requirements 0E2 6 
n - -0708 23-8888 44485 
WE In Continuous Operation Since 1943 FACTORY $ 85 Federal T = ee 
SELL EVERYWHERE oa See |] NET PRICE tncloded | 40 So. Clinton St.. Chicage 6, it. 
Dealers Met ANATOLIS INDIANA vnc | 7 _ Se SARI A RRR 
Over Three Hundred Cars pay mate gy Beem Genuine Oldsmobile Parts || LIBERAL QUANTITY DISCOUNTS 
oa ne CORNER CAPITAL’ AND MORRIS STS. Largest Olds parts wholesalers in the middle T 
New and Used Market 8541 — Belmont 015! west. Shipments made promptly. - —aae FORD DEALERS! 
And Trucks on Hand IN THE HEART OF INDIANAPOLIS enase 0108 | Lincoln-Mercury Dealers! 
. ° eadiers: 
At All Times ons $. Gheedéghuer Factory Sales Division aia uaee at ; 
i: | nclu i t 
Wire or Phone Us Your Needs CARS WANTED Flanders 0800 St. Louis 9, Mo. PILOT DISTRIBUTING co. has & oa eather goods 
WANTED TO BUY from Ford, Chevrolet, BATTLE CREEK 9, MICH. j 
All Makes and Models eden gy eo SM A tony Moog en | Golden Anniversary 
or used automobiles or trucks. Shop equip- | StS . 
Cars - Trucks - Trailers ment—cash register, office equipment, etc. FORDOMATIC & BODY PARTS || Celebration 













Looking for dealers that want to build 


up their volume. Also will sell, swap, 

BEN FISHEL trade. Reply to Box 1, Bridgeport, N. J. 
WANTED. One 1934 Chevrolet sport road- 

A TO co. ster with rumbie seat. Write full informa- 
tion about condition of car to Harold 
Cc. Smith, Box 477, Elizabethtown, N. C. 


ENGINEERED | See our order blank in 50th Anniversary 


DUAL CONTROLS | Plan Book for items and prices. 


FOR DRIVING SCHOOLS Sample of gold horsehide, with gold 
Ford, Chevrolet, Plymouth | imprint, free on request. 


ALBRIGHT MOTORS CARRIS COMPANY, INC. 


119 Show St., Providence, R.1. 
ae ee DEARBORN 7, MICHIGAN 


Our Specialty 
WIRE - WRITE or PHONE — ME4460 


NORWOOD AUTO SALES | 
| 


, FORD DEALER SINCE 1923 
2114 Sycamore Street, eee OSS i 5050 Montgomery Road, Norwood, Ohio 


Phones 652 — 653 — 654 WANT TO BUY Cadillac, 1953 model, 60 
or 62, for personal use. Write giving 
phone number and will contact. Box 2448, 
c/o Automotive News, Detroit 26. 


ATTENTION DEALERS!! = sicur passencer caDILLacs, Chrys- 
SPECIALIZING INTHE SALE OF mand Desoter only, cxceionaly §=6 FY A TE ERE) ©6o| 6UUSED CAR OPERATORS... 














BUSES FOR SALE | — ——-- a 











EX-TAXIS tock-Cadillac, Lansing, Mich. 
cellent oon. Soot eee - Heaters on _ PARTS FOR SALE _ a This is our deal on School Bus delivery | We have lots of 
BUY NOW AT LOW PRICES We maintain in stock for immediate deliv- | U S E D CA R S T Oo WwW H O L E SAL E 
1950 w oehcan LE —_— ne eee guaranty that each car is as represented. 
PI ths — Fords — Ch lets i —_ i 
ymouths : a as evrole PARTS CALL US FIRST | © Shipment arranged F.O.B., Detroit. 
: , e Order by phone, wire or letter. 
MORRIS FREEDMAN ONS OF THE EAST'S Transit 


LARGEST INVENTORIES We are Michigan’s outstanding Chrysler-Plymouth Dealer, 


Same Day Service on Mail Orders or Sales and Service, Inc. 


Phone Calis — All Shipments C.O.D. 23 South St. Danbury, Conn. 


Phone Parts Department Frank T. Mee Tell. 3-4437 
Circle 5-5910 


For Quick Result > ee a ea CHRYSLER - PLYMOUTH DEALER 
Cc Ss) Ss MONARCH BUICK Cco., INC. _ ae EQUIPMENT FOR SALe 


Use Automotive News “Buick's Largest Dealership" ONE SMITH-HARRIS acetylene ne gener- GOLDHAR - ZIMNER, INC. 


WANT AD ator, model No. K1550 rating 100 cu. 

Ss NEW YORK 19, NEW YORK feet, capacity 50 pounds, like new, used 9565 LIVERNOIS DETROIT 4, MICH. 
1% years—half price—$95,. One Alemite 
ee ee ee electric power lubricating gun, model Phone: WEbster 3-4329 
7190, 115 volts, 25 pound capacity, used 
2 years—$100. Five 1500 Watt flood 
lamps with glass lens, made by flood 


light, style No. 1372393 and eight with- 

ACTION PRICES ~~ “@ ~«@ out lens, same size and make. One prac- 

tically new Winkler stoker, 100 pounds 

per hour, model 10-CSF, serial No. 89982, | 

‘4-horsepower motor, used one year, like | 

NOT AU TION ICE — new. Cost $900 new; will sell for $275. 

One drive on Globe single post hydraulic 

lift—$175. Pitrolo Pontiac Co., 10 Locust 
Ave., Fairmont, W. Va. 


54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD 7-1700 


presently wholesaling throughout the U.S.A.! 


Let us be your Detroit on-the-spot used car buyer — no 
extra cost. 























New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [] 
for which check is attached [] or send bill [_] 


All cars sold last week have been replaced with more late model 





Plymouths, Fords and Chevrolets — 2 and 4 door sedans. FOR SALE 


Automobile dealers admit prices on cars they buy from us are 
best bargains ever. | totals, rings to $999,999.99 with 5 ban 
invoice numbering device. 


9 JOYCE, GLOBE & WEAVER TWIN POST) 
LIFTS — car and truck sizes. 





2000 NATIONAL CASH REGISTER — 28 | 
k | 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


Cars displayed indoors in custody of our 











“4 
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Mr. Arthur Schear Mr. W. A. Wright 36 BERLOY PARTS BINS. 
4038 Chestnut St. 13315 Brookpark Rd. | $20,000 Clean Chrysler Parts Stock. 
Philadelphia 4, Pa. Cleveland 11, Ohio Write rd — list of hla ‘ ae Pn ere a Hy 
° mogern used equipmen | treet MONE ci ceasccwiss \addadeeebeces car senntar me WNe......... 
Evergreen 2-0400 Winton 1-7660 — 220 N. 4th st.) ! Gin, ata 
St. Louis ‘: Mo. | ee ee), 
| TRADE CONNECTION: 
‘PARTS WANTED a Car Dealer [) Truck Dealer [] Manufacturer [) 
WE SELL ONLY TO AUTOMOBILE DEALERS =f rc sur_ comme tow te | Jobber [] insurance [] Financial []_ Supplier C] 
52 series lac s he following | 
WILL SELL ONE OR ONE HUNDRED CARS yh | oe 
Per neon door ‘complete, One ash ana || MM@ke Of Car... see ee eeee eee cece tees eee cece eer eeeere sen eeeaes 
4-6-53 





cowl assembly. Pitrolo Pontiac Co., al 
Locust Ave., Fairmont, W. Va. | 














The International Truck Dealer can count every truck 
buyer in his territory as a prospect. 


Why? Because 168 basic models available in thousands 
of specialized variations make International America’s 
most complete truck line. 


No matter what the prospect wants, International 
offers it—trucks from %-ton capacity to 90,000 lbs. GVW 
rating. There are 29 engines in the line, including gaso- 
line, LPG and diesel—ranging from 100 to 356 horsepower 
. . . 296 wheelbases . . . transmissions and axles to meet 
every requirement ... And 307 new laboratory-proved, 
road-proved, owner-proved features in the new R-line 
turn prospects into customers. 


Write today for complete information on the valuable 
International Truck Dealer Franchise. 


INTERNATIONAL HARVESTER COMPANY e CHICAGO 


International Harvester Builds McCormick Farm Equipment and Farmall Tractors...Motor Trucks... Industrial Power...Refrigerators and Freezers 


Better roads mean a better America 


INTERNATIONAL TRUCKS. 


“Standard of the Highway” | 


a prospect! | 
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